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SAMSON SPOT sasheord 


Quality definitely maintained by 
long established standards of 
material and workmanship — 
identified by the Colored Spots, 
our trade-mark. The most durable 
material for hanging windows. 


O?ho-enine SASH CORD 


A reliable sash cord at a moder- 
ate price and as fine a clothes line 
as anyone would wish for. All 
yarn throughout, no roving or 
loading — strong and smooth. 






















You've a firm hold on the brush business in your locality 
when you've the Wooster 3-Point Merchandising System 


in your store. There are three units ... the Sampler for 
wall display ...the Table-Top Refill Deals for table-top 
display ...and the Variety Venders for counter spaces. 
And there are three big advantages! Your stock may consist 
principally of the 26 sure-fire sellers, interchangeable 
between units! Your displays are scientifically -designed 
for the three spots where they are sure to gain most atten- 
tion! Your sales keep an ever upward trend because you've 


the best brushes obtainable, little inventory, and quick 














turnover! Order the three units, or any combination, PiiSy Paras : y ' S A L E S 





or the 26 featured brushes for open stock...and you'll 


find new profits in brushes! Mail the coupon today! xy JUMP, BECAUSE ALL 
ITEMS ARE WHAT 


CUSTOMERS WANT, 
DISPLAYED SO THAT 
THEY ARE SEEN AND 
BOUGHT 





os 


eI 











DISPLAY 


THREE SCIENTIFI- 
CALLY-DESIGNED 
‘ DISPLAY UNITS... 


S10 Gwe \ FOR WALL. TABLE- 


ONLY THE 26 \ TOP AND COUNTER 













} 
FASTEST-SELLING 
BRUSHES IN THE } 
WORLD'S FASTEST- 
Sy 


SELLING LINE 






Ory 
The Wooster Brush Company, 
Wooster, Ohio. 


Send me the illustrated folder on the 
Wooster 3-Point Merchandising System. Woos | E, PR FOSS: SET B RB EAY, | F 
ee — 
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City. Stat THE WOOSTER BRUSH COMPANY. WOOSTER, OH 


“The name YALE helps the sale” 




















ASS the word around to your clerks to take advantage of this unusual 
advertisement by showing every customer the famous YALE No. 44 Auto- 
matic Deadlatch. People will want to see “The Lock that Never Forgets” 
and demonstrations will quickly lead to sales. Q This is one of the extensive line 
of YALE Auxiliary Locks. Make sure your stock is complete and display these 
YALE Locks to cash in on our advertising. Call your jobber or write us direct. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 

































































Onis ADVERTISEMENT will be seen 
by millions of readers of the May 9th 
issue of The Saturday Evening Post 


APRIL 23, 1936 : 
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lM THE BRUSH that’s painting the 


San Francisco-Oakland Bay Bridge! 








150 RUBBERSET NO. 35 
STUCCO BRUSHES PROVE 


“No job is too big for Rubberset” 











UBBERSET No. 35 stucco 

brushes were chosen to lay all 
the field coats on the San Fran- 
cisco-Oakland Bay Bridge in 1936. 
They’re fine brushes — strong brushes 
—worthy in every way of the splen- 
did RUBBERSET tradition. They'll 
prove on every inch of the 8-mile 
span that RUBBERSET PAINT 
BRUSHES are the world’s finest— 
for any job from steel bridges to tin 
soldiers. No job is too big or small. 


When you stop to think that the 
San Francisco bridge will take as 
much paint as 50 battleships or 
20,000 5-room houses—that it’s the 
largest straight paint job ever signed 
for in the United States — you'll 
realize how much this brush award 
means to RUBBERSET AND TO 
YOUR CUSTOMERS. 

Your customers are human and 
they want the best —they’ll get it if 
you sell them Rubberset Paint 


Brushes. Many attempts have been 
made to copy the RUBBERSET Proc- 
ess since 1878, but nobody has im- 
proved on it or even duplicated it. 
Rubberset bristles can’t come out. 

Many of your customers know 
about RUBBERSET’S big bridge con- 
tract. Some don’t. Talk it up to ev- 
ery paint brush prospect who steps 
into your shop. It’s a clinching sales 
argument forthe greatest paint brush 
line that ever passed over a counter! 


RUBBERSET COMPANY 


PAINT BRUSH DIVISION =— 56 FERRY STREET, 


NO W UNDER THE 


OwWNER SHI P oF 


ESTABLISHED 1873 


NEWARK, N. J. 


BRISTOL = MYER S co. 
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HERE’S HOW GOODYEAR 
HELPS YOU 
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Sell an extra length for 
home fire protection 
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Identify YOUR Siore 











This display in nine colors, measuring 
36” wide, 3012” high, and 8” deep, makes 
a basis for an attractive general hard- 
ware window. It attracts much favor- 
able attention. 


Two Window Stickers are packed with 
each display which invite people into 
your store. 


The New Booklets — 32 
pages of interesting infor- 
mation on hardware for 
anyone planning to build 
or modernize a home. It 
answers in a simple, con- 
cise manner many ques- 
tions which puzzle every 
home builder. An excellent sales stimulator for 
your hardware department. 





Fill in the coupon now. Get this display into your 
window—keep a stock of booklets handy—and 
let Stanley Advertising bring quality-minded 
customers to your store! 
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New Britain, Conn. 


FOR (arefree DOORS SELL STANLEY HARDWARE 


THE STANLEY WORKS Please send me ‘Carefree 


THE STANLEY WORKS + 





Send me (quantity) 


New Britain, Conn. Door” Display, B95 “Carefree Door” booklets, B78 


FIRM.......... ’ Scapa aantacl Ld Caves 
ADDRESS... 
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+ Ou you CAN rely on 


GLIDDEN for Sales and Profits!” 


e Why get your forehead full of per- 
manent wrinkles? Why lie awake 
nights? Why make yourself a nervous 
wreck worrying about your business? 


There’s a simple way out—if you'll 
only take it—at least as far as your 
paint department is concerned. 


It’s simply a matter of having the 
right line—and the right sales and 
merchandising plans behind it. 


We believe the Glidden proposition 
will put an end to your paint worries. 
And thousands of successful Glidden 


dealers will tell you how profitable it is! 


Glidden helps you make money. 
Glidden shows you how to get cus- 
tomers into your store—and bring 
them back again. In short, Glidden 
will put you in the paint business— 
help you build it up—and prove 
to you that you can make a lot of 
money out of it. 

If you’ll gamble a little of your time 
against a little of our time, we can 
turn your frown into a grin. Are you 
on? Then drop us a line and tell us so. 


THE GLIDDEN COMPANY « Cleveland, Ohio 


GLIDDEN PAINTS 


iy here on Evers Lhe ; Laquers 


Paints 


Varnishes Enamels 


APRIL 23, 1936 








Every jobber who stocks 
and sells Upson Bolts, 
Nuts, Rivets and other 
headed and threaded products is familiar with the visible 
qualities that make Upson products the choice of their cus-. 
tomers—full, true heads; strong, tough shanks; clean, accu-' 
rate threads. 


But there’s more than you or your customers can see back 
of every Upson product—the facilities, experience and repu- 
tation of the country’s third largest producer of steel and 
the world’s largest producer of alloy steels—Republic Steel 
Corporation. The manufacture of every Upson product starts 
with the iron ore in the Republic mines, and every operation 
until the completed product is given final inspection and 
approval is controlled to insure the highest quality and uni- 
formity in the finished bolt, nut, rivet, pin or whatever it 
may be. 


For your convenience, Upson carries more than 5000 
standard items in stock for immediate shipment—every one 
backed by two reputable names—Republic Steel and 
Upson Nut. 


UPSON NUT DIVISION 


epublic Steel 


CORPORATION 


GENERAL OFFICES::--CLEVELAND, OHIO 


When writing Republic Steel Corporation (or Steel & Tubes, Inc.) for further information, please address Department HA 
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MAN. HOW THOSE DAZEYS SELL! 
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“One night this week at closing time a customer stood by 
the counter and his eye wandered to the opener and he said, 
‘That reminds me, I must buy a can opener for my wife,’ and 
in five minutes—another SALE—simple as ABC. So I repeat 
—BOY, HOW THEY SELL!” L. M. Sagendorf—Greenville 
Hardware Co., Greenville, Michigan. 


“We have done an outstanding job with DAZEY products 
this year. Our sales have been amazing; in fact it has been 
difficult for us to keep our display stand filled with merchan- 
dise, and on ordering from jobbers, found in a great many 
cases that they were out of DAZEY products themselves.” 
G. M. Heitman, Jr. 


Heitman-Evans Co., Fort Myers, Fla. 
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The DAZEY Can Opener, Super-Juicer and Sharpener 
(SHARPIT) are among the best selling items we have in 
our store. Little effort is required to sell them. Invariably, a 
person who buys one is never satisfied until he has all three. 
* * © The good service and cooperation of the DAZEY Com- 
pany makes it a pleasure to sell these items. J. G. Farrell— 











“We have handled the DAZEY line exclusively, maintained 
the suggested resale prices, make a good profit, never have 
had to make a replacement. So, therefore, we are more than 
satisfied with the result. 1935 (sales) in particular showing 
an increase of 300 per cent over previous years.”’ L. H. Crans- 
ton—Cranston Brothers, Woodland, Calif. 


The Colonial Hardware Co., West Hartford, Conn. 


AND REMEMBER THaT THIS \ RECORD SALES EVERYWHERE 


BRACKET ON ANY CUSTOMER'S WALL 
IS CONSTANTLY ADVERTISING OTHER Amaze Veteran Hardware Men 
F you are among the few dealers who 


DAZEY DEVICES SHE HAS NOT 
held off stocking DAZEY Devices 


YET BOUGHT! - 
until you could see how they were going 

to sell, here’s your answer. Read the 
printed quotations from the letters above 
and there can be no doubt about the 
wisdom of stocking DAZEY devices and 
eJ giving every possible advantage of dis- 
play and advertising. That hundreds of 
dealers are duplicating the success of the 
four above is proof that any dealer, who 
has not already followed their example, 
is needlessly depriving himself of un- 
usual profits. This is equally true if you 
are handling only a part of the line. 
Why not call your jobber’s salesman 
right now and stock these fast selling, 
*Minimum Retail Prices highly profitable specialties? 
ees | Higher West 

of Rockies Sold Only Through Recognized Jobbers 
DAZEY- 


and Dealers 
SHARPIT 


Dazey Churn & Mfg. Co., Dept. D-11 











DAZEY-SPEEDO 
SUPER - JUICER 


World’s finest can opener values Gets all the juice—quicker and Patented magic groove sharpens 
—DAZEY DeLuxe (formerly easier—automatically strains out knives, tools anything that cuts 


SPEEDO) $1.69 retail*; DAZEY seeds and pith. A price favorite —no skill or practice needed. 
Senior, $1.39*; DAZEY Junior, everywhere. $1.75 retail.” $1.50 retail.* 4301 Warne Ave. St. Louis, Mo. 
APRIL 23, 1936 9 


A DAZEY 
CAN OPENERS 
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Nos. 812 and 813 
Trolley Garage Door Sets 





Nos. 815 and 816 
Three-Door Trolley Garage Sets 





Nos. 817A and 817B 
Two-Door Trolley Garage Sets 


National Hardware is sold 


linet w the alder National Manufacturing Co. 
STERLING " ILLINOIS No. 855 


a policy that promotes qual- 
ity, service and direct selling 
cooperation. 





















GARAGE DOOR SETS ARE 
IN POPULAR DEMAND— 


Thanks to the increased 
production of motor-cars 


; in diversity of types and sizes of the 
garages serving these cars calls for a wide 
assortment of garage door equipment. 


Natienal 


Garage Door Sets are therefore made in a va- 
riety of styles, but only in one uniform high 
standard of quality, including finest materials, 
modern designs to promote working efficiency, 
and beautiful protective finishes that add years 
of life to the hardware. 


The various sets illustrated show the many 
types designed to meet individual tastes and 
requirements. Scientifically designed roller- 
bearing hangers serve these sets and account 
in part for the smooth-gliding, friction-free 
action of garage doors using National Hard- 
ware equipment. 


Dealers who carry the com- 
plete National line profit by 
the fine reputation that this 
hardware enjoys. 

















Swivel Trolley Hanger 
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thy? BETHLEHEM BOLTS 


oR a long time Bethlehem Bolts 

and Nuts have been quietly 
building up a reputation as quality 
products without carrying a prominent 
identification that would enable dealers 
to reap the utmost benefit from the 
satisfaction they give. 

Now Bethlehem Bolts and Nuts 
identify themselves with bright, at- 
tractive labels. They are packaged in 
a manner befitting the standards to 
which they are made—that conveys an 
impression of quality to the prospective 
buyer before he even sees the bolts. 
And satisfied customers know what to 


look for-the next time they want bolts 
and nuts. 

These superior-grade products, la- 
beled in line with thoroughly modern 
merchandising practice, provide a pow- 
erful lever to increase sales. 


Bethlehem is equipped to manufacture 
in its Lebanon Plant practically any iron 
or steel product that can be made froma 
bar section, whether carbon or alloy 
steel, heat-treated or un-treated. 


BETHLEHEM STEEL COMPANY, Bethiehem, Pa. 


District Offices: Albany, Atlanta, Baltimore, Boston, 
Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Honolulu, Houston, Indianapolis, 
Kansas City, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Portland, Ore., Salt Lake 
City, San Antonio, San Francisco, St. Louis, St. Paul, 
Seattle, Syracuse, Washington, Wilkes-Barre, York. 
Export Distributor : Bethlehem Steel Export Corpo- 

ration, New York. 














N IMPORTANT JOBBER called at our plant recently. 


For many years we had tried to sell him Coated Abrasives—always the same 


reply—‘“‘We are under contract!” 





doubtful. Unfortunately for us we believed it—now I know better.” 


We have enjoyed the entire business of this jobber for the past two years—we have 


both profited by the connection. 


Our plant is always open to our jobber friends. Come! See for yourself with what 
care we make and test our product—how we protect our customers to assure high qual- 
ity. See what ample facilities we have—how modern and up-to-date equipment increases 


quality while reducing cost. 


It is because of our splendid facilities and ample finances that we are able to meet any 
competition in quality of goods, and always at right prices. 

Our line of Color-Stripe Coated Abrasives covers all items required by the Mill Sup- 
ply Distributors and Hardware Jobbers, in Flint, Emery, Garnet, 
Aluminous Oxide and Silicon Carbide, on both Paper and Cloth 


backings. 


May we have the privilege of showing you what we have to 


offer? 


QUALITY AND EQUIPMENT 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


Asking to be shown through the plant, he saw great activity 
—modern up-to-the-minute equipment—thousands of dol- 
lars’ worth of goods in process and in stock—everything 
modern and perfectly appointed. 


Back: to the office; said, ‘I have been through several such 
plants, but have never seen such order and efficiency! 


Then, ‘Why aren’t you selling us?” We explained, “Your 
buyer always told us you were under contract!”; and he re- 
plied, “Our tests of Clover Coated Abrasives have always 
shown they are as good as the best, but we have been told 


your facilities were poor—your capacity small—your finances 


19? 











CLOVER MANUFACTURING COMPANY 
NORWALK, CONN., U. S. A. 


SANDPAPERS 
METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


CLOVER GRINDING AND LAPPING COMPOUNDS 








| E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 
| Green-Stripe Flint Sandpaper. 
| Red-Stripe Turkish Emery Cloth. 
| Yellow-Stripe Aluminous Oxide Metal-Working Cloth. 
| Yellow-Stripe Aluminous Oxide Wood-Working Cloth. 
| Yellow-Stripe Aluminous ‘Oxide Wood-Working Paper. 
Orange-Stripe Garnet Paper. 
| Orange-Stripe Garnet Cloth. 
| Clover Grease-Mixed Grinding Compound. 
| Clover Water-Mixed Valve-Grinding Compound. 
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Address 

















Character of Business 
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THE CYCLONE NAME 
DOES THE TRICK! 





CYCLONE “RedTag” LAWN FENCE AND FLOWER BED BORDEN, 71 


, . rT yk ” . . . ar. 
Your customers know that Cyclone “Red Tag” Products bed, path or walk. Standard heights 16, 22 and 28 inchag = 
eres 


are good— that Cyclone can’t afford to put its name on a Standard length rolls of 100 and 150 feet. Dowie’ 
é Ow 1 


product that is not of the finest quality. Cyclone Lawn Don’t Delay —Order Now Bad the; 


Fence comes in three different styles with gates to match. - : - . ¢ 
; e Telephone your jobber now for complete informatio) Morec 


Standard heights 24” to 48”. ' . is ; 
dard heig and prices on Cyclone Red Tag Lawn Fence, Flower Betfim har 


Cyclone Flower Bed Border is also a big seller in Spring. Border and trellis. Ask him, too, about Red Tag Screeftuge w 
Easily installed—conforms to any size or shape of flower Cloth, Hardware Cloth, and Rubbish Burners. 


Pacific Coast Division: Standard Fence Co., Oakland, Cal. 
Export Distributors: United States Steel Products Co., New York 


UNITED STATES STEEL | 


Cyclone Fence Company, General Offices: Waukegan, II. 





HERE’S THE FENCE THAT 
GIVES YOUR CUSTOMERS 
EVERY FEATURE THEY 


IRD a waste time (and sales) handling fence you’ve got to 


28 inche argue your head off to move? 
There’s never any argument about American quality. Farmers 
Know it’s good because it has proved itself to them, their fathers, 
and their granddads. 
1formatio’ | Moreover, American offers every worth-while feature. Medi- 
lower Betim hard wire, tough and sturdy—not soft and flabby. Full 
‘ag Screeuge wire, with rust-resisting copper-bearing steel. Smooth, 


American Steel & Wire Company, 208 S. La Salle St., Chicago 


evenly-coated galvanizing that fights severest weather attacks. 
American Weather Curves that permit expansion and contrac- 
tion. Every roll is full honest length, with a specification card 
which tells your customer exactly what he’s getting. 

And good, strong national advertising which reaches farmers 
in your community and helps you sell. 

Write for information on the profit-opportunity that is yours 
with American Fence, American Banner Posts and Ideal U Posts. 


Columbia Steel Company, San Francisco, California 


Sect )Tennessee Coal, Iron & R. R. Co., Birmingham, Alabama Us Export Distributors: United States Steel Products Co., New York 


UNITED STATES STEEE 





IS THERE A mee , 
DIFFERENCE IN | ) 
ROOFING SHEETS? 


YOU BET! \& Z 


.. 





ee 
we 


a SHEET may look like 
a beauty in stock—and prove 
to bea failure on a customer’s roof. 

Good customers are too hard to 
get to risk losing them. Play safe. 
Handle the dest steel sheets—Amer- 
ican, Tennessee, or Columbia. Then 
you'll know you’re selling your cus- 
tomers /asting satisfaction in sheet 
metal roofing and siding. Amer- 


ican, Tennessee, and Columbia 


sheets are always full gauge, with 
the full weight value that insures 
long life. Tough enough to resist years 
of severest weather attacks. Galva- 
nizing is smooth and evenly coated. 

These brands are available in all 
types—rust-resisting copper bear- 
ing, galvanized and black. .. plain, 
corrugated, or V-crimped. Your 
inquiry will bring prices and full 


information promptly. 


AMERICAN 


TENNESSEE 


- COLUMBIA 


Steel Sheets 


American Sheet and Tin Plate Co., Pittsburgh, Penn. 
Tennessee Coal, Iron & R. R.Co., Birmingham, Ala. 


Export Distributors: UNITED STATES 





American Steel & Wire Company, Chicago, Il. 


— Columbia Steel Company, San Francisco, Calif. 
Us STEEL PRODUCTS CO., NEW YORK 





UNITED STATES STEBia 
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AND DON’T FORGET TO INCLUDE 


: THESE IN THAT MONEY- 


SAVIN 


NAILS TACKS STAPLES BAR 
POULTRY NETTING* 


These are all staple items for which there is 
always a big demand at this time of the year. 
Don’t overlook a single one for they all mean 
extra profits. And when you stock them in the 
famous American Quality Brands you know that 


American Steel & Wire Company, 208 South La Salle 
Street, Chicago e Empire State Bldg., New York 


Columbia Steel Company, San Francisco 
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BED WIRE BALE TIES GATES 
POULTRY FENCE 


customers are going to be satisfied. And ordering 


in mixed car lots means more savings for you. 


*American Hex-Cel is a brand new poultry net- 
ting. When unrolled it lies straight and true as a 


steel yardstick. Sells on sight. 


Tennessee Coal, Iron & R. R. Co., Birmingham 


Export Distributors: 
United States Steel Products Co., New York 


TES STEEL 














OORCLOSER 


2 MODELS OF UNEQUALED VALUE sunt ey tHe carcest 


EXCLUSIVE MANUFACTURER OF DOOR CONTROLLING DEVICES IN THE WORLD 


NORTON 


HIGHEST QUALITY 
SCREEN DOOR CLOSER 


No. 4 
RETAILS AT $2.00 


This "no slam" device is built strongly for long service . . non rust seamless brass tube . . unbreakable 
heavy steel stampings form the bracket, spring holder and hinge plate. Correct engineering assures 
checking at all times. Number 4 is packed in individual cartons with full instructions for applying. 
Sell a good product to sell satisfaction. 


NORTON 


EXCELLENT VALUE 
SCREEN DOOR CLOSER 


No. 04 
RETAILS AT $1.25 


A simplified closer of excellent workmanship. The tube is seamless and holds a powerful compression 
spring. Number 04 is a fine device, built for durable service of high quality materials, offered at a sur- 
prisingly low price. It is packed in individual cartons with full instructions for applying. (To be installed 
on opposite the hinge side only.) 


PUT THE NORTON SCREEN DOOR CLOSER COUNTER DISPLAY to work in your store— 
THERE ARE MANY SCREEN DOORS in your community that should stop slamming. 


WRITE TO YOUR JOBBER OR NORTON DOOR CLOSER COMPANY 


NORTON DOOR CLOSER COMPANY—2900 N. WESTERN AVE.—CHICAGO, ILL. 


Division of the Yale & Towne Mfg. Company. 
18 HARDWARE AGE 
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There is no substitute for experience. Nearly a century devoted to 
the making of bolts and nuts has given all R B & W products the 
benefit of that intensely valuable and practical, yet invisible, 
element—experience. 9% 

It takes more than geod materials and skilled workmanship to 
achieve a position of leadership and to hold it for over ninety years. 
It takes control of the selection of raw materials, unswerving adher- 
ence to high standards of practice in production, fair dealing with 
customers, sound policies underlying operation and management. 
In all these, experience is a dependable guide and counsellor. 

Experience is reflected in R B & W products because it has been 
handed down from father to son, together with traditions and ideals 
which have won the enviable distinction of leadership with 
EMPIRE Brand Bolts, Nuts and Rivets. 





BOLTS: Carriage + Machine + Lag - Plow « Stove « Elevator + Step + Tap + Wire 
Wheel & Rim - Battery - U-Bolts - Semi-Finished - Automotive Replacement 

NUTS: Cold Punched + Semi-Finished - Hot Pressed - Case Hardened - Slotted - Castle 

RIVETS: Standard - Tinners’ - Coopers’ + Culvert SCREWS: Cap « Machine - Hanger 

WASHERS: Plate + Burrs PINS: Clevis + Hinge 

MATERIALS: Alloys * Steels - Non-ferrous Metals RODS: Stove - Seat + Ladder 

PLATED PARTS: Cadmium - Zinc +» Chromium -« Nickel - Hot Galvanized + Copper « Tin 

SPECIAL UPSET AND PUNCHED PRODUCTS 











EMPIRE 
MACHINE BOLTS 
EMPIRE Machine Bolts and 
Nuts are carried in stock in 
all standard sizes and in 
many special sizes. Their 
threads are produced to close 
tolerances under constant in- 
spection. They have a clean, 
smooth fit to a gauge and 

never jam or strip. 

The accuracy and unvary- 
ing high quality of RB&W 
EMPTRE products are of 
great assistance in speeding 
up assembly in all types of 
industrial production. The 
cooperation of the RB& W 
Engineering Service is always 
available. 
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THIS OUTSIDE DISPLAY 
MAKES SALES INSIDE! 


TAKE A CHANCE ON 
POOR LIGHTING 










@ Put this April window display to work for you in your 
store window this month and you'll find it will build sales 
for G. E. Mazpa lamps. Display is one of the three vital 
points of General Electric’s 3-Point plan for bigger lamp 
profits the year “round. 

Advertising is another big Profit-Point...and during April, 
20 great magazines carry more than 31.000,000 advertising 
impressions to your customers ... urging them to buy the 
kind of lamps that stay brighter longer. 





Profit- Point Three is Merchandising. April should be 
“Junior Salesmen’s” month in your lamp business. In 
your neighborhood there are a number of energetic young- 
sters who can sell lamps for you at your customers’ homes. 
Pay them a small commission, offer several prizes for the 
boys who sell the most lamps, and the results will surprise 
you. General Electric Company, Nela Park, Cleveland, O. 


| GENERAL QQ ELECTRIC — 
MAZDA LAMPS _ 
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Just 


Among 
Ourselves 


By CHARLES J. HEALE 
Editor, Hardware Age 


Patman Bill— 


The original Patman Bill pro- 
vided the first practical national 
legislative thrust against unfair 
price advantages enjoyed by chain 
and mail-order buyers. It goes at 
the very heart of the problem. It 
attacks the unfair lower prices, 
the secret rebates, the special al- 
lowances for advertising and dis- 
plays and the many other “back- 
door discounts” which have per- 
mitted devastating price cutting. 
As it now stands, there are teeth 
in its clauses. If these are main- 
tained and the proposed measure 
becomes law, there is justified 
hope that some inequalities may 
be eliminated. A roll call of its 
opponents, outside of Congress, 
will stimulate support from in- 
dependent hardware men. These 
include large department stores, 
chain store groups and their lob- 
byists, chain store trade associa- 
tions and others whose present 
advantages might be lost if a true 
Patman Bill became law. This 
opposition tells its own story. 


Amendments— 


Past experiences, notably the per- 
ennial juggling with the Capper- 
Kelly bills, make us apprehensive. 
Compromises may lead to amend- 
ments which rob the Patman Bill 
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of its usefulness to the indepen- 
dent merchant. In its last known 
form, the Capper-Kelly Bill was 
full of loopholes which rendered 
it useless. If organized indepen- 
dent retailers are to avoid a repe- 
tition of this discouraging Con- 
gressional habit, the progress of 
the so-called Patman-Robinson 
Bill must be closely watched and 
nullifying amendments vigorously 
opposed. Already there are 
amendments offered which would 
weaken the effectiveness of this 
proposed bill. More may be ex- 
pected. 


An Example— 


For example, there is currently 
an amendment which hardware 
retailers generally oppose. On 
the face of its text, this amend- 
ment appears to favor wholesalers 
(including those who operate re- 
tail stores) to the disadvantage 
of direct-buying large retail stores 
and, perhaps, to the elimination 
of dealer-owned wholesale organ- 
izations. It also appears to give 
wholesalers a decided further ad- 
vantage in selling industrials, con- 
tractors, painters, etc. It includes 
the familiar phrase “the character 
of the selling of the purchaser and 
not the buying shall determine, 
etc.” If this dealer opinion is a 


true interpretation, such a clause 





would ruin the industrial sales of 
many important large retail 
organizations. At present there 
is some division of legal opinion 
on the real meaning of this 
amendment. Opposition to this 
provision from retailers is very 
keen and deep-rooted, sufficient to 
bring about the wide-spread feeling 
that it eliminates much of the pro- 
posed bill’s value to dealers. Re- 
calling the trend of such clauses 
during NRA code hearings, I be- 
lieve this phase of the anti-price- 
discrimination activities is due for 
further and prolonged contro- 
versy. For the information of our 
readers, the text of this amend- 
ment is given in the next para- 


graph. 


Disputed Amendment— 


Here is the text of this particu- 
lar amendment: “That nothing 
herein contained shall prevent or 
require differentials as between 
purchasers depending solely upon 
whether they purchase for resale 
to wholesalers, to retailers or to 
consumers, or for use in further 
manufacture; for the purpose o/ 
such classification of customers 
as wholesalers or jobbers or re- 
tailers*the character of the selling 
of the purchaser and not the buy- 
ing shall determine the classifica- 
tion, and any purchaser who, di- 
rectly or indirectly, through a 
subsidiary or affiliated concern or 
broker, does both a wholesale and 
retail business shall, irrespective 
of quantity purchased be classi- 
fied (1) as a wholesaler on pur- 
chases for sale to retail dealers 
only, not owned or controlled, di- 
rectly or indirectly, by the pur- 
chaser, and (2) as a retailer on 
purchases for sale to customers.” 
(consumers? ). 


Wholesalers— 


With equal enthusiasm, hard- 
ware wholesalers oppose a clause 
in the Patman Bill which gives the 
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Federal Trade Commission juris- 
diction in disputes relating to 
quantity and differential dis- 
counts. This is covered in a later 
paragraph under the heading 
“Related Bills.” 


Mr. Patman— 

Representative Wright Patman 
from Texas is a sincere and 
staunch supporter of independent 
retailers. He senses their com- 
petitive problem. Hearing him 
debate his bill (last week) with 
a chain store lobbyist, I was im- 
pressed with his grasp of the com- 
petitive situation which faces in- 
dependent retailers, in their fight 
against chains, 
other favored buyers. He knows 
that many special prices these 
competitors obtain from manufac- 
turers are unfair and unwar- 
ranted. He contends, basically, 
that if more than 70 per cent of 
the retail business is through in- 
dependent channels and only 30 
per cent or slightly less through 
chains, mail-order houses, etc., the 
70 per cent group should get the 
preference or at least an even 
chance. Otherwise, says he, the 
independent merchant is playing 
against “stacked cards and loaded 
dice.” 


mail-order and 


Background— 

Drawing from his experiences 
in the recent Congressional inves- 
tigation of chain store practices, 
Mr. Patman is not misled by the 
claims of more economical han- 
dling which is the usual alibi 
given to the complaining inde- 
pendent. He knows that many ad- 
vertising and display allowances 
are for services not performed, 
and that secret rebates and other 
devices effect lower buying costs. 
And that this leads to price cut- 
ting to the disadvantage of the 
average merchant. Only a relative 
handful of items sold through 
hardware channels came to light 
in the merciless spotlight this in- 
vestigation threw on chain store 
buying advantages. It was basi- 
cally a study among grocery and 
drug chains. But we can take 
little comfort in that fact. An in- 
vestigation among mail order and 
chains handling so-called “hard 
lines” would unearth price dis- 
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crimination evidence that might 
stagger the credulity of the most 
case-hardened fighter for indepen- 
dent hardware distribution. When 
the Federal Trade Commission 
finished its lengthy report, the 
chain store abuses were white- 
washed with a deluge of legal 
phrases. Nothing was accom- 
plished. That is the reason the 
Patman Bill or its equivalent ap- 
peals to independent retailers and 
inspires their support. 


Progress— 


So far, reasonable progress has 
been made in the development of 
the Patman-Robinson Bill, but 
there continues plenty of well- 
financed and well-organized op- 
toward any anti-chain 

This opposition is 


position 
measures. 


seen within and without Congress. ° 


It must be reckoned with if any 
worth-while anti-price discrimina- 
tion legislation is to become law. 
To bring our readers up-to-date 
on the development of this impor- 
tant legislation on a strictly fac- 
tual basis, we present, in this 
issue, an explanatory article on 
this subject. It is a report, not 
an opinion. It merits close and 
careful reading by those inter- 
ested in the independent whole- 
saler-retailer method of distribu- 
tion for hardware and allied lines. 
As the Patman and kindred mea- 
sures progress further, their far- 
reaching possibilities will become 
matters of general public interest. 
Daily newspapers all over the 
country will publish the further 
development of this legislation. 
The article in this issue will help 
you understand the news dis- 
patches in your local paper and 


will enable you to understand 
what is happening—that you 


may be deciding 
what, when and how to advise 
your senators and representatives 
of your wishes in this connection. 


governed in 


Your Newspapers— 


So far, newspaper support has 
favored the opponents of the Pat- 
man Bill and similar legislative 
efforts that might take away the 
“stacked cards and loaded dice” 
of the department store, chain and 
mail-order house. Alleged news 
reports on such legislative de- 


velopments often appear dis- 
colored and distorted. Unfair em- 
phasis is placed on such head- 
lines as “price fixing” and “higher 
consumer prices.” Representing a 
pro-department store view, other 
headlines say “Retailers Oppose 
Patman Bill.” If you read further 
you learn that “the retailers” in 
opposition are those department 
stores, chain stores and others 
who have enjoyed special price 
privilege. Remember this when 
you read newspaper accounts of 
the progress on Patman Bill de- 
bates. Watch for the direct quo- 
tations printed from _ speeches, 
etc., made by Mr. Patman and his 
colleagues. 


Related Bills— 


Coincident with the Patman- 
Robinson activity is another so- 
called anti-chain store bill spon- 
sored by Senators Borah and Van 
Nuys. There is also an amended 
Patman Bill proposed by Repre- 
sentative Utterback. These two 
efforts omit from the Patman pro- 
gram that clause which empowers 
the Federal Trade Commission to 
settle disputes on quanity and dif- 
ferential discounts. Believing this 
part of the Patman Bill resembles 
too closely the futile NRA efforts 
to settle such disputes, many hard- 
ware distributors favor either the 
Utterback or Borah-Van Nuys 
program, but would be favorable 
to the Patman Bill if this pro- 
vision were omitted. At present 
there is an even chance that it will 
be eliminated. The “anti-basing” 
point of the Patman Bill is also 
under fire among some producers 
and distributors in our field. They 
believe that the basing point plan 
has certain elements encouraging 
price stabilization. Revision along 
these lines may develop. There 
may be a final compromise which 
develops a composite bill spon- 
sored by the combined supporters 
of the three anti-price discrimina- 
tion programs now under way. 
Never before has price discrimi- 
nation received such thoughtful 
consideration in Congress. If the 
proper spur is given to Congress 
by organized independent whole- 
salers and retailers some legisla- 
tive relief on this situation is 
possible. 

(Continued on page 88) 
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“We had no idea of the 
amount of business in this 
field until we started pro- 


moting it.” 


—Martin J. Spoerl 


Spoerl’s Offer Special Values--In 
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When his next door neighbor spent $250 for new awnings 


Spoer! Went After 
Awning Business 


N awning service for the 
home was developed by the 
Spoerl hardware store, 
Hamilton, Ohio, during 1935, 
which did a business of around 
$4,000 the first season, according 
to Martin J. Spoerl, head of the 
firm. 
Several ads in the newspaper 
early in the spring, beginning 
with a space three columns by 
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10 inches and followed by two- 
inch ads three times a_ week, 
helped publicize the service. Let- 
lers were sent out to likely pros- 
pects, and promotional work at 
night was done by one of the 
men from the store. The outside 
man is paid a commission of 10 
per cent for business he works 
up himself. An experienced me- 
chanic who knows well the busi- 


ness of measuring, erecting and 
repairing awnings is employed in 
the service, and a tie-up with a 
large firm that makes up special 
orders, complete the picture. 
Spoerl’s store handles both the 
low - priced ready - made awnings 
and also takes care of special 
jobs. Quick service can be sup- 
plied on special jobs, a week or 
(Continued on page 86) 
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says MORGAN FARRELL 


Director of Chilton Bureau of Economic Research 


r {HE American System of En- 
terprise, is the bone, brain, 
blood and sinew of America. 

We must come to grips with those 

who propose European ideas, 

European culture, even European 

forms of government as substitutes 

for our own. 

They have three main texts, 
which they are endlessly dinning 
into our ears until, by the very 
power of suggestion, we almost 
believe them. By “they” we mean 
not only the influential and per- 
haps overrated European writers, 
statesmen and unofficial represen- 
tatives, but groups of our own 
people, some young and enthusi- 
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astic, others mature and preju- 
diced, who sincerely believe that 
the way of the U. S. S. R. is in- 
evitably to be the way of the 
U. S. A. 

The texts are: (1) Theirs is the 
oldest culture, much superior to 
ours, which is crude and childish. 
(2) The world has been so re- 
duced in size by speed and com- 
munications that no nation can 
remain isolated. We are interde- 
pendent and therefore must act in 








concert. (3) We are even as they 
are, a people who have exhausted 
the wealth of the Continent and 
must now pay for our wasteful- 
ness by joining them in a long 
Lent of repentance and economy. 

Let us look at these texts briefly. 
As to the first, it would seem that 
the superiority of European cul- 
ture was blown high into the air 
in 1914 and has remained out of 
sight ever since. 

As to the second, the physical 
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Overpopulated, war distracted 
Europe, where regimentation 
is the order. These thousands 
are not soldiers but workmen 
listening to their dictator. 


world is no whit smaller than it 
was in 1,000 A. D. There is just 
as much room for the people. The 


oceans are wide as ever. High- 
speed travel and_ instantaneous 


communications still leave the 
mean diameter of the Earth, 
7,917.5 miles. We are no nearer 
Europe, Africa and Asia than we 
were before—in any sense. 

As to the third, it is true that we 
are through carving a Nation out 
of the wilderness and that we can 
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no longer waste extravagantly the 
rich gifts of Nature to this favored 
Land. Nevertheless, we are a long. 
long way from the exhaustion of 
those natural resources. Indeed, 
if we use reasonable care in re- 
stocking them, most of our re- 
sources will never give out. 

Now let us turn the tables on 
Europe and scrutinize the effect of 
national boundaries, difference of 
language, intensified internal de- 
velopment and age-old tradition 






Wide World Photo 


upon the way the European na- 
tions live and look at life. 

It is hard for us to imagine what 
it is like to live one’s life in a 
Continental nation, but let us try 
it: Here we are, then, living in a 
country about the size of one of 
the forty-eight United States—you 
could lose any of them, except 
Russia, in the State of Texas, 
while the smallest is smaller than 
Delaware. We are surrounded on 
every side, not by friendly neigh- 
bors but by jealous enemies, who 





do not even speak our language. 
In fact we have no one language. 
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In pre-war Austria they spoke a 
dozen different languages in as 
many parts of the Empire. 

We have fought with the same 
neighbors for a thousand years, 
back and forth over the blood- 
soaked marches of Alsace and 
Lorraine. The loser of that terri- 
tory, disputed for centuries, has 
withdrawn to lick his wounds and 
get ready for the next war to win 
it back again. Senseless? Yes; 
but this is true of nearly every 
frontier of Europe. 

We live in a big city. The new 
sections interlock with the ancient 
slums and ghettoes of narrow, 
crooked streets and decaying 
houses dating back to the Middle 
Ages. They are very picturesque 
but very, very filthy. 

Or we live in the country. 
Here are no rolling prairies or 
pine woods stretching unbroken 
throughout an all-day train jour- 
ney. No, indeed. Every square- 
foot of the soil is closely culti- 
vated: every tree is numbered and 
recorded in the Forestry Book. Not 
a stick of wood, not a twig lies on 
the ground. Nothing is wasted, 
not even the offal. 

Where are the cars, radios, elec- 
tric refrigeraturs? Where, indeed ? 
Only important people have 
steam-heat or electric light or bath 
rooms in their houses. In all 
Europe there are 6,600,000 motor 
vehicles, which is one-fourth our 
\merican registration. The main 
roads are good but there is nothing 
remotely approaching our system 
of three and four-lane concrete 
highways. 

Every time we cross a border, 
we are in a_ strange land of 
another language and other cus- 
toms. So we must undergo a Cus- 
toms examination and pay duty. 
This happens as often as crossing 
a State line, on a trip from 
Chicago to Boston. 

One thing that impresses us par- 
ticularly is that we are never alone. 
There are always people about. 
Well there may be, for, while the 
United States with all its cities has 
tl inhabitants per mile, Europe, 
including the vast uninhabited 
areas of Russia, has 127. Italy has 
350 per square mile—which is the 





world’s record. 
Wages are not so good. The 
average weekly earnings of a 
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family of five on the Merseyside, 
England, are $14 out of which 
they pay $11.50 for the bare 
necessities of life. The other $2.50 
manages to get itself spent without 
much trouble. In Czechoslovakia 
wages run from $180 to $600 a 
year for a family of four. While 
American steel mill workers aver- 
age 65 cents an hour, Europeans 
in the same industry range from 
17 cents in Belgium to 29 cents in 
Sweden. In both countries labor 
is paid more than in other parts 
of Europe. 

Of course, living costs are lower 
in Europe but not as much as one 
would expect. A modern tenement 
apartment of four rooms and 
bath rents for $15 a month in Lon- 
don, $16 in Nancy and $25 in 
Rome (without bath). A loaf of 
bread (one kilogram) costs 2 
cents in Germany, 10 in England, 
10 in France and 17.6 in the 
U.S. A. Butter is 90 cents a kilo 
(2.2 lbs.) in Germany, 62 in 
England, $1.10 in France and 64.1 
in the U. S. A. Beef is 44 cents 
a kilo in Germany, 64.4 in Eng- 
land, 92.5 in France and 41.5 in 
the U.S. A. 

If the physical conditions, under 
which most Europeans live, is con- 
fining, the traditions under which 
they are brought up are even more 
limiting. They are taught to hate 
certain nations and to tolerate 
others; that war is sure to come 
and that it is their highest duty 
to take part in it; that the caste 
system is the best for all con- 
cerned; that it is laudably patri- 
otic to take the territory of other 





races and exploit it and its people 
—and so on. 

That is they were taught this. 
When their system led, as all 
thinking people knew it would, to 
the calamity of the World War, it 
destroyed itself. Now there is 
left bewilderment, fear, chaos, the 
ripened crop of the system of 
European culture, sown by so 
many generations. 

And this is the state of affairs 
our European-minded friends tell 
us we have reached. They tell us, 
furthermore, that there is no rem- 
edy but immediate Governmental 
control of business, manufacture, 
agriculture, building, banking, 
taking care of the idle, the sick 
and the aged. They say a power- 
fully centralized Government is es- 
sential to our National existence. 
The idea, which the Founders of 
the Republic had, that each citizen 
wants to work out his own destiny 
and that he (collectively) appoints 
a Government to take care only of 
the things essential to the common 
welfare which he cannot attend to 
—this, they say, is just an out- 
moded way of thinking. 

We submit that the picture we 
have drawn of an over-populated, 
war-distracted Europe, without 
sufficient natural resources to 
maintain itself, is true to life. In 
what particular is there a single, 
valid comparison with our own 
rich and spacious land and peace- 
ful people? Yet, they say we must 
have a Government controlled 
economy to save us from the same 
fate. It has not yet worked in 
Europe, so why try it here? 


Pasadena Store Notes 
Trend Towards Quality Lines 


OHN KLEKER of the Kleker 

Hardware Store, Pasadena, 
Cal., finds that many people are 
buying better quality merchandise 
than in recent years because they 
have again come to realize that 
the better grades prove to be 
cheaper in the long run. He points 
out that people, this spring, are 
fixing up homes that have old- 
fashioned equipment and are in 
need of painting. Two good lines 
of paint in different grades are 





carried, with the better grade out- 
selling the other. 

Tools have been the fast mov- 
ing items during the past year. 
Mr. Kleker believes that too many 
mechanics and householders have 
allowed their tools to get in such 
shape that replenishment is neces- 
sary. Next on list are builders’ 
hardware and plumbing supplies, 
and sales on water heaters have 
been stimulated by a compaign 
of the local gas company. 
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is at the rear of the store and is 
very attractive. It can hardly 


is. escape the attention of anyone 
II entering the first floor store. 

to According to Alex Zollmann, 
it one of the owners, he and his 
is brother realized that in order to 
1e get people to visit this downstairs 
of department the approach to it 
30 must stand out from the rest of 

the establishment. 

rs And what a fine job these hard- 
ll ware men have made of it. The 
s, entrance is well lighted, and on 
n- the walls of the approach are 
al pleasing, framed pictures. Here 
e, is an excellent spot to display 
a these pictures as well as to entice 
k people down into the cheery 
r- downstairs store. 

S- A large, high-powered light di- 
e. rectly over the pictures on the 
vf wall light up the entrance so that 
n persons are naturally drawn to 
y the downstairs department. The 
is entrance, too, has railings on both 
yf sides. This means that fatigue is 





n , lessened, for everyone knows that 


oO The attractive basement entrance at Zollmann Bros. to have a hand on a railing when 
t- ascending or descending stairs 


helps to lessen the task. Partic- 
ularly is this true of older per- 


4 Their Basement age ee 


self is about 40 feet square, is 
well lighted, and is done in a 


., lS Po | lar | \ O V\/ light tan color with rough plas- 
ter effect that is very modern and 


n 

st 

‘ Zollmann Bros., ory ARTES 

n Milwaukee, Wis., ee 
remodelled ’ oy : 
a downstairs de- ad |. a oe ; ; | i 

{4 Bo ‘ i 

partment, increas- : ee 1.) sD ee - ii Seg _ ° 


‘ 


ing sales greatly. 


P OW to remodel a down- 
. stairs department accord- 
. 


ing to a carefully worked 





e out plan, and to register a sales 
h increase ranging from 50 to 300 
= per cent on various items has 
” been demonstrated by Zollmann 
\ Bros., 5519 W. North Avenue, 
e Milwaukee, Wis. 

n The entrance to the downstairs 

salesroom of the hardware store A popular section and a business builder at Zollmann Bros., Milwaukee 
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attractive. The department con- 
tains toys, kitchen ware, glass- 
ware, oil cloth section and gen- 
eral housewares. 

By removing the toy depart- 
ment from the upper floor to the 
special basement department, the 
firm was able to devote consider- 
able space to toys the year ’round. 
“Our volume on toys jumped 300 
per cent because of this arrange- 
ment,” says Mr. Zollmann. “Peo- 
ple know we have large displays 
of toys every month of the year 
and this encourages them to buy 
more. Our wheel goods section, 
too, has pulled more sales be- 
cause of this greater opportunity 
for display.” 

The Zollmann store is located 
more than three miles from the 
main shopping center of Mil- 
waukee, and stores featuring toys 
are scarce in the neighborhood. 
Therefore, once a patron makes 
a purchase in the toy department 
at Zollmann’s he usually comes 
back time and again, because he 
knows he can get what he wants 
at this modern store at any time. 

“We do not have clerks on reg- 
ular duty in the basement depart- 
ment,” says Mr. Zollmann. “We 
have found that people like to 
browse around in this quiet base- 
ment section. The clerks on the 
regular floor go downstairs occa- 
sionally and then people can ap- 





Shelving that makes Zollmann Bros. (Milwaukee) merchandise more attractive. 


proach them if they want to buy 
something. We have found that 





Zollmann Bros., Milwaukee, have made their basement attractive to homemakers. 


32 





about half of the people who 
come into our store eventually 
find their way down into this 
basement section.” 

The store officials and _ sales- 
persons call the attention of all 
customers to the basement depart- 
ment, too, and in this manner 
many a customer finds additional 
items which he or she may want 
to buy. 

One wall of the basement de- 
partment has been made into a 
three-shelf affair for the display 
of glassware and gift items. Each 
shelf recedes toward the wall, 
thus making a very symmetrical 


and pleasing display arrange- 
ment, permitting full sight to 


practically every item shown on 
the shelf. Neat cloth and paper 
backgrounds also lend brightness 
to the entire display. 

A feature also is the special 
oil cloth section. Mr. Zollmann 
has devised a display stand for 
oil cloth in rolls. The stand has 

(Continued on page 68) 
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Independent Merchants Favor Patman Bill, 


Chain and Consumer Groups Oppose 


Bitter controversy in Congress centers about anti-price 
discrimination legislation sponsored by Patman, Robin- 
son, Wheeler, Utterback, Borah and Van Nuys. Patman- 
Robinson Bill supporters promise elimination of special 
privileges such as discriminatory prices, rebates, allow- 
ances, etc., but state measure would not hamper ethical 
free competition. Opinion divided on chances of passage 
during this session. Some modification and compromise 


expected. 


(Written expressly for HARDWARE AGE 
readers by an unbiased, experienced 
Washington reporter.) 


! HE center of a bitter con- 
troversy, anti-price  dis- 


crimination legislation is 
about to be projected on the floors 
of Congress. While the legisla- 
tion is commonly referred to as 
an attack on chain stores and is 
strongly favored by independent 
retailers in hardware and other 
lines, the outstanding measure 
reaches beyond that area. This is 
reflected in the recently amended 
bill of Representative Patman of 
Texas, which is a composite of 
other like measures, such as those 
previously introduced by Repre- 
sentative Utterback of Iowa and 
Representative Mapes of Michi- 
gan. The Patman bill carries an 
anti-basing point provision. It 
would bar mass industries such 
as steel, cement, lumber and flour 
from quoting delivered prices 
which are made up of a so-called 
base price plus freight to point 
of delivery. Another bill to abol- 
ish this system is the Wheeler- 
Utterback anti-basing point bill, 
which has been the object of pro- 
longed hearings before the Sen- 
ate Committee on Interstate Com- 
merce of which Senator Wheeler, 
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Montana, is chairman. The bill is 
vigorously opposed by the af- 
fected industries. 

The Patman bill is largely simi- 
lar to the bill introduced into the 
Senate by Majority Leader Rob- 
inson of Arkansas, but is more 
far-reaching because of the anti- 
basing point provision and pro- 
visions against brokerage and ser- 
vices allowances. The two mea- 
sures, however, are so nearly 
alike that they are often referred 
to as an identical bill under the 
term “Robinson-Patman” bill. 
The authors of the two bills are 
in entire accord as to the legis- 
lation and have powerful support, 
including that of Majority Leader 
Bankhead of the House of Repre- 
sentatives. Nevertheless, the bill 
is not known as an administra- 
tion measure. The President has 
not yet publicly indicated his 
position with regard to the legis- 
lation. 


Opposition 


The bill faces strong opposition, 
both within and outside of Con- 
gress, just as it has robust back- 
ing within Congress and outside 


of Congress. Outstanding in op- 
position to the so-called Robin- 
son-Patman bill is the Borah- 
Van Nuys bill now before the 
Senate Committee on the Judici- 
ary. The Borah-Van Nuys bill is 
hardly more than a simple clari- 
fication of Section 2 of the Clay- 
ton act, and would make it un- 
lawful to discriminate in price or 
terms of sale between purchasers 
of commodities of like grade, 
quality and quantity or to sell at 
unreasonably low prices for the 
purpose of destroying competi- 
tion or eliminating a competitor. 

The Patman-Robinson bill, also 
offered as an amendment to Sec- 
tion 2 of the Claytoh anti-trust act 
is much more extensive in its pro- 
visions which its authors say are 
intended to strike at unfair price 
discrimination practices which 
threaten the life of independent 
merchants, manufacturers and 
other business men. It is evident 
there will be a lively battle be- 
tween supports of the Patman- 
Robinson bill and the Borah- 
Van Nuys bill, the latter the prod- 
uct of Sénator Borah of Idaho 
and Senator Van Nuys of Indiana. 

The chief objection voiced by 
its opponents, against the Robin- 
son-Patman bill is a claim that it 
will raise prices to consumers, 
though its authors strongly deny 
this. Instead they insist it will 
give better protection to con- 
sumers, workers and independent 
producers, manufacturers, and 
merchants. Opponents of the bill 
contend they have bulky corre- 
spondence from consumer organ- 
izations opposing the bill because 
of the fear that it will raise prices. 
The bill also is the object of a 
sharp split within the House Com- 
mittee on Judiciary. While the 
majority report endorsing the bill 
vigorously seeks to answer these 
and other charges and to impress 
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Congress with the vital necessity 
of enacting it, six members of the 
committee prepared a minority 
report, bitterly attacking it. It 
charged it would raise prices, and 
accomplish no good purpose. 
There is a distinct division of 
opinion as to whether the Patman- 
Robinson bill will be enacted as 
the result of these forces of op- 
position. It is probably the pre- 
vailing opinion that it will not 
pass in its present form. Some 
are of the opinion that supports 
of legislation directed against so- 
called price discrimination will 
have to content themselves with 
the Borah-Van Nuys bill or en- 
tirely forego the legislation at the 
present session. Proponents of the 
legislation, however, decline to 
concede this point and say the 
legislation likely will be enacted 
virtually in the form desired. 


From the Majority Report 


The majority report favoring 
the Patman bill incorporated con- 
clusions which it said were for 


the purpose 6f correcting “some 
important misapprehensions, and 
even misrepresentations, that have 
been broadly urged with regard 
to the probable effect of this bill.” 
It proceeds to say there is nothing 
in it to “penalize, shackle, or dis- 
courage efficiency, or to reward 
ineficiency. There is nothing in 
it to fix prices, or enable the fixa- 
tion of prices; nor to limit the 
freedom of price movements in 
response to changing market con- 
ditions.” 

It is contended in the report 
that the bill does not disturb in 
any way physical economies 
claimed for mass buying and dis- 
tribution, whether by corporate 
chain, voluntary chain, mail- 
order house, department store, or 
by the cooperative grouping of 
producers, wholesalers, retailers, 
or distributors, whether these 
economies are from more orderly 
processes of manufacture, or from 
the elimination of other unneces- 
sary costs. 

Says the majority report, in 
part: “Nor does it in any way in- 
fringe the seller’s freedom to give 
a part or all of the benefit of the 
saving so effected to others with 
whom he deals, whether in higher 
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prices paid to the producer from 
whom he buys his raw materials, 
or in higher wages to those who 
labor in production or handling 
of his goods, or in lower prices 
to the customer, including the 
ultimate consumer who buys 
them. 


In Consumer’s Interest Too 


“It is not believed that the 
restoration of equality of oppor- 
tunity in business will increase 
prices to consumers. Unfair trade 
practices and monopolistic meth- 
ods which in the end destroy com- 
petition, restrain trade and create 
monopoly, have never in all his- 
tory resulted in benefit to the pub- 
lic interest. On the contrary, for 
the most part, they have been 
symbolic of lower wages, longer 
hours, lower prices paid _pro- 
ducers, coercion of independent 
manufacturers, domination of that 
field of industry and in the end, 
high prices to consumers and 
large profits to owners. 

“It is the design and intent of 
this bill to strenghten existing 
anti-trust laws, prevent unfair- 
price discriminations and_pre- 
serve competition in interstate 
commerce. It is believed to be in 
the interest of producer, consumer 
and distributor. No business in- 
stitution need have any fear of 
this legislation if it will conduct 
its business honestly and without 
the use of unfair trade practices, 
and unjust price discriminations.” 

The bill prohibits discrimina- 
tions in price between purchasers 
where, it is stated, such discrimi- 
nations cannot be shown to be 
justified by differences in the cost 
of manufacture, sale, or delivery 
resulting from different methods 
or quantities in which such com- 
modities are to such purchasers 
sold and delivered. It also pro- 
hibits brokerage allowances ex- 
cept for services actually ren- 
dered and advertising and other 
service allowances unless such 
allowances or services are made 
available to all purchasers on 
proportionally equal terms. In 
striking against the basing point 
method of quoting prices, it 
would require f.o.b. quotations at 
point of origin of shipments. 

The bill permits price differ- 








entials depending solely upon 
whether the purchaser buys “for 
resale to wholesalers, to retailers. 
or to consumers, or for use in 
further manufacture” and makes 
specific provision for the classi- 
fication of customers in those 
several categories, the majority 
report on the Patman bill points 
out. It places no limit upon quan- 
tity differentials of any kind not 
affecting general competition. 
With added restrictions imposed 
in these respects, a separate clause 
“safeguarding differentials _ be- 
tween different classes of pur- 
chasers becomes necessary. Such 
differentials, so long as equal 
treatment is required within the 
class, do not give rise to the com- 
petitive evils at which the bill is 
aimed; while to suppress such 
differentials would produce an 
unwarranted disturbance of exist- 
ing habits of trade.” 


Differentials 


The report points out that there 
is nothing in the exemption to 
prevent consumers when buying 
cooperatively or otherwise, in 
quantities characteristic of re- 
tailers or retailers when buying 
in quantities characteristic of 
wholesalers from being accorded 
the same prices as those dealers 
respectively, so long as_ their 
prices are respectively justified 
within their own class on the 
basis of differences in cost as re- 
quired in a sub-paragraph. Dif- 
ferentials between each classifi- 
cation must be justified by differ- 
ences in cost of manufacture, sale 
or delivery resulting from the 
differing methods or quantities in 
which such commodities are to 
such purchasers sold or delivered. 
It says: “Whether retailers acting 
cooperatively in their purchasing 
activities will be classified as 
wholesalers or retailers, will de- 
pend, naturally, upon whether 
their cooperative organization 
functions as a separate entity, tak- 
ing title and reselling it to its 
retailer members, or merely as 
representing them severally in 
their dealings direct with the sell- 
ing source of supply, but in either 
case there is nothing in the bill 
that requires prices accorded re- 

(Continued on page 90) 
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FENCES WITH A 
RASPBERRY FRAGRANCE 
ARE FOUND IN 
AUSTRALIA. WOOD FROM 
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ILL the hardware dealers 
of America get their share, 
in sales and collections, of 


the billion and more dollars to be 
distributed June 15 or thereafter 
to world war veterans? 

If they do, it will be by virtue 
of new sales-credit technique ex- 
pertly, and immediately, adapted 
to an opportunity without prece- 
dent in our national business 
history. There will be great mer- 
chandising competition for the 
bonus dollars. The over-zealous, 
indiscreet hardware dealer can 





The Bonus—will it be 





For the opportunity which presents itself, hap- 
hazard business management won’t do. Properly 
handled, the bonus has great profit possibilities 


for retail dealers. 


By JOHN T. BARTLETT 


Co-Author, Methods of Instal- 
ment Selling and Collection 


lose his shirt. The basis exists for heavily to the profits, of the skil- 
sound, enterprising policies which ful dealer. 

will double the sales volume, add The majority of veterans are 
married men with homes. Most of 
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them are between 40 and 50 years 
of age, with children still in school 
.... With a normal desire for the 
convenience, comfort and luxury 
of gas and electrical appliances, 
radios, ranges, and other special- 
ties. Hundreds of thousands of 
them have been ready for months 
to buy, but have lacked the means. 


The hardware dealer who de- 
lays until bonus bonds are cashed 
will overwait the opportunity. 
Basing his report on a wide in- 
vestigation, and conferences with 
both merchandising and credit 
authorities, the writer presents 
herewith a number of dealer pro- 
grams, among which any reader, 
no matter what his circumstances, 
will find specific, productive plans 
he can follow. 

1. In newspaper advertising, di- 
rect mail, other ways, the dealer 
announces “special instalment 
terms for veterans.” Offered at 
the store is an entirely new type 
of deal, with these features— 
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Headache or Protit? 





A reasonable down-payment 


Monthly payments much _ smaller 
than usual. 

Single large payment, due when 
the veteran cashes his bonds in June 

The only concession is the size 
of the monthly payments, which, 
in one case studied by this investi- 
gator, averaged about half, or a 
trifle less, of standard store terms. 
The customer, of course, agrees 
to pay out of bond proceeds. The 
small monthly payments not only 
reduce the obligation, but main- 
tain contact between customer and 
store. Modification of these terms, 
which will occur with some dealers 
as the interval to bonus payment 
narrows, will be a_ liberalized 
down-payment, and perhaps a 
skipped monthly payment. 

Does every recipient of the 
bonus qualify for this plan? 
Most certainly not! There should 
be a very full credit investigation 
of every applicant; in particular, 
the employment condition, and 


other obligations the bonus will 
be needed to meet. There may be 
occasional exceptions, but the rule 
should be that a veteran must be 
employed to qualify for this plan. 
Good character, and at least a 
fair credit record, should be pres- 
ent. 

Moreover, terms must carefully 
be fitted to the item sold. This is 
particularly true of radio sets. 
As this is written, the date when 
the veteran will actually get his 
money is not known. It may be 
July, or August, or even later. 
Obviously, the customer should 
have an equity in the merchandise 
on June 15 which gives him a 
strong incentive to consummate 
ownership. The dealer should rate 
up his terms for merchandise risk, 
or risk arising directly out of facts 
surrounding the buyer; and he 
should realize, such are the 
exigencies of credit selling, that 
probably some of his deals, due 
to terminate when the bonus is 
paid, he’will have to refinance. 

2. The hardware dealer does 
not advertise special bonus terms, 
but, dealing with a veteran pros- 
pect, liberalizes his terms on the 
basis of the buyer’s expected in- 
come. 

The majority of veterans have 
borrowed; some men have $1,400 
or somewhat more coming, but 
a sum around $700 is most com- 
mon. The dealer should verify the 
applicant’s statement. 

3. The bonus bonds, as is gen- 
erally known, will be non-trans- 
ferable. Most instalment sellers 
with promotion plans simply take 
the veteran’s word that he will pay 
out of the proceeds, making sure 


that he is a man of his word. 
(Continued on page 72) 























W. P. FOSTER, a member 
of the wholesale hardware firm 
of Mathews & Boucher, 26 Ex- 
change St., Rochester, N. Y.., 
started his hardware career 58 
years ago, and has 
years in his present affiliation. 
Born in Wolcott, N. Y., in 1861, 
he began working in a local 
hardware store owned by the 
late W. W. Paddock in 1877. 
After four years at his first 
hardware job, he went to 
work in 1881 for Hamilton & 
Mathews, Rochester, N. Y.., 
which firm later became 
Mathews & Boucher. Follow- 
ing two years at “inside” work, 
he went on the road for the firm, and for 47 years traveled 
New York State. He became a partner in the firm in 1920 
and in 1930 he gave up the road to resume “inside” work. 
Mr. Foster recalls “the good old horse and buggy days” 
with a great deal of pleasure, but he says that there is also 
a certain amount of sorrow connected with his recollections, 
as he is saddened to think that out of the 70 customers 
listed in the order book he used in 1886, only one is alive 
today. He has been a trustee of the South Congregational 
Church of Rochester for 40 years, was its treasurer for 30 
years, and has been president of its Board of Trustees for 
the past six years. For 20 years he has been vice-president 
of the Utica Commercial Travelers Benefit Assn.. and for 
two years he was president of the Rochester organization 
of Commercial Travelers, which then had the largest mem- 
bership in the United States. He is also a member of the 
New York Societies of Mayflower Descendants, Colonial 
Wars, and Sons of the Revolution, as well as of all the 
York rite Masonic lodges and the Shrine. He and his wife 
celebrated their 51st wedding anniversary last November. 
At 75, Mr. Foster has’ a renmarkable recerd in that he ha: 


spent 54 





W. P. FOSTER 
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never been absent from business on account of illness for 
more than one or two days at a time, and is usually “on 
the job” about seven every morning. His favorite diversion 
is the study of ancestry, but he still retains a degree of 
interest in his boyhood hobby—collecting coins and stamps. 


LYMAN HUGH O’DON- 
NELL, manager of the O’Don. 
nell Hardware Co., retail, Wash- 
ington, Ind., began his hard- 
ware career at 13 when he went 
to work in the hardware store 
of the T. J. Hanson Co., Lan- 
caster, in 1861. Mr. O’Donnell 
remained with this firm and its 
successors until 1888, when he 
went to Omaha, Neb., where for 
one year he worked in the hard- 
ware department of the W. R. 
Bennett Stores. In 1891 he 
accepted a position with the 
M. J. Carnahan Co., Washing- 
ton, Ind. This company was 
then operating two hardware 
stores and a sash and door factory. In 1899, while still 
affiliated with the Carnahan Co., he organized the Collier 
Shovel & Stamping Co., which successfully operated in 
Washington, and which in its second year was consolidated 
with the Chicago Steel Mfg. Co., Hammond, Ind. This 
latter company operated a rolling mill and cut nail fac- 
tory, and when the consolidation was effected, Mr. O’Don- 
nell resigned from the Carnahan Co., to become general 
manager of the Chicago Steel Mfg. Co. When the manu- 
facturing company’s plant was destroyed by fire in 1903, 
the Carnahan Co. offered to sell Mr. O’Donnell a one-fifth 
interest in its holdings if he would return to Washington 
and become manager of its store there. This offer was 
accepted. In 1912 he organized the O’Donnell-Barrows- 
Cochran Co., which purchased the Washington store from 
the Carnahan Co. Within the next four years he purchased 
the interest of his associates, and since 1916 the store has 
been known under its present name, and has been operated 
by Mr. O’Donnell and his son Patrick S. He has always 
been vitally interested in community development and has 
taken a particularly active part in “building up” his home 
city, county and state. His one hobby is the retail hard- 
ware business. 





L. H. O’DONNELL 
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\ \ J] HEN I retired from the 
City Council of St. Louis 
I was asked by a news- 
paper reporter to tell him the 
main thing I had learned as a 
Councilman. Here is my answer: 
“The Council was composed of 
thirteen members. Seven were a 
majority. Therefore, these seven 
votes controlled the Council. In 
a caucus, when these seven got 
together, four controlled the 
seven. When these four got to- 
gether on any important ques- 
tion they were controlled by one. 
Therefore, the City Council of 
St. Louis on almost every im- 
portant proposition was con- 
trolled by one man, and he was 
usually the man who was best 
posted, who had studied and gath- 
ered the facts covering the ques- 
tion before the Council, or who, 
for one reason for another, was 
most interested, either to put over 
or defeat the proposed legisla- 
tion.” 

I was a member of the City 
Council four years, and I will 
confess that the first year I did 
not know what it was all about. 
It took me a year to find out who 
was who and what was what. 

When I think of the compli- 
cated problems on an enormous 
scale that are supposed to be 
handled by the Senate and the 
Congress of the United States I 
sympathize with these gentlemen. 
Only a few have had long ex- 
perience in finance, taxation, or 
even the simple fundamentals of 
business. Most of our Senators 
and Congressmen are lawyers 
from small towns. Many of them 
have been prosecuting attorneys. 
When it comes to familiarity with 
governmental economics, they 
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simply do not know what it is 
all about. This is no reflection 
on them. They can’t know it. 
Knowledge of the problems be- 
fore any one department of the 
government is a field of its own. 
I therefore recommend that a 
school of economics be estab- 
lished in Washington. I mean a 
school that will just teach the 
fundamentals of government. And 
then when a Senator or Congress- 
man is elected he should be ex- 
pected to attend this school and 
pass an examination at the end 
of the year. 
* * * 

Having more or less time on 
my hands, with access to statisti- 
cal information and the writings 
of experts on various subjects, | 
have attempted to clear my head 
by very intensive study on some 
of the problems now before the 
Government. Realizing that the 
greatest problem facing us now 
is taxation, I have been devoting 
a lot of time to that subject. But 
I must admit that the deeper I 
get into the subject, the more | 
read, the more confused I be- 
come in my mind as to the prop- 
er direction to be taken in the 
fixing of taxes under present con- 
ditions in this country. I have 
been studying the system of taxa- 
tion in foreign countries. I have 
been looking for some tax for- 
mula or principle that would 
guide my thinking on the sub- 
ject. I must confess that I cannot 
find this formula, and I must 
also add I do not believe that 
the government officials, the Sen- 
ate or Congress, are much more 
clearheaded on the subject than 
I am. In fact, as regards the 
President’s tax program and the 
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bill now being considered in 
Congress, I have received word 
from Washington that the situa- 
tion has become so muddled, so 
much confusion exists, it has even 
been suggested that for the pres- 
ent the entire proposed tax pro- 
gram be dropped. 

So I have decided to give you 
quotations from interesting mat- 
ter I have received recently on 
this subject. 

How do the citizens of the 
United States spend their money? 
Figures for the period from 1919 
to 1930 show that 25.7 per cent 
of the family income was spent 
for food, 18.1 per cent for hous- 
ing, 11 per cent for wearing ap- 
parel, 12.1 per cent for trans- 
portation, 9.6 per cent for per- 
sonal expenditures, 3.6 per cent 
for recreation, 9.2 per cent for 
savings, 3.2 per cent for health, 
2.7 per cent for direct taxes, 
2 per cent for education, 1.8 per 
cent fer social activities, and 1 
per cent for civil activities. Note 
the very low direct rate 2.7 per 
cent for taxes. This, of course, 
means, as I have written before, 
that the average family in the 
United States does not pay any 
taxes. A very heavy percentage 
of them are dodging their taxes. 
The present system of assessing 
taxes does not reach this class 
because it would cost more to 
collect the taxes than the taxes 
would amount to. There is only 
one cure for this situation and 
that is a sales tax. All the foreign 
countries have found this out, and 
as a result there are broad sales 
taxes in almost every country ex- 
cept the United States. But on 
this question, as usual with us, 
politics cuts a figure. The poli- 
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ticians who advocated the sales 
tax, a tax which would get every- 
body who buys anything, would 
not be reelected. 

In The Lamp, the official pub- 
lication of the Standard Oil Co. 
of New Jersey, the growing sig- 
nificance of taxes has been aptly 
brought to light. Analyzing the 
1934 figures, the latest available, 
the story is that some $77,000,000 
was levied in taxes on the com- 
pany’s domestic business, or the 
equivalent of $2.97 a share of 
common stock. Management, or 
all those who obtained $5,000 or 
more, received 47 cents a share, 
while the stockholders took in 
$1.25 a share. Labor received the 
equivalent of $6.37 a share. In 
other words, the owners and the 
managers received considerably 
less than the tax collector. 

One important publication 
writes that the trend in Washing- 
ton is toward greater budget un- 
balance, greater deficits, and an 
absolute lack of any genuine 
economy move in government. 
Our politicians just before an 
election would not even listen to 
a whisper about economy in gov- 
ernment or a reduction in jobs 
or expenses. This situation is sim- 
ply paving the way for inflation. 
Stocks have already advanced in 
almost a year of a bull market. 
These advances are not based en- 
tirely on improved business or 
better corporation showings. Back 
of them is inflation and at the 
end of inflation is another finan- 
cial crash, probably worse than 
the one we had in 1929. The 
bankers see this, they have issued 
their warnings, but the politi- 
cians, if they do see it, are side- 
stepping the issue. 

Low money rates will continue. 
Inflation will continue, the bull 
market will continue, at least up 
to the election. After the election 
it will be different. Then votes 
will not count. 

We are reminded of the manu- 
facturer from Missouri who was 
elected to Congress. Before the 
election he went around shaking 
hands with all the voters, includ- 
ing his colored brothers. He was 
elected. The day after the elec- 
tion a big flashily dressed negro 
entered his office, pushed his hand 
across the desk and shouted: “Put 
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her there, Mr. Congressman.” 
Our Missouri Congressman kept 
his hands out of sight and replied, 
pointedly: “My colored friend, 
you seem to forget that the elec- 
tion was yesterday.” 

This is the same Congressman 
who became famous when in one 
of his speeches in the House he 
lost his place, gazed around help- 
lessly and inquired pathetically: 
“Where am I at?” 


* * * 


Government expenses for three- 
quarters of the fiscal year up 
to March 31 were: 5.3 billions, 
government receipts in same pe- 
riod were 3.1 billions, and the 
deficit for the same period was 
2.2 billions. Each of these items 
is greater than for the same pe- 
riod a year ago, regardless of 
the fact that business is better, 
and revenues are larger. But 
unfortunately our expenses are 
also larger and are increasing 
more rapidly than revenues. 

Congress is talking one thing 
and doing another, has made 
more increases than reductions, 
and has made the economy cause 
feebler. If you wish to make the 
bland smile disappear from a 
Congressman’s face, just bring up 
the subject of economy and ask 
for facts and figures. 

The worst of all this is that 
the United States’ constantly in- 
creasing expenditures are made 
out of borrowed money. And 
please note that these increased 
expenses are not only for relief. 
Government expenses in all de- 
partments are being voted up. 

We, of course, may be told 
that the credit of our government 
is so great that there is no danger. 
We are referred to the national 
debts of England and other coun- 
tries. But never in the history of 
the world has there been a spend- 
ing such as this country has done 
in the last few years. Look at 
the above figures and note the 
mounting deficit. It does not take 
a financier to see the finish. Any 
layman can realize with the facts 
before him that there is trouble 
ahead for this country, and seri- 
ous trouble unless this nation as 
a nation adopts a policy of dras- 
tic economy. 

Just stop and think that the 
rate of improvement in this coun- 











try today lags behind the im- 
provement in all other countries. 
England set us an example. When 
old man Snowden, Chancellor of 
the Exchequer, took hold of the 
English budget he didn’t mince 
matters. Taxes had to go up. But 
at the same time government ex- 
penses had to come down. The 
English didn’t so much mind pay- 
ing increased taxes as long as 
they knew that the government 
was doing its part by curtailing 
expenses. However, the Ameri- 
cans who pay taxes do it in the 
face of constantly increasing gov- 
ernment spendings. 

Americans are noted for their 
patience. But it is well-known 
to all students of history that 
when the American citizen finally 
becomes aroused he moves very 
directly and very quickly. The 
great trouble today is that in 
this country the average Ameri- 
can, just like the average Senator 
or Congressman, does not seem 
to grasp just what is happening. 
We do hear some grumbling 
about taxes. We as citizens 
grumble a little among ourselves, 
but then we turn on the radio 
or sit down to a game of bridge 
and forget all about it. If I may 
be allowed to express a personal 
opinion, I would say that the 
people of the United States today 
mentally are dumber to the pub- 
lic situation than they have ever 
been at any time in our history. 

Now to confirm the statement 
I have just made, I wonder how 
many of the readers of this ar- 
ticle know the following facts. 
Just let me quote from authorities 
that I would be glad to supply 
upon application. 

“In the three years February, 
1932, to January, 1935, the Recon- 
struction Finance Corporation spent 
or allocated just short of nine bil- 
lion dollars, a sum which makes it 
the largest financial corporation ever 
heard of. 

“This government-owned corpora- 
tion’s capital stock of 500 million 
dollars was contributed by the 
United States Treasury, and the rest 
of its working capital has come from 
the sale of its own notes to the gov- 
ernment to a total of almost 4,000 
million dollars. 

“In April, 1935, Jesse H. Jones, 
chairman of the Reconstruction Fi- 

(Continued on page 66) 
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San Diego Hardware Co. 


Western Store Sells Heating Equipment on a 


Three Payment 


Plan... 


San Diego Hardware 
Co. reaches greater 
market through a 
novel purchase plan. 


INDING that one of the 
Oe difficult problems in 

handling fall and winter 
business on major items such as 
power tools and heating stoves 
lay in makiig credit arrangements 
which made possible the pur- 
chases and yet fully protected the 
company, the San Diego Hard- 
ware Co., San Diego, Calif., has 
developed an instalment plan new 
to the hardware business: the 
three-payment plan. Last year, 
about 50 per cent of all the power 
tools bought were sold under this 
plan. About 10 per cent of the 
heating business was done on the 
same basis. 

To the average customer, the 
system appears to offer 90-day 
credit accommodations. Actually, 
it only covers a 60-day period. 
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The customer pays one - third 
down, one-third in 30 days and 
the balance in 60 days. 

The merchandise is sold on the 
same type of conditional sales 
contract used in regular instal- 
ment business. The only differ- 
ence lies in the fact that these 
contracts aren’t recorded. How- 
ever, the company has them and 
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if an occasion should arise where 
a repossession was necessary the 
contract could readily be filed and 
the debt established. So far, this 
hasn’t been necessary. 

“The three-payment plan has 
greatly increased our outlet for 
power tools,” says Wadham Gaz- 
lay, secretary of the company. 
“In the past, the market has been 
rather restricted to lawyers, doc- 
tors, dentists and other profes- 
sional men who bought the tools 
strictly for recreational purposes 
and paid cash for them or bought 
on 30-day open accounts. Of 
course, we sold some to other 
people, but the credit usually ex- 
tended over a six to eight-month 
period. While we didn’t actually 
lose much money on these long- 
term accounts, they kept our in- 
vestment tied up too long for 
the profit involved—even though 
we got a substantial carrying 
charge. Then, too, there were a 







0 wall to 
1, hereby agrees to of 
as the Seller, ber hereinalter knows 


5 contract, receipt 
he time of the execution of thi 
ad 
bs and every month uetd the 
day of each ® 


at that wpoe the 
1 herein has deen paid, - 
full purchase price DOSS to the Buyer wt 
mises descr 
i dhe some from the 9Fe 
ul L 
and that be — . ia 
id goods to 
4 « ohbe © 
iis wa all times when remem 3 
ya @' - 
* gree ar se, elon of th, ana 
ite bnverest ee to pay ali costs 


gpwARe COMPANY 


By. Seller ™ 





The contract form used by San 
Diego Hardware Co. Text of 
this contract will be found on 
page 78. 


good many people whose busi- 
ness we didn’t feel we could ac- 
cept on a long-term basis. The 
chances are most of them would 
have been all right, but we didn’t 
want to take a chance. 

“We found that there were a 

(Continued on page 78) 
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The Hardware Age 
Window Display Suggestions 


N addition to the window dis- 

play suggestions using the 

HarDWaRE AGE. interchange- 
able display fixtures, we present 
a window in photo used by the 
Nelson Hardware Co., Hutchin- 
son, Kan. This window was used 
during a local celebration com- 
memorating the pioneers of that 
section. The sod house and other 
buildings were constructed of 
native sod, the floor of the win- 
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dow was covered with native sand. 
Native game, rocks, etc., made a 
natural setting and the old couple 
was, of course, the center of the 
attraction. 

Hutchinson is a town of 30,000 
people and it was estimated that 
some 20,000 viewed this window 
in a week’s time, and although it 
had no direct sale value, the firm 
stated that it created much favor- 
able comment and was a fitting 
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tribute to the pioneers of Kansas. 
This window was designed and ar- 
ranged by E. C. Percy of the Nel- 
son organization. 

Such a window offers a sugges- 
tion to those in other parts of the 
country where celebrations are 
anticipated. It will be a sure mag- 
net of interest, in that nearly 
everyone is directly or indirectly 
connected with the history of his 
community. 
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Nelson Hardware Co., Hutchinson, Kansas 
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Letters From the Flood Areas 


The Hardware Trade Did Its Part 
Without Profiteering, Reports W. E. Stout 


Without profiteering, the hardware 
trade in the Pittsburgh area worked 
cooperatively to relieve flood suffer- 
ing and distress, spending long hours 
at work supplying materials, equip- 
ment and personal aid, advises Wil- 
liam E. Stout, general manager, 
American Hardware Supply Co., 
Pittsburgh, in a first-hand report. 
He writes as follows: 

“We were called upon to furnish 
great quantities of merchandise, 
even while the rivers were still ris- 
ing, due to the fact that to the best 
of my knowledge, we and one other 
wholesaler in Pittsburgh were the 
only ones who were even able to 
enter our buildings during the high 
waters. 

“We, of course, were called upon 
by all the utilities, light, heat and 
power companies, the City of Pitts- 
burgh and the County of Allegheny, 
for emergency merchandise, and 
were fortunate in having good stocks 
of all kinds, especially lanterns, 
shovels, brooms, and merchandise 
needed in the cleaning up of this 
entire section, and even while the 
waters were rising we were ordering 
merchandise by telephone, and con- 
siderable of this merchandise we 
were fortunate to get placed in Red 
Cross cars leaving various cities for 
Pittsburgh, so that we were able to 
render exceptional service to those 
in need. 

“On the afternoon of the first 
day, with our light and power shut 
off, it was necessary to get an aerial 
hook and ladder fire truck in the 
City of Pittsburgh so that we could 
get into the sixth floor of our build- 
ing and open the stairways (which 
are usually not kept open, due to 
double elevator service). This was 
done in the heavy rain and, of 
course, the firemen not knowing 
where the merchandise was kept, it 
was necessary to have one of our 
employees climb this high ladder to 
show others where the merchandise 
was. I am sure that this employee 
got the thrill of his life, in fact, his 
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boyhood desires were answered in 
being able to climb so high in the 
air on a fireman’s ladder. 

“To give you some idea of the 
merchandise requirements needed 
by the people of Pittsburgh—all 
lights were out, which meant every- 
one had to have candles, lamps, lan- 
terns, or some means of making 
light. We were able to supply, in 
the first 24 hours of the flood, 
approximately four hundred dozen 
lanterns in addition to gross after 
gross of lamp burners, lamp wicks, 
lamp chimneys, and truckload after 
truckload of shovels and brooms. I 
might state that we confined our 
sales almost entirely to the public 
utilities and the City of Pittsburgh, 
who, we realized, had to have this 
merchandise so that light, water and 
other necessities could be properly 
taken care of. 

“We, in the cities, look upon oil 
heating stoves as something not used 
any longer, but we furnished ap- 
proximately four hundred in two 
days’ time. I am sure that many 
telephone operators, in many cold 
exchanges, were glad to secure an 
oil stove, lantern or a few candles. 


“Our greatest worries were not 
the flood but leakage of gasoline 
as well as natural gas. On Wednes- 
day afternoon at approximately 
5:30, before the water had even 
reached the crest, we heard a loud 
explosion, which turned out to be 
the first of six 30,000-gallon gasoline 
storage tanks exploding within three 
squares of our building. Of course, 
we immediately locked up, calling 
all employees from the building, and 
what a sight it was to watch this 
river of gas burning. Considerable 
damage was done to other buildings 
in our vicinity, but again we were 
fortunate the fire was stopped ap- 
proximately a square away from our 
building, so that we have not suf- 
fered any loss from fire and only a 
minor loss from the flood, but we do 
sympathize with four of our competi- 
tors, who suffered great damage. 

“In the whole of Pittsburgh, I do 
not believe there was anyone not 
willing to help someone else, and I 
believe the hardware man in the 
whole flood area has played a big 
part in helping everyone get back 
to normal by the supplying of needed 
merchandise. I have not heard of a 
single case of profiteering in either 
the wholesale or the retail hardware 
business, which was done by the gro- 
cery business in general.” 





Hardware Distributors Responded Quickly 
During Flood Period, Says W. F. Kennedy 


“The Ohio Valley has been visited 
by the worst flood in its history, the 
crest at Wheeling being reached at 
54.6 ft., greater by about 21% ft. 
than the hitherto high and for 
more than a_ half-century ‘much 
quoted’ flood,” writes W. F. Ken- 
nedy, president, Ott-Heiskell Co., 
Wheeling, W. Va. Giving a brief 
first-hand picture of the flood situ- 
ation in the Wheeling area and of 
the part played by the hardware 
trade, Mr. Kennedy reports that the 
distributors in all lines responded 
quickly in the flood emergency. He 
continues: 

“While we had one basement and 
three or four warerooms flooded, 
these were on the railroad track 


level and from them we had re- 
moved all our stock. The main cel- 
lar under our building had never 
heretofore been visited by a flood 
and in this we had about 12 or 14 
inches of water, affecting a few hun- 
dred kegs of nails, prepared roofing 
and other like goods. 

“However, our main floor—offices, 
packing and shipping rooms, as well 
as all shelf goods—were at least 10 
feet above the crest of the flood, so 
that our loss, while of course some- 
thing, is really as nothing when 
compared to what others have suf- 
fered. 

“Thanks to Red Cross and our 
local welfare and relief organiza- 
tions, as well as our local broad- 


HARDWARE AGE 





gE RE 


/ ORRIN o> = 











U2 


not 
ine 
1eS- 
ely 
yen 


ud 


ine 
ree 


ing 
ind 
his 
ble 
igs 
ere 
ap- 
our 
uf- 
ya 
do 


eti- 


do 
not 


the 
big 
ick 
led 
fa 
her 
are 
TO- 


ver 


ing 


es, 


ell 

so 
ne- 
1en 
uf- 
pur 


ad- 


GE 





OmERRY, 


casting station, the loss, suffering 
and inconvenience was very greatly 
reduced and too much credit and 
praise cannot go to these various 
organizations and individuals who 
worked continuously—day and night 
—during the very trying period. 

“We were fortunate in that elec- 
tric power and city water were avail- 
able at all times and, save in the 
lower sections of the city, the gas 
service was maintained. About five 
thousand telephones were tempo- 
rarily out of commission, but these 
were scattered all over the area, so 
that wonderful service was main- 
tained by phone as well. By this 
time the phone service is almost 
back to normal. 


“Fortunately, we had a substan- 
tial stock of supplies such as 
brooms, brushes, hose, mops, pails, 
galvanized ware, lanterns, flashlights, 
batteries, etc., and were enabled to 
in that way make our contribution, 
which, I may say to you in all can- 
dor, was accepted as an opportunity 
for service. 

“The spirit of the district through 
it all was truly wonderful and the 
aid that was promptly forthcoming 
both from within and without the 
confines of Wheeling proper greatly 
alleviated suffering, and, while nat- 
urally there would be much incon- 
venience, this was all accepted with 
a courage and a fortitude typical of 
the American spirit. Bad ‘as condi- 
tions were, we are grateful and full 
of thanks and appreciation to all 
good friends who quickly and sin- 
cerely volunteered aid. 


“Of course, shipments, deliveries 
in and out, have been crippled, but 
business is fast being restored and 
within a few days will be moving 
along normally. 


“The opportunities offered us have 
been in like manner accepted and 
discharged by scores of other dis- 
tributing houses and local mer- 
chants, many of whom responded to 
appeals by radio by furnishing food, 
clothing, netting and general sup- 
plies. 

“One particular personal experi- 
ence might be interesting. An 
inquiry by wire from faraway Cali- 
fornia as to the safety of a family 
in the stricken area we were able 
to answer within a half-hour by rea- 
son of asking the broadcasting com- 
pany to inquire about the family, 
and, within 10 or 15 minutes over 
the air, we learned the family was 
well and safe, although unable to 
locate them personally for a few 
hours. I mention this just to show 
in this day the wonders of radio. 
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The family had left the home, which 
was flooded almost to the second 
floor, and had come to the mainland, 


and were safely housed with friends 
—all listening-in as the radio worked 
continuously day and night.” 





Eight Feet of Water on Office Floor 


WHEELING, W. Va.—You no doubt 
recall how high our building is, yet 
we had eight feet of water on the 
office floor. However, we were more 
fortunate than many of our fellow 
wholesalers in this district as we did 
not lose a dollar’s worth of merchan- 
dise, as we were able to move it to 
the upper floors. 

A number of employees and myself 
remained in the building during the 
high water and by the use of boats 
we were able to fill all emergency 
orders for items such as_ hose, 


brooms, hot plates, heating and cook 
stoves, etc. 

From the retail standpoint, we be- 
lieve that you could get the most in- 
formation from the Kennedy Hard- 
ware Company, of this city, who 
apparently did the outstanding job 
in the emergency and, no doubt, they 
can give you the desired information 
with reference to the necessary re- 
habilitation that must follow. 


J. S. Auvit, President, 


Greer & Laing. 


Faced 37 Inches of Water 


Witkes-Barre, Pa. — Unfortu- 
nately, we were in the midst of one 
of the most affected areas along the 
Susquehanna River but we were very 





fortunate in coming out of the de- 
luge in rather good shape although 
the water was 37-inches high on our 
first floor. 

There was quite some exciting 


moments during the rise of the 
river, and we had sixteen of our men 
marooned at the store, also “Chuck” 
Ennis of the Coleman Lamp & Stove 
Company who aided us greatly in 
lifting our stock above the water 
line. 

We were successful in moving all 
of the really perishable merchandise 
above the water line after a good 
stiff battle had been put up against 
the water by the use of sand bags 
and finally, by building plaster of 
paris dams. 

Fortunately, we were able to ob- 
tain food for our “gang” by means 
of a canoe which we used and which 
also came in handy in distributing 
gasoline and electric appliances to 
nearby buildings where people were 
also marooned without any means of 
obtaining heat for cooking food. 

We enclose a snapshot taken from 
our canoe which shows the height of 
the water after a drop of approxi- 
mately one foot from its crest. 


Rosert G. Harris, 
Harris Hdwe & Supply Co. 





Hardware Age Directory Requested 
by Dealers in Flood Areas 


CuMBERLAND, Mp.—We have just 
finished reading of the extra services 
HarpwareE AGE is rendering flood 
victims. We are sure this service 
will long be remembered by hard- 
ware dealers that have been effected. 

Our store was covered with 8 feet 
of water leaving about 2 feet of mud 
and debris. All our merchandise 


that would float left our premises 
and the merchandise that did stay is 
in very bad shape. Our fixtures were 
all smashed to bits. We did manage 
to save our records, but lost all of 
our catalogs, addresses and price 
lists. 

We are not interested in receiving 

(Continued on page 94) 
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OW would a woman run a 
H hardware store? One an- 

swer to that question is 
found in the store of the Corlett 
Hardware Co., Cleveland, which 
is under the management of its 
comely young secretary and treas- 


urer, Miss Bertha H. McKenzie, 
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These views of the 
Corlett Hardware Co., 
Cleveland, Ohio. Show 
the feminine touch that 
attracts women custom- 
ers, yet retains the 
hardware atmosphere. 


whose merchandising ability is 
winning her success. With the 
feminine touch apparent here and 
there, the Corlett store has an in- 
dividuality that is at once noticed 
by a visitor. 

Attractiveness, brightness and 
cleanliness are three very import- 
ant features of a hardware store 





in the opinion of Miss McKenzie. 
The Corlett store is a neighbor- 
hood store in a residential district 
in which the homes are occupied 
by thrifty people of moderate cir- 
cumstances. The greater part of 
the purchases in this store are 
made by women who are the heads 
of households, or rather home 
managers. 

It is the women who spend the 
money in the day time while their 
husbands are away from home en- 
gaged in their regular employ- 
ment, and cleanliness and _neat- 
ness are maintained, particularly 
to attract women customers. 
Women as a rule avoid a sloven- 
ly looking store. 

There is not a “show case” in 
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the Corlett store. All merchan- 
dise is openly displayed. The 
walls are lined with open shelves 
on which much of the merchandise 
is shown. Twenty-one display 
tables are located down through 
the center of the store, these being 
used largely for seasonal mer- 
chandise. 

The interior finishing of the 
store has been given considerable 
attention by Miss McKenzie. Light 
shades are used exclusively in the 
color scheme. The shelves that 
line the walls on either side are 
finished in light ivory, which 
takes the place of dark orange 
formerly used. The coloring is 
enlivened by a band of red along 
the edges of the shelves. The walls 
are light ivory and the same color 
is used on display boards as a 
background for the display of 
samples of small tools and hard- 
ware. Each section of shelving is 
brilliantly illuminated by an elec- 
tric light located above the top of 
the shelf. This throws a bright 
light over all the merchandise dis- 
played. The location of much of 
the merchandise on the shelves is 
changed rather frequently so that 
a sameness in the appearance of 
the store is avoided. The customer 
coming in likes to see the- store 





A specially lighted display of fishing tackle in the Corlett store. Tackle is hung 


on wire hooks (250 of them) each is price tagged. Beneath it is the display 
of tackle cases. Above are minnow pails. 


look different than it did on his or 
her last visit. 

Miss McKenzie visits gift shows 
in the larger cities and from these 
displays selects such up-to-date 
merchandise as her good taste and 
judgment dictate. Through these 
visits she secures the latest mer- 
chandise. 

The stock in the gift department 


includes up-to-date designs in 
china ware, stem ware, earthen- 
ware and other eye appealing 
merchandise. Goods for beauti- 
fying the home also includes pic- 
tures, vases, lamp shades and vari- 
ous other articles. Potted plants 
are stocked for Easter. Frequent 
inquiries for artificial flowers led 
(Continued on page 94) 


A paint demonstration at the Corlett Hardware Co. store in Cleveland, Ohio. 
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E: We has secured “spent aliractions” 
for you during the Harvest Festival! 


A HARVEST FOR YoU Es: 
A BARVEST FOR YOUR BTAOOK: 
We're not f" ing in tel og about the marvelous values-in new mer- 
» Me all over aur stm ‘¢ want th come and see for 


it's time ta he thi jiching of simas gifts, i our eaney 
BAD PLAN for early buying—but here are the apecias attractions™— 


Have you ever seen 
a “Perfect 367” : 


Miss Jane Ash, the “Perfect 36 GHB". eill appear 
in oor window, wearing the newest style hath- 
ing sult. She will demonstrate a rowing machine 
exercser for 3405 

Wednesday, Nov.6..3104 P.M. 
Friday, Nov, 8....3to4P.M. 
See this beawtifal yougg lads whose 
mrasurements check exactly with those 
complied by America’s leading artists 


and ‘casting directors for the Perfect 
Gil, 
















We are co-operating with 

Prede Company. who 

introducing the “Perfect 
“30” Chevrolet 


Wednesday, Tharsday, Friday ond Saturday 
November 6th through November Oth 


Stupendous! 
SNAKE 
EXHIBIT 


In Our Sporting Goods Dept. 


19 Cases of LIVE SNAKES! 


Vv t! Coilt oe! Hissing! 
Sj bran , ng! Snakes! 


HEAR THE RATTLE SNAKES RATTLE! 
SEE THE PUFF ADDER PUFF! | 
SEE THE COTTON MOUTH WATER MOCCASIN! 
wih P FECT SA eet Sabet. berg of et G4 Whart templowees 
your doctor betore fooking at thin exhibit. 
ik Seats Rs" hse Bice vee 
Natural History Survey at Viebana, Uk 


We issue a srerah vttation to 














_ WATER, WILLIAM 4ND STATE STREETS 
_ — 
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Another “‘More Barnum’ 


story about Morehouse & 
Wells, Decatur, Iil. 


A Little Circus 
Now and Then 


Newspapers ran these pic- 
tures and advertisement 
in connection with More- 
house & Wells store 
events. 


OBERT HUMPHREY, re- 
R tail manager of the More- 
house & Wells Company, 
hardware dealers of Decatur, IIli- 
nois, declares that, “Nowadays, 
it is the unusual advertising, mer- 
chandising or display idea that 
clicks with the public and rivets 
attention on the store employ- 
ing it. 
“Consequently, we are doing 
our best to create something new 
and interesting, and not trail in 
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the path worn by other dealers. 
Take our recent snake exhibit— 

“We had 19 cases of vibrant, 
coiling, gliding, hissing and ven- 
omous live snakes, just like we 
advertised. Those snakes pulled 
crowds into our store and boosted 
sales in all departments.” 

Mr. Humphrey then stated that 
it is the policy of the firm to 
capitalize on local and current 
events whenever possible. In this 
connection, a certain local dis- 
tributor of automobiles was ad- 
vertising the new “perfect 36” 
Chevrolet and featuring Miss Jane 
Ash, the “perfect 36” girl, whose 
measurements check exactly with 
those compiled by America’s 
leading artists, producers and 
casting directors for the “perfect 
girl.” 

Continuing, he said: “We ar- 
ranged to have this beautiful 
young lady appear in one of our 
show windows, November 6 and 8 
respectively, from 3 to 4 p. m., 
wearing the newest style bathing 
suit and demonstrating a rowing 
machine exerciser. 

“In this way, we secured a 
tie-up with the local event being 
sponsored by the motor car dis- 
tributor, and which was creating 
great interest in the community. 

“In our own advertising we 
stressed the fact that we were co- 
operating with the distributor, 
and when people came into our 
store, they found attractive plac- 
ards that pictured Miss Ash, gave 
her exact measurements, as well 
as extended an invitation for the 
public to visit the distributor’s 
show rooms and view the new 
car. 


Snake Show 


“As an added attraction, from 
November 6 to 9 inclusively, we 
advertised a ‘stupendous Snake 
Exhibit,’ to be held in our Sport- 
ing Goods department. We told 
the public to come in and hear 
the rattlesnakes rattle; see the 
puff adder puff and view the 
cotton mouth water moccasin, ex- 
hibited along with numerous 
other snakes. The invitation was 
accepted beyond our greatest ex- 
pectations and many of those who 
called purchased goods freely.” 
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The newspaper advertisements 
which heralded the exhibit, were 
couched in “barker” fashion; 
even down to carrying a pertinent 
illustration of the typical circus 
barker. 

The following copy was in- 
jected in order to show the pub- 
lic that the exhibit was well 
worth taking in: 


Educational 


“It’s educational. Learn to 
know these snakes. See them 
close up with perfect safety. 
Those of you who have heart 
trouble—see your doctor before 
looking at this exhibit. 

“This exhibit is being shown 
through the courtesy of the Lake 
Decatur Fish and Game Associa- 
tion. The collection belongs to 
the Illinois Natural History sur- 
vey at Urbana, Illinois. We 
issue a special invitation to zool- 
ogy and natural history classes 
in the schools.” 

There were 19 cases of snakes. 
The cases were effectively dis- 
played in the Sporting Goods de- 
partment, some were in the dis- 
play windows and at strategic 
points in the store. A glass win- 
dow in each case enabled people 
to step right up to the reptile 
shown and view it at extremely 
close quarters. A card was tacked 
on to each case that designated 
the kind of snake exhibited. 

Francis Lueth, a sophomore in 
the natural history department at 
the University of Illinois, came 
over to the store, every day or 
two, to water and feed the snakes, 
all of which were native in IIli- 
nois, except a rattlesnake from 
Texas and a boa constrictor. 

Authorities on advertising and 
selling contend that the impor- 
tant thing in an advertisement is 
ability to set the reader to think- 
ing—to make an impression. 

The crowds of grown-ups and 
children that visited the store, 
making it possible for the hard- 
ware firm to meet prospective 
customers under the most favor- 
able circumstances, prove that the 
advertisement made an _ impres- 
sion and possessed pulling power. 

In particular, the questions put 
by children evinced the fact that 


many of them had heard the ad- 
vertisement read_ by father, 
mother, or some other member 
of the family, and it had sunk in. 

One youngster shrilly piped, “I 
want to hear the rattlesnakes 
rattle and see the puff adder 
puff.” 

These very words were in the 
advertising copy, had impressed 
the child, and the tot expected to 
hear and see exactly what had 
been advertised. 

“Mother, why do you call it 
a milk snake, I can’t see any 
milk?” queried another _ little 
shaver. 

In the middle of the line of 
pop-eyed children was a small 
girl asking her daddy why they 
called one of the reptiles a 
chicken snake. She wanted to 
know, too, if the snake ate chick- 
ens, and if so, where were the 
chickens. For a grand finale, she 
exclaimed, “Daddy, I want to see 
the water snake play in the 
water.” 

“The whole thing was a jour- 
ney of discovery for the little 
ones,” stated Mr. Humphrey. 
“The questions they asked show 
that their interest had been high- 
ly aroused. 


It’s Worth It 


“In this respect alone, the idea 
is worth all that it cost. It should 
serve our ever-expanding business 
as nature aids the thriving oak. 
By means of this promotion, seed 
is dropped into fertile soil, where 
it is certain to start something 
growing. And that something is 
a greater interest on the part of 
the children, and their parents in 
what we have to offer: them. 

“True, the child may not grasp 
it all at once. But it is a safe 
prediction that the child will re- 
member the store that staged the 
snake exhibit, and ask to be taken 
back there. We exert every effort 
to win the favor of children, for 
the children of today are the 
grown-up customers of tomorrow. 

“Aside from this angle, the ex- 
hibit served to pyramid added 
good will and prestige for the 
Morehouse & Wells Company, at 
the same time stimulating sales 
in every department.” 
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Deaths and Heavy Property Damage | CROSS ACQUIRES TACK 
St ik G i | WORKS OF REPUBLIC ( 
rike Gainesville, Ga., Hardware Firms sw. w. cross & Co, Inc. Eas! P 
sian Jaffrey, N. H., on Feb. 3 ac- poi 
quired the machinery, equipment SM 
Recent tornado causes deaths of Guy M. Barrett and | early estimates. ial inventory of | Prev Grand cine 
five associates in Pruitt-Barrett Hardware Co. and of | A more complete story with Crossing Tack Works, Republic acti 
Mr. Palmour, Sr., of Palmour Hardware Co. Both | photographs will appear in the Steel Corp, Chicago, Ill. Produc- Coa 
a next issue of Harpware AcE, | tion has been discontinued at 
establishments completely destroyed in crash and | dated May 7, 1936. By that time Grand Crossing; the machinery 
fires which followed peak of storm. it is hoped that reclamation and will be moved East and the mer- 
rehabilitation work will have chandise marketed from Chicago 
5 ‘cleared up the debris and ruin | 4° rapidly as possible. 
The hardware trade of Gaines- | go 
ville, Ga., suffered severely in | POT AND KETTLE NEWS 
the ravaging tornado which The innovation of the San 
swept across the southeastern Francisco Club of holding a 
part of the country on Monday, business meeting once every 
April 6, 1936. Both the Pruitt- | month instead of discussing 
Barrett Hardware Co., and the | bu_iness at all meetings and de- 
Palmour Hardware Co., of | voting the rest of the time to 
Gainesville were completely de- | entertainment is proving, very 
stroyed. A total of seven deaths | satisfactory. 
was caused in these two houses | National president Gillan is 
with practically the complete loss | doing excellent work. He was 
of executive personnel in the | instrumental in organizing the 
Pruitt-Barrett organization where | new Portland Club. Those that 
death came to Guy M. Barrett, are active in the organization of 
John S. Rogers, J. E. Owen, Em- | it are: Al Jasmen; Clark 
mett Lilly, C. L. Brown, George | Wright; Win Davis; Mr. Levy; well 
Cheek and a customer. At Pal- Mr. Masterson; Herb George: tutio 
mour Hardware Co., Haynes Pal- Bill Morton; Mr. Poley; Mr. cc 2 
mour, Sr., was killed and others Terry; and O. M. Tucker, Lip- last 2 
injured, Tornado and fire sweeps Gainesville, Ga. man, Wolfe & Co., who has been of th 
Total destruction of life in | the leading spirit. conti 
pom ae reached an estimated | and homeless. Property damage | that was left in the wake of this | I \ ~—B8 : ts a a oe vice- 
2 1 more than 5,000 injured | exceeds $15,000,000 according to | severe storm. —e el im Fosuene & boar 
| which Oscar Watson, Louis Hel- M: 
_ ——— Seay lenthal and Jim Cummings from socia 
REORGANIZED WHOLE- | Mr. Wallace has been associ- | TOOLS & MILL SUPPLY | Seattle attended and also Laurie years 
SALE HARDWARE FIRM | ated with the banking business | ‘ EXHIBIT, MAY 5-9 ees of Los Angeles. every 
we i ee is Selinien Cis tee Ge one ; he Los Angeles Club had pany. 
The Summers Hardware Co., | '" ‘ ee ee ee ae \ Chandler & Farquhar Com- | movies on March 10. H. F. divisi 
wholesale, Johnson City, Tenn., | ¥©@"S- Mr. Summers was the for- puny Exposition of Fine Me- | Suprenand, producer, Jack Bad- trips 
has been reorganized and will be | ™*T president of the Summers | chanics’ Tools and Mill Supplies, | ham, director. Mr. Curtis of 
known as the Summers Hard- | Hdwe. Co. and has been in the | under the auspices of Chandler | Silex Co. was elected a member. : 
ware & Supply Co. The Sum- | hardware business for more than | & Farquhar Co., Inc., 260 Devon- On March 17, past president AR 
mers Hardware Co. was adjudi- | 40 year. Mr. Shepherd has also shire St., Boston, Mass., is to be | Guilfoyle presented P. M. Mor- BOA 
cated bankrupt in 1932 and has | been associated with the firm for held May 5 to 10 from 10 a. m. | tenson, secretary of So. Califor- Arr 
been operated by J. B. Shepherd, | about 16 years, but not in an | ! 10 p. m., at 238 Devonshire | nia Retail Druggists Assn. who for tl 
trustee, until March 16, 1936, at | official capacity. Mr. Simmonds a Admission is by ticket only, spoke on “Preservation of In- ern | 
which time the business was | j, an attorney of Johnson City. which will be supplied free of | dividual Opportunities.” Enter- who 
— a by the Summers The following were elected as charge mag pageant. The com- | tainment was supplied by the nual 
ee cee : “7 ne directors: C. G. Faine, vice-presi- ee my tena eo - te torden Milk Co. Caval 
: was named bythe | gant of the Fifth Third Union I | Walter A. Vow, chair Business meeting was_ held Va., } 
—_ about two years ago to | eee Ci Chatenell Gitar § rates 7 ie = Currier, and | April 7 and discussions included wish 
york ‘ ‘ noomentne Mg Ne ’ > J+ | James F. Donahue. : sare : , 
_ out a plan of reorganiza- MK. Moslem, eoodlt mennger of Jam poco Rogge ae — — 
At a permanent reorganization the American Steel & Wire Co., HERCULES POWDER CO. icadall eal tennis. Harry Ter- "The 
meeting held April 4, the follow- Chicago; Mr. Simmonds; Wm. MOVES N. Y. OFFICE hune, representative of Harp- Trans 
ing officers were elected: F. L. | ©: Tomlinson, president of the Effective April 11, the New | WARE AGE was elected a member with | 
Wallace, president; J. A. Sum- Hamilton National Bank, John- York offices of the Hercules Plans for the National Con- which 
mers, vice-president; J. B. Shep- | 8°" City; L. R. Driver, vice- | Powder Co., Wilmington, Del., | vention are taking shape rapidly May | 
herd, who served as trustee in president of the First National | were moved from 120 Broadway | and it is expected that this year in No 
bankruptcy, vice-president and Bank, Bristol, Va.-Tenn. ; Mr. | to 22 E. 40 St., New York City. |a very substantial attendance where 
treasurer; and J. R. Simmonds, | Summers; Mr. Shepherd; and | The new telephone number is | from the Northwest will be he ave 
secretary. Mr. Wallace. | Celedonia 5-8580. shown. ly to 1 
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S. C. JOHNSON NAMES 
GENERAL SALES MGR. 


P. M. Petersen has been ap- 
pointed general sales manager of 
S. C. Johnson & Son, Inc., Ra- 
cine, Wis., in charge of all sales 
activities on Johnson’s Wax, Glo- 
Coat, Auto Cleaner and Wax, as 


P. M., and arrives in Boston at 
7 A. M., Monday, May 18. 

The round trip fare is $29.00, 
including meals both ways and 


| ing berth and stateroom. 

| A. P. Chase of the Chase, 
Parker Co., Inc., 288 Congres: 
St., Boston, Mass., is heading the 
Arrangement Group in Boston. 
H. L. Gillian is secretary of the 
association whose offices are at 
50 Church St., New York City. 








| A CORRECTION 
| 


The correct prices of the two- 
|blade Streamline Jack Knife 
| made by Adolph Kastor & Bros., 


a berth in a first-class stateroom. | 
One-way fare is $18.00, includ- | 


| Inc., 245 Fifth Ave., New York | 


ing to Boston, the boat sails from | City, and described on page 106 
Norfolk, Saturday, May 16, at 4 | of our April 9 issue are: $3.00 | 
| per doz. to the jobber and the | 
retail | 


the 


| suggested price to 
dealer, $4.00 per doz. 


WALTER W. SCHUELER 


Walter W. Schueler, 64, buyer 
for the Kruse Hardware Co., 
| wholesale, Cincinnati, Ohio, pass- 


ed away of a heart attack in the | 


offices of the company. He had 
been in the hardware 
| for 40 years and was regarded as 
|an authority on fishing and 


hunting equipment. He _ was 


formerly secretary of the Kruse | 


& Ballman Co., hardware whole- 
saler firm now in the real estate 
business. 
brothers, a sister, and his mother. 








With the purchase of his part- 
| ners’ interest in the retail hard- 


P. M. PETERSEN 


| 
well as paint, varnish and insti- | 
tutional products. He succeeds * Meese hes 
C. A. Armstrong, who for the | Z ss 
last 23 years has been acting head i ie Ps ill hes 
of the sales department and who ll age Sb 
continues with the company as 
vice-president and member of the 
board of directors. 
Mr. Petersen has 


Ohio, 


become 


stein, Chillicothe, 
the 
sole 
business. 


they have sold their 
William L. Stocklin, Chris Stock- 


been 


iil an és 4 for 25 lin and Fred Ryers, will con- 

so 1€ irm Oo « . . ° 

x sre + i : tinue with the business. Wm. 
. c as served in os . . . 

: a'most | Stocklin has been in hardware 


every department of the com- 
pany. As head of the export 
division, he has made _ several 


trips around, the world. 
| Mr. Herrnstein is well known 


aes | for his many local activities and 
ARRANGE FOR BOSTON 
BOAT TO GOLF TOURNEY | Chio Hardware Association, of 
| which he is a past president and 
also for his work as a member 


over 47 years and Chris Stocklin 





Arrangements have been made 
for those members of the East- | 


ern Hardware Golf Association | for the hardware trade on the 
who will attend its second an-| N.R.A. Code Authority. At the 
nual golf tournament at the | University of Michigan he play- 


Cavalier Hotel, Virginia Beach {ed outstanding games of football 
Va., May 14, 15, and 16, and oie | and he was an All American foot- 


wish to go from New England | ball star. 


points via Boston to Norfolk by 
boat. 

The Merchants and Miners 
Transportation Co. have a boat 
with passenger accommodations 
which leaves Boston on Tuesday, 
May 12, at 5 P. M. and arrives 
in Norfolk, May 14 at 7 P. M., 


The business which he now 
owns was established in Chilli- 
| cothe in 1802 by Thomas James, 
the first man to operate a hard- 
ware store in that district. The 
store was then located at Water 
and Paint Streets. D. A. Schutte 
followed Mr. James, and after 
where bus accommodations will | a fire in 1851, the business was 


and Mr. Ryers have been with | 
| the firm for more than 25 years. | 


services in connection with the | 


ware firm of Stocklin & Herrn- | 


Albert | 
134 year old | 
known as Herrnstein Hardware, | 


and for the present, although | 
interests, | 








he available to take them direct- | moved to 68 North Paint St., | 
ly to the Cavalier Hotel. Return- | next door to the present loca- | 
APRIL 


23, 1936 


HERRNSTEIN BECOMES SOLE OWNER 
OF 134-YEAR-OLD RETAIL BUSINESS 





A. E. HERRNSTEIN 


business | 


He is survived by two | 


| dows. 


| NORTH JERSEY ASSN. 
TO HAVE BIG PARTY 


The North Jersey 
and Supply Assn., at its regular 
dinner meeting on April 14, at 
the Swiss Chalet, Rochelle Park, 
arrangements 


Hardware 


| made_ preliminary 
for a big party on June 16. The 
| party will include a_beefsteak 
| dinner, refreshments and a floor 
Tickets be sold at 
each, non-member 


whele- 


show. will 


| $2.50 and 
dealers, manufacturers, 
salers, and others in the trade 
are invited to the affair, which 
will be held at some central lo- 
cation to be later designated. 


Melville F. Miller, 620 Newark 
Ave., Newark, is secretary of the 


association. 


President George Force, West- 
| field, conducted the meeting and 
the program included addresses 
by H. M. Wellott, sales promo- 


| tion department, store front di- 


vision, Pittsburgh Plate Glass 
Co., Pittsburgh, Pa., and A. Neb- 
bia of the Public Service Co., 
Newark. 


Mr. Nebbia, after brief intro- 
exhibited a 
“Seeing the 


remarks, 
entitled 


ductory 


talkie-film 


Setter Way to Selling,” which 
portrayed the advantages of 
| proper and adequate illumina- 


| tion in store interiors and win- 


Another film, “Modern- 
izing for Profit,” showing graph- 
ic examples of the interior and 
exterior of busi- 
ne:s buildings under the FHA 


modernization 


plan, was shown by Mr. Wellott 


| preceding his ,short address. He 


tion. Several changes in owner- 
ship had been made and in 1905, | 
the firm was acquired by the | 
Chillicothe Hardware Co., at the | 
same time that Stocklin & Herrn- | 
stein began business across the 
street. In 1921 Stocklin and 
Herrnstein purchased the Chilli- 
cothe store and continued to | 
operate both stores for a year, | 
then consolidating them at the 
Chillicothe Co. site, 72 North 
Paint St., the present address. 
Mr. Herrnstein plans to bring | 
a thoroughly modern merchan- | 
dising policy into operation. All | 
departments will be conducted in 
an up-to-date manner and he will 
put into practice the latest scien- | 
tific retailing to improve service. 


| the 


| emphasized the necessity for at- 


tractive, modern store  fronte, 
saying that it had been said that 
“A merchant pays for a modern 
front whether he has one or not 

if he 
pays for it just the same through 
the business lost thereby.” He 
also said his company installed 
Pittco store fronts at the rate of 
one every fifteen minutes 
throughout all of the working 
days of 1935. 

The May 12 meeting of the 
association will be jointly held 
with the Jersey Shore Assn., with 
meeting place tentatively 
named as the Colonial Country 
Club at Linden. 


does not have one he 








CARBORUNDUM CO. OFFERS $800 
IN CASH PRIZES FOR BEST GARDEN WINDOWS 


The Carborundum Co., Niag- 
ara Falls, N. Y., has announced 
a Spring Garden Window con- 
test in which $800 in cash prizes 
will be divided equally between 
dealers in towns over and under 
10,000 population for the best 
windows entered. Any garden 
window is eligible which includes 
the spring Carborundum display 
piece, illustrated, shipped direct 





CARBORUNDUMinueSHARPENERS 


from the company with the pur- 
chase of one-quarter dozen each 
of five Carborundum items that 
pair up with other tools logical 
for spring garden windows. The 
assortment lists at $8.60 less 35 
per cent. 

There is no other require- 
ment as to items that are to be 
displayed. Any products that 
are logical for a given mer- 
chant’s trade may be included. 
Entries should be made by pho- 
tograph which must be sub- 
mitted before June 1. The judges 


will consider only the effective- | 


ness of the display and not the 
quality of the photograph. 


AMENDED FHA GIVEN 
A YEAR’S EXTENSION 


The Federal Housing Act has | 


been amended and_ extended 
from April 1, 1936, to April 1, 
1937. Equipment and machinery, 
including such items as refriger- 
ators, washing machines, ironers, 
stoves, dish washers, etc., will 
not be eligible for financing 
loans insured under the amended 
FHA unless so built in the real 
property as to become structur- 
ally a part of the property. 

New FHA regulations, cover- 
ing the amended act, point out 
that loans in 
$2,000 or less are 


the amount of | 
specifically | 


limited to loans for the purpose | 


of financing repairs, alterations, 
and additions upon improved 
real property. Therefore only 
those loans involving repairs, al- 
terations, or additions upon real 
property will be 
insurance. Heating systems in- 


eligible for | 


cluding stokers, oil burners, gas | 
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| 


and electric furnaces, when a 


| permanent part of such system 
| and wiring systems will be con- 





| 





sidered as alterations or addi- 
tions of real property. Real prop- 
erty is defined as property on 
which there is a complete struc- 
ture at the time the loan is made. 





ALVIN O. GEHMAN 


Alvin O. Gehman, 72, proprie- 
| tor of A. O. Gehman & Son, re- 
| tail hardware firm and dealer in 
| farm machinery and supplies, of 
Coopersburg, Pa., passed away 
| ree ently at his home in that city. 
He had been ill for four weeks 
| with Bright’s disease and a heart 
condition. 








| store 
| Rich St., 
| Bishop-Kennedy store on High 





He leaves his widow, a son, 
Herbert E. Gehman, two broth- 
ers and one sister. 


W. C. KENNEDY OPENS 
NEW HARDWARE STORE 


The W. C. Kennedy & Son 
Co., successors to the Bishop- 
Kennedy Co. will open a new 
early in April at 20 E. 
Columbus, Ohio. The 


St. was recently destroyed by 
fire. W. C. Kennedy is president 
of the new company and his son, 
Platt R. Kennedy, will be asso- 
ciated with him. The store will 
specialize in hardware, house 
furnishings, sporting goods, fish- 
ing tackle, Estate stoves and 
ranges and Johnson motors. 





AUSTRALIAN AGENTS HAVE REPRESENTED 
PEXTO FOR NEARLY FORTY YEARS 


Asher Smith, Ltd., Sydney, 
Australia, have represented The 


Peck, Stow & Wilcox Co. of | 
| right, are: 
C. E. | 
Armit, one of the officials of | 
this | 
country on his long trip home | 


Conn., in Austra- 


40 years. 


Southington, 
lasia for nearly 
Asher Smith, Ltd., left 


lest month, after another of his 
American visits to the Pexto and 





other factories which his com- 
pany represents. 

Shown, reading from left to 
Mark J. Lacey, presi- 
dent of Pexto; Joseph Gabriel, 
export manager; F. J. Neal, 
sales manager, hardware and 
tool division; and C. E. Armit, 
photographed during his recent 
visit to Southington. 


Mark J. Lacey, President of Pexto, Joseph Gabriel and F. J. Neal with 
Cc. E. Armit, Pexto’s Australian Agent. 


| ware Jobbers’ 








F. R. PLUMB WELL AGAIN 
AFTER SLED MISHAP 


Fayette R. Plumb, president, 
Fayette R. Plumb, Inc., Phila- 
delphia, suffered painful injuries 
ten weeks ago from a sled acci- 
dent that kept him in the hospi- 





FAYETTE R. PLUMB 


tal four weeks. Coasting on a 
hill near his home, the sled got 
out of control and struck a tree 
which tore the flesh from the in- 
side of one thigh. Still in ban- 
dages requiring daily attention 
and dressing the damaged thigh 
is mending steadily and Mr. 
Plumb will attend the Memphis 
convention of the Southern Hard- 
Association and 
be on hand to greet his many 
good friends. 


NEW HARDWARE STORE 
WISHES CATALOGS 


Moe Perlmutter is opening a 
hardware, electric and building 
supply and plumbing store at 
179 Broadway, Monticello, N. Y., 
and would appreciate receiving 
from all manufacturers, catalogs 
with price lists and discounts. 


NAT. HARDWARE STORES 
GAIN NEW MEMBERS 


Three new members have been 
added to the National Hardware 
Stores, a voluntary chain of in- 
dependent stores sponsored by 
the Bigelow & Dowse Co., whole- 
sale hardware firm of Boston, 
Mass. The new members are: 


| True & Blanchard Co., Newport, 
| Vt.; The Tech Co., St. 


Johns- 
bury, Vt., and Jordan Hardware 
Co., Willimantic, Conn. The ad- 
ditions make a total of about 
285. 


HARDWARE AGE 
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STRONG, SEC., PACIFIC 
NORTHWEST HDWE. ASSN. 


Dale Strong has been elected 
secretary of the Pacific North- 
west Hardware & Implement As- 
sociation, Spokane, Wash., suc- 
ceeding Lee F. Olney. His office 
will be at 523 Realty Bldg., that 
city. Mr. Strong received his 





DALE STRONG 


Ph.B. from the University of 
Michigan in 1900 and for the 
past 35 years has been associated 
with the New West Trade, a local 
general merchandising trade 
paper. He has been its publisher 
since 1912 and during that time 
has reported numerous conven- 
tions and taken part in some. 

W. W. Hoesly, of Hoesly’s 
Hardware, 526 Main Ave., Spo- 
kane, has been elected treasurer 
of the association. 


PITTSBURGH PAINT 
CLUB ELECTS OFFICERS 


At the February 7 meeting of 
the Pittsburgh Paint Salesmen’s 
Club at Zuber’s Restaurant, the 
following were elected officers for 
the ensuing year: A. D. Stan- 
ford, National Lead Co., presi- 
dent; J. E. Shields; McCann 
Shields Co., and E. K. Thompson, 
Thompson & Co., vice-presidents; 
Adam W. Tritsch, Thompson & 
Co., secretary; W. A. Campbell, 
treasurer; directors, W. H. Con- 
don, Jr., Condon Bros., Loring S. 
Jones, Penn Paint Co., D. A. Coul- 
ten, National Distributors Alli- 
ance, F. K. Webster, Pittsburgh 
Paint Supply Co., E. K. Colling- 
wood, and R. L. McSeary. 

Col. G. E. A. Fairley, Carnegie 
Institute of Technology, guest 
speaker, spoke on, “Institution & 
Office Bldgs., The Right Sales En- 
gineering.” Mr. Tritsch was the 
discussion leader. Outgoing pres- 
ident, William Condon, presided. 

At the March 6 meeting of the 
club at the Roosevelt Hotel, W. 
S. Redpath, Duquesne Light Co., 
Pittsburgh, discussed, “The Part- 
nership of Paint and Light.” 


APRIL 23, 1936 





Paul Loehr, T. H. Nevin Co., led 
the discussion. President Stan- 
ford presided. 


JOSEPH D. SARGENT 
PASSES 


Joseph Denny Sargent, 76, as- 
sociated for many years with 
Sargent & Co., New Haven, 
Conn., and son of the founder 
of the firm, passed away April 
8, at the home of his daughter 
in Hurely, New York. He had 
been in ill health for nearly two 
years following a shock. 

After his formal education and 
a two-year course at the Sheffield 
Scientific School of Yale Univer- 
sity, Mr. Sargent entered his 
father’s hardware manufacturing 
concern in 1889. He held vari- 
ous positions with the company, 
becoming a director in 1901. He 
retired from active business in 





1928 but continued as a director 
of the company until his passing. 
For the past 18 months, illness 
prevented his attending any di- 
rector’s meetings. 

At the 25th reunion of his 
class, Yale University conferred 
upon him the Ph.B. degree. He 
was a member of the Quinni- 
piack Club, the New Haven 
Country Club and of the Pine Or- 
chard Club. His sons, Joseph 
Weir Sargent, Thomas Denny 
Sargent and William Fisher Sar- 
gent, and six grandchildren, sur- 
vive. 


BROOKS INCORPORATES 


S. D. Brooks Hardware, An- 
dalusia, Ala., has been incorpo- 
rated as Brooks Hardware Co., 
Inc. S. D. Brooks is president; 
G. W. Moye, vice-president; and 
James Ward, secretary-treasurer. 





1,150 ATTEND AGRICULTURAL INSTITUTE AND 
ANNUAL OPENING OF A. L. DAVIS’ SON, INC. 


Although inconvenienced by 
severe floods in the surrounding 
territory of Binghamton, N. Y., 
1,150 heads of families attended 
the Annual Opening and Agri- 
cultural Institute of A. L. Davis’ 
Son, Inc., 45-49 Washington St., 
that city, March 26-28. The store 
basement was flooded with four 
feet of water, necessitating the 
removal of all merchandise, 
pumping out the water, and re- 
placing the stock but despite 
these handicaps, everything was 
shipshape for the opening and 
the three-day event proved to be 
successful. 

The fair was heralded by a 10- 
page special Opening issue of 
the Davis’ Store News, which in 
addition to small advertisements 
of the lines carried by the com- 
pany, contained the program, en- 
tertainment features and high 
spots of the Opening. 

A Farm Bureau program, of 
special interest to the farmers, 
occupied the afternoons of the 
three days and was supervised by 
W. A. Moore, county agent. Dr. 
V. B. Hart, Economics Dept., 
Cornell University, discussed the 
“Outlook for 1936;” “Rural Elec- 
trification” was discussed by 
Prof H. W. Riley of Cornell 
University; and “Vegetable 
Crops” by Prof. G. J. Raleigh, 
also of Cornell. 

For the ladies, Ann Phillips 
Duncan conducted the Home Bu- 
reau program, which included 
personal conferences and com- 
munity singing. Sessions oc- 
cupied both mornings and after- 
noons and the topics discussed 
were: “Care of Kitchen Equip- 
ment”; “Accessories That 
Change the Dress”; “What is 
New In Styles?”; “Homemakers’ 





Problems”; and “Landscaping 
the Home Garden.” Each dis- 
cussion was led by a different 
chairlady. There were also dem- 
onstrations of interesting food 
facts and an exhibit of inexpen- 
sive ways of entertaining. 

The 4-H Club members were 
invited to all lectures, particular- 
ly those given on Saturday, which 
were planned for their benefit 
and personal conferences were 
also made available. 

Approximately forty manufac- 
turers exhibited and had repre- 
sentatives at the Opening to as- 
sist in showing their lines. Gifts 
and prizes were distributed, and, 
as in previous years, on Thursday 
and Friday a free dinner and en- 
tertainment was provided at the 
cafeteria diner across the street 
from the store. 

This year’s Annual Opening 
also marked the twenty-fifth an- 
niversary of these fairs, which 
are the outcome of the company’s 
first exhibit in 1911 at the Bing- 
hamton Industrial Exhibit. It 
was decided then to continue 
these exhibits annually but in the 
company’s new building which 
had just been completed and 
offered ample accommodations 
for display and demonstrations. 
Each year the Openings have 
grown in size and influence, but 
still retaining the original idea 
of entertaining as many custom- 
ers as possible once each year in 
appreciation of their patronage, 
and also to show them the many 
new items and developments in 
farm machinery, appliances, etc. 
Approximately 50 persons at- 
tended the this recent Opening, 
who had also attended the first 
one, and they received special 
gifts. 








HIRTH NOW WITH 
FRANKFURTH HDWE. CO. 


Harold W. Hirth, for the past 
four years manager of the store 
planning service of the National 
Retail Hardware Association, 
has become associated with the 
Frankfurth Hardware Co., Mil- 
waukee, Wis., as head of a mer- 





HAROLD W. HIRTH 


chandising division which is 
being inaugurated by that firm. 

Mr. Hirth, previous to his as- 
sociation with the N.R.H.A., was 
engaged in field service work for 
the [Illinois Retail Hardware 
Association. His work at Indian- 
apolis included many store re- 
modeling and new store arrang- 
ing jobs in many parts of the 
country. Within recent months 
he completed the designing of 
new type display tables for hard- 
ware stores, asintroduced through 
the Association Merchandising 
Program, and more recently has 
prepared a new type wall case 
which is to be introduced. 

Previously to his association 
work, he had been a sales repre- 
sentative on the road for the 
¥rankfurth Co. and earlier had 
traveled for the Simmons Hard- 
ware Co., of St. Louis. He is 
well known to the hardware 
trade through his convention and 
group meetipg work in several 
states. 


RANK BENNET AMONG 
U. S. TRADE LEADERS 


John Francis Bennet, treasurer 
of the Reynolds Wire Co., Dixon, 
Ili., has been ranked among the 
outstanding leaders of American 
industry by the Institute for Re- 
search in Biography at New York 
City recently. The Institute se- 
lected persons, representative of 
every part of the United States 
and Canada after careful research 
and deliberation with the purpose 
of listing for compact biograph- 
ical reference an exhaustive and 
authoritative compilation of the 
nation’s industrial and business 
leaders. 
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NEWLY FORMED GROUP 
TO BUY COOPERATIVELY 


The Blair Hardware Stores, 
Altoona, Pa., has been recently 
organized as a cooperative asso- 
ciation, consisting of six dealers 
from Altoona and one from the 
borough of Hollidaysburg. The 
intention of the group, when first 
organized, was to engage in co- 
operative advertising, but it has 
since entered into cooperative 
buying with gratifying results. 

Officers of the association are: 
president, Arthur Hughes, J. C. 
Hughes & Son, 906 Eighth Ave.; 
secretary-treasurer, Milton R. 
Morrow, 1615 Eighth Ave.; pur- 
chasing agent, Salem Wolf, S. J. 
Wolf Hardware Co., 1712 
Eleventh Ave.; advertising man- 
ager, O. C. Dougherty, Dough- 
erty. Hardware Stores, 1108 
Eleventh St. All are of Altoona. 
The association meets each Mon- 
day night. 


CARE IS A FACTOR 
IN ROPE SAFETY 


Speaking recently to a group 
of safety engineers, a representa- 
tive of the Plymouth Cordage 
Co., North Plymouth, Mass., 
pointed out that maintaining the 
safety factor of manila rope is a 
two-fold responsibility. The ini- 
tial responsibility rests on the 
manufacturer, but after he has 
put the best adapted grades of 
fibre and the most skillful work- 
manship into his product, it is 
then up to the user to treat his 
rope with the simple care neces- 
sary to safeguard these factors. 

Of the three chief causes for 
rope deterioration, external wear 
is the most readily detected. 
When the surface threads of 
small rope have been worn about 
half way through, the rope should 
be discarded. In a larger rope, 
having many inside yarns, the 
surface or cover yarns may be 
worn somewhat deeper before the 
rope becomes unsafe for use. 

Internal wear, due to excess 
binding and tension, is revealed 
by the presence of a white pow- 
dery residue of the inside yarns. 
By unwinding one yarn from the 
strand, the extent of the damage 
may be detected. Under most 
working conditions, internal wear 
is not a serious factor. 

The most serious abuse of any 
rope is excessive loading. Any 
load beyond 75 per cent of the 
rope’s breaking strength will 
cause permanent injury. This 
type of damage may be detected 
by examination of the inside 
yarns which will be wholly or 
partially broken, depending on 
the amount of overload. If the 
rope is given periodic inspec- 
tions for accidental cuts and 
abrasions, and a reasonable fac- 
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tor of safety is used for determin- 
ing the load, about 5 for most 
conditions, it will give long, safe, 
dependable service. 





CORBIN NAMES CRUISE 
AS DIR. OF N. Y. SALES 


R. M. (Bob) Cruise, formerly 
Cleveland district representative 
of the Corbin Cabinet Lock Co., 
New Britain, Conn., has been ap- 
pointed director of sales for the 





R. M. CRUISE 


Corbin Cabinet Lock Co., and 
the Corbin Screw Corp. in the 
New York territory, with head- 
quarters at 94-98 Lafayette St., 
New York City. 

Mr. Cruise has been associated 
with the company since 1912, 
serving in various capacities. In 
sale; work he has covered the 
United States, Canada, and Nova 
Scotia and for the past 16 years 
has been working out of Cleve- 
land, covering the middle West. 





MICH. ASSN. HOLDS 
GROUP AREA MEETING 


At the annual group area 
meeting of the Michigan Retail 
Hardware Assn., held in Jack- 
son, Mich., recently, Harold Ber- 
vig, secretary of the association, 
warned dealers not to expect the 
government to take care of them 
through legislation to prevent 
competition from operating. “We 
are not going to enter into any 
legislative battle without some 
economical justification,” he 
stated. 

H. J. Gallagher, farm service 
supervisor for the Consumers 
Power Co., pointed out the mar- 
ket for increased service, predict- 
ing power and light will be ex- 
tended in rural regions with as 
few as five farms to the mile. 
Other speakers were H. A. Dasch- 
ner and A. D. VanDervoort of 
Lansing, the latter a member of 
the national board of governors. 
M. J. Walker, of Jackson, presid- 
ed and W. A. Allen, also of Jack- 





son, was named chairman of the 
next annual session. 





NAME SCHOOL AFTER 
PROMINENT HDWE. MAN 


University City, Mo., has 
named its Junior High School, 
The Luther T. Ward Junior High 
School in honor of one of the 
founders of Geller, Ward & Has- 
ner Hardware Co., wholesale, St. 
Louis. 

Luther T. Ward, who died in 
1932, was the first president of 
the board of education of Univer- 
sity City, which is a suburb of 
St. Louis. Formal notice of the 
changing of the name was given 
at a special meeting held in the 
school’s auditorium. Speakers 
included Harry A. Frank, presi- 
dent of the board; John T. Turn- 
er, attorney and life-long friend 
of Mr. Ward; and Samuel V. 
Ward, as the representative of 
the family, who told of his 
father’s life-long interest in edu- 
cation. 


FAIRBANKS-MORSE NAMES 
NEW RADIO SALES MGR. 
Parker H. Ericksen has become 

associated with Fairbanks, Morse 

& Co., Home Appliance Division, 





PARKER H. ERICKSEN 


Indianapolis, Ind., as sales man- 
ager of its radio division. Mr. 
Ericksen was formerly with the 
Zenith Radio Corp. for several 
years. 


BECK & GREGG NAMES 
NEW DEPT. MANAGER 


J. F. Gordy has been named 
manager of the Electric Ap- 
pliance Department of the Beck 
& Gregg Hardware Co., Atlanta, 
Ga. He has been identified with 
radio distribution in the south- 
east since 1919 and is well ac- 
guainted with the dealers in the 
Atlanta territory. The company 
has also added another specialty 
man, which gives it two specialty 
men in Georgia in addition to 15 
salesmen for the general line. 





HOOVEN & ALLISON CO. 
ELECTS NEW OFFICERS 


At a meeting of the board of 
directors of the Hooven & Alli- 
son Co., rope manufacturers of 
Xenia, Ohio, Charles L. Darling- 
tor: was elected president to suc- 
ceed Charles C. Chase, who has 
retired because of his health. F. 
Harbine Hagenbuch was elected 
vice-president; N. G. McCallister, 
secretary; and F. C. Orr, re-elect- 
ed treasurer. E. D. Martin was 
appointed general manager suc- 
ceeding W. C. Craig. 

Mr. Martin became associated 
with the company 30 years ago 
and has served in various capaci- 
ties, having been mill superin- 
tendent, manager of the Kansas 
City branch, and more recently 
assistant general manager. Mr. 
Darlington has been the com- 
pany’s attorney for 25 years and 
a director for the past four years. 

Prior to the election of' officers, 
the annual meeting of the com- 
pany was held and the stockhold- 
ers elected the following direc- 
tors: Mr. Darlington; Mr. Hagen- 
buch; Mr. McCallister; Mrs. 
Miriam E. Steele; E. M. Wood- 
ward; J. M. Leach and D. W. 
Cherry. 

Subsequent to the reorganiza- 
tion, W. G. Huit was appointed 
sales manager. He has been with 
the company for 12 years, work- 
ing out of the sales department 
of the general offices of the firm. 





LAMSON & SESSIONS CO. 
APPOINTS N. Y. AGENTS 


Peterson Brothers Corp., 85 
Walker St., New York City, has 
been appointed by The Lamson 
& Sessions Co., Cleveland and 
Kent, Ohio; Chicago and Bir- 
mingham, as its agent in the 
Metropolitan New York, Hudson 
River Valley territory and the 
state of New Jersey. The New 


| York firm is carrying complete 


stocks of all standard bolts, nuts, 
cap screws, etc., made by this 
manufacturer. 


N. E. PAINT & OIL CLUB 
GAINS NEW MEMBERS 


At the regular monthly meet- 
ing of the Paint and Oil Club of 
New England, held at the Parker 
House, Boston, March 26, five 
new members were unanimously 
elected. About 60 were present 
with president Renshaw Smith, 
Jr., presiding. Among those at- 
tending were Thomas Brennan 
and A. C. Goetz of the New York 
Club. Reginald W. Bird, of the 
Massachusetts Federation of Tax- 
payers Associations, Inc., spoke 
on reducing waste and extrava- 
gance. Charles Donham, a car- 
toonist, spoke on the inside story 
of the comic strip. The annual 
outing of the club is to be held 
June 11. 
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CANADIAN FIRM 
REACHES 126TH YEAR 


In 1810 William Stairs founded 
the firm, Wm. Stairs, Son & 
Morrow, Ltd. in Halifax, Nova 
Scotia, Canada, which is. still 
owned and controlled by his 
descendents to the fourth genera- 
tion and has to its credit 126 
years of continuous operation. It 
lays claim to being the oldest 
hardware firm in Canada. 

Upon the celebration of its 
125th anniversary a brochure was 
published entitled, “The Spiritual 
History Of A Business,” which 
interestingly relates the growth 
of the business by means of set- 
ting forth the guiding influences 
of the past 125 years. It does 
not cover the physical growth 
and financial progress of the 
company but outlines the careers 
of the five heads of the company 
from William Stairs to Cyril W. 
Stairs, the present president. 

The company today carries on 
a wholesale business in heavy 
and light hardware; plumbing 
and steamfitting supplies; ma- 
chinery; metals, automobile ac- 
cessories; contractors’ mining 
and mill supplies, and all allied 
lines. Associated in the firm 
with Mr. Stairs are: H. M. Stairs, 
great-grandson of the founder, as 
vice-president; Stanton R. Fos- 
ter, director and secretary; and 
directors, Arthur T. Meagher, 
William W. Hutton, and Robert 
R. Murray. Other great-grand- 
sons besides H. M. Stairs have 
been associated with the company 
for short periods. 


SCHLAGE LOCK LINE 
SHOWN IN NEW CATALOG 


Manufacturing a complete line 
of locks for residential, com- 
mercial, public, institutional and 
industrial building, the Schlage 
Lock Co., Bay Shore Blvd., P. O. 
Box 3215, San Francisco, Cal., 
has recently issued a _ catalog 
covering the different types of 
locks for these purposes, and also 
marine locks of special construc- 
tion for use on ships and yachts. 

A section is devoted to each 
of the following types: A and B 
Cylindrical Locks; C and D 
Heavy Duty Cylindrical Locks; 
E Entrance Door Grip Handle 
Locks; F Cylindrical Locks; G 
Screen Door Locks. Each section 
is introduced by a page of gen- 
eral information and _ specifica- 
tions for the contents therein, in 
addition to more specific infor- 
mation accompanying the illustra- 
tions. Several pages show lock- 
sets with china knobs in their 
natural colors. Included in this 
section are solid color knobs; hair 
line on solid color; double band 
on color; design band on color; 
hand painted designs; and china 
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drawer and cupboard knobs to 
match china door knobs. 

Mounted samples of locks are 
available for displaying and 
demonstrating Schlage locks. 

The catalog contains a design, 
alphabetical and numerical index 
and shows a typical residence 
plan and apartment building 
plan with explanations for 
specifying the proper lock, list- 
ing the job and ordering. Gen- 
eral information on the complete 
line is contained in the front 
portion of the book and those 
pages describe and illustrate the 
exclusive Schlage features; chart 
the various finishes; explain the 
catalog system of symbols and 
numbers. The volume contains 
180 pages; is of the loose-leaf 
type, with a hard leatherette 
cever in black and orange. Al- 
though the company’s factory is 
located in San Francisco, for the 
convenience of dealers in the East 
and middle West, a branch ware- 
house is maintained at 72 Park 
Place, New York City, where 
orders in stock designs and finish- 
es are filled. 

SEEKS NEW LINES 
FOR JAMAICA, B. W. I. 
I. Delevante, manufacturers’ 

representative, commission agent, 
and wholesale distributor of hard- 
ware and allied lines in Jamaica, 
British West Indies, is interested 
in representing a few additional 





reliable domestic manufacturers 
of active lines, who are not now 
represented in Jamaica. Mr. 
Delevante offers as references the 
names of several prominent 
manufacturers of lines he has 
been handling for some time. His 
headquarters are at 75 Barry St., 
Kingston, Jamaica, B. W. I., and 
his New York City representative 
is Jas. L. Robertson, 3rd, 116 
Broad St. 
TEXAS LUMBER FIRM 
CHANGES NAME 


The firm name, Price Lumber 
Co., Inc., Palacios, Texas, was 
changed to Barnett Lumber Co., 
Inc., in January of this year. The 
company has not changed owner- 
ship since 1924, prior to which 
time it was owned by J. T. Price, 
and since then has been owned 
by J. F. Barnett. The concern 
deals in lumber, builders’ ma- 
terial and hardware. 





NEW FIRM WANTS PRICE 
LISTS AND CATALOGS 


The Lyle Sales Co., Kenova, 
West Virginia, manufacturers’ 
direct representatives will open a 
wholesale and retail hardware 
store in Kenova, on or about May 
15, to be known as The Lyle 
Hardware & Supply Co., and 
would like to receive catalogs 
and price lists from all manu- 
facturers and wholesalers. 





NATIONAL KITCHEN MODERNIZING BUREAU 
STARTS ACTIVE OPERATION 


With the distribution of 20,000 
copies of the Plan Book, the ac- 
tive operations of the National 
Kitchen Modernizing Bureau, 420 
Lexington Ave., New York City, 
became effective. The organiza- 
tion is sponsored by the Edison 
Electric Institute and the Na- 
tional Electric Manufacturers 
Association. 

George E. Whitewell, national 
chairman, stated that the bureau 
presénted at least five great ad- 
vantages. Namely, a program 
centered about home betterment 
with practical public benefits in 
home comfort, labor-saving and 
bettered health; and opportunity 
for practical cooperation with 
the electrical industry over a 
greater, broader field than in any 
previous undertaking; profit and 
new employment for manufac- 
turers, distributors, retailers and 
contractors; new load for utility 
companies; and definite new bus- 
iness benefit to other than the 
electrical industry, including hard- 
ware, floor coverings, paint, 
plumbing, kitchen furnishings 
and utensils, finance companies, 
architects, building contractors 
and others. He expressed the 





aim of the bureau as, “Kitchen 
Modernizing by Electrifying.” 

The national organization is 
complete and is now engaged 
through its field representatives 
in establishing local organization 
and operation. It is expected 
that local bureaus, or other local 
means of carrying on the bu- 
reau’s objectives, will develop all 
over the country. 

A local bureau may be formed 
to serve one or more commu- 
nities or a considerable area and 
membership, at local option, may 
be limited to the electrical fra- 
ternity or include other indus- 
tries. Functions of a local bureau 
may become part of those of 
some already established electri- 
cal league or other local organ- 
ization. In some instances no 
formal organizations may be re- 
quired. 

A prospectus, of the national 
bureau, containing approximately 
20 pages has been published, ex- 
plaining in detail its organiza- 
tion, personnel, aims, plans and 
activites. H. P. Sheets, manag- 
ing director, National Retail 
Hardware Association, is a mem- 
ber-at-large. 


l fices and warehouse. 





BROOKLYN DEALERS 

PLAN NEW PROGRAM 

With Sidney Atkinson, newly 
elected head of the organization 
presiding, the Brooklyn Hard- 
ware Assn., held its regular 
meeting in the Johnston Bldg., 
Nevins St., Brooklyn, N. Y., on 
April 9th. Plans for a new pro- 
gram of activities were proposed 
and discussed with a view to at- 
tracting a larger representation 
of the membership to the meet- 
ings. 

Impromptu talks were made by 
Chas. J. Heale, editor, HARDWARE 
Ace, and August Flamman, coun- 
sel for the association and a 
member of the law firm of Bren- 
nan, Flamman & Simpson, New 
York City. Mr. Heale briefly 
related the business observations 
he made while on a recent trans- 
continental trip, during which he 
found many signs of improved 
conditions. Mr. Flamman touch- 
ed upon the legal aspects of sev- 
eral dealer problems. 

Henry Bond, treasurer, pre- 
sented his report which showed 
the association’s finances in good 
condition, and the question box 
feature was conducted by H. A. 
Cornell. 

The organization meets regu- 
larly at the Johnston Bldg., on 
the second Thursday of each 
month, and a special program is 
scheduled for the next meeting 
on May 14, when members of 
other metropolitan hardware or- 
ganizations will be extended an 
invitation to attend. 


NEW WHOLESALER 

HARTFORD, CONN. 
On April 1, 1936, the Con- 
necticut Wholesale Hardware 
Co., Inc., 626 Capitol Ave. at 
Laurel St., Hartford, Conn., an- 
nounced the opening of its of- 
This or- 
catalogs, 


ganization _ invites 


and samples. 

WHOLESALE FIRM ISSUES 
SEASONABLE CATALOG 
Underhill, Clinch & Co., whole- 

sale hardware firm of 76 Ninth 
Ave., New York City has recently 
issued a supplementary catalog 
of seasonable merchandise for 
the spring and summer of 1936. 
Tt features lines of home and 
garden tools and supplies, spray- 
ers, lanterns, camp stoves, elec- 
tric fans, screen door and win- 
dow hardware, insecticides, house 
furnishings and house cleaning 
supplies. 


NEW BUILDING 


The Wilson Hardware Co., 
Castleberry, Ala., operated by 
W. W. and L. H. Wilson, has 
moved into a new brick store 
building. 
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GARDINER ACQUIRES 
MONARCH METAL CO. 


The Gardiner Metal Co., Chi- 
cago, Ill., manufacturer of flux- 
filled solder, babbitt and white 
metal alloys, has taken over the 
manufacture and exclusive sell- 
ing rights of Monarch Ball 
Metal, called “the steel process 
babbitt,” formerly manufactured 
by the Monarch Metal Co., Chi- 
cago. The product will be sold 
through wholesalers exclusively. 

The company has also appoint- 
ed A. W. Hoffman, 2540 Derby- 
shire Road, Cleveland, as sales 
representative, covering the west- 
ern parts of New York and 
Pennsylvania and the H. E. Rus- 
sell Sales Co., Iola, Kansas, to 
cover that state. 





ECONOMY PLUMBER CO. 
APPOINTS CHICAGO MGR. 


The Economy Plumber 
manufacturing chemists, 39 Lis- 
penard St., New York City, has 
appointed Jack Bennett, district 
manager in the Chicago terri- 
tory, supplanting Manufacturers 
Sales & Warehouse Co. The firm 


Co., 


stock of all its products at The 
Economy Plumber Co., Seng 
Waterway Warehouse Co., 310 
W. Polk St., Chicago, telephone, 
Franklin 6263, with Mr. Bennett 
in charge. 


ALABASTINE CO. ADDS 
TO SALES STAFF 


The Alabastine Co., Grand 
Rapids, Mich., has made three 
additions to its territorial sales 
staff. They are: Wallace Brown, 
who will cover Grand Rapids and 
the surrounding territory; H. C. 
Goodell, Newaygo, Mich., who 
has been as:igned the northwest 
quarter of Michigan, lower penin- 
sula, territory. He previously 
travelled this territory for the 
Lennon Oil Company and the 
Northern Paint Co. George Pel- 
cher, Jr., district sales represen- 
tative with headquarters at San 
Antonio, Tex., will cover Texas, 
Oklahoma, and New Mexico. He 
was formerly with the New Tag 
Co. 

SETTLE SIMMONS SUITS 
AGAINST TRUSTEE BANKS 


Suits filed by L. E. Crandall, 
trustee and Kenneth 
Teasdale, successor co-trustee, of 
the Associated Simmons Hard- 
ware Companies, St. Louis, Mo., 
against The Chase National Bank 
of New York City and the First 
National Bank of St. Louis, trus- 
tee and co-trustee, respectively 
under the Trust Identure secur- 
ing the 6% per cent Secured 
Gold Notes of the Associated 
Companies, which were filed on 
the instructions of Judge O’Neil 


successor 
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Ryan of the St. Louis Circuit 
Court, have been settled on a 
compromise basis. 

The settlements, recommended 
by Messrs. Crandall and Teasdale 
and approved by Judge Ryan, 
involved the payment to the suc- 
cessor trustees by the Chase Bank 
of $75,000, and by the First Na- 
tional Bank of $25,000 and a 
release by both banks of any 
compensation alleged to be due 
them for services rendered while 
acting as trustees. 

The suits were based on alle- 
gations that the banks had failed 
in their duty as trustees to pro- 
tect the interests of noteholders, 
in that they failed to recognize 
the existence of defaults under 
the Trust Identure and permitted 
funds of the Associated Simmons 
Hardware Companies to be used 
to repay loans and to purchase 
for retirement notes of the com- 
panies instead of taking over 
the constituent companies and 
preserving their assets for the 
benefit of noteholders. 





DATE SET FOR N. Y. 


| HOUSEFURNISHINGS SHOW 


will maintain complete warehouse | 


The New York Housefurnish- 
ings Show will be held July 19 
to 25 at the Hotel Pennsylvania, 
New York City. Of the four 
floors to be utilized by the show, 
the third, fourth and fifth will be 
devoted to housewares while the 
sixth will be devoted to china 
and glass. In all, the show will 
utilize 500 rooms. Mrs. Flo 
English is secretary of the New 
York Housewares Manufacturers 
Association which is sponsoring 
the show, room 1108, Hotel Penn- 
sylvania. 

FIALLA TO REPRESENT 

RAINBOW MFG. PROD. 


G. Fialla & Son, foreign and 
domestic sales agents of 59 Pearl 
St., New York City, has been ap- 
pointed the exclusive sales repre- 
sentative for Greater New York 
and Long Island and also export, 
by the Rainbow Mfg. Prod. Inc., 
50 E. 9th St., New York City, for 
its Eveready Drain Pipe Cleaner. 





COLUMBIAN VISE 
10TH ANNIVERSARY 


In celebration of its tenth an- 
niversary, officers, department 
heads and veteran employees of 
the Columbian Vise & Mfg. Co., 
Cleveland, held a luncheon meet- 
ing April 1. D.C. Swander, who 
organized the company and has 
been its president, in a brief ad- 
dress reviewed the activities of 
the company during the past 
decade. The firm makes vises 
and clamps, having been formed 
to take over the products that 
had been manufactured for 30 
years, by its predecessor, the 
Columbian Hardware Co. Other 





officers of the company are: H. E. 
Seymour, vice-president and sec- 
retary; and A. F. Munhall, trea- 
surer. 


RETAIL SELLING MANUAL 
ON ELECTRIC RANGES 


Walter C. Ayers, sales man- 
ager of Electromaster Inc., 1803 
E. Atwater St., Detroit, Mich., 
has written a_ retail selling 
manual on electric ranges en- 


titled, “Your Pocketbook.” The 





WALTER C. AYERS 


beok is based on Mr. Ayers’ ex- 
perience in retail selling and in 
contacting salesmen of electric 
utilities in all parts of the United 
States, for a period of nearly 10 
years. He was formerly asso- 
ciated with Kelvinator and for 
the last five years with Electro- 
master, and is well known in the 
electric utility field, being co- 
author of the Electromaster trial- 
rental plan. 

The book is not a textbook on 
salesmanship but offers practical 
selling suggestions. In addition 
it describes the features and con- 
struction of the Electromaster. 
A chapter is devoted to answers 
for numerous questions that may 
be asked about electric cooking 
and a series of cartoons illustrates 
in a direct way how Mr. Ayers 
overcame some obstacles in elec- 
tric range selling. The book may 
be purchased from the company 
for $1.00. 

PETERS, DEPT. MANAGER 

FOR TRUSCON STEEL 


W. V. Peters, formerly Cleve- 
land district sales manager for 
the Truscon Steel Co., Youngs- 
town, Ohio, has been appointed 
manager of the steel window and 
door department. He entered the 
company’s employ 17 years ago 
as sash salesman in the Cleveland 
cffice and subsequently became 
manager of the steel sash and 
door department of the Detroit 
office and then successively rep- 
resentative in the East and dis- 
trict sales manager of the Cleve- 
land office. 








MACH. SALES & SUPPLY 
APPOINTS GEN. MANAGER 


H. L. Ramsay has been ap- 
pointed general manager for the 
Machinery Sales & Supply Co., 
Dallas, Tex., effective April 1. 
He has been sales and advertis- 
ing manager for J. D. Wallace 
& Co. for 15 years and was sales 
manager of the “W” division for 
the Yates-American Machine 
Co., from which position he has 
now resigned. 

The company represents sev- 
eral machinery and accessories 
accounts as manufacturers’ rep- 
resentatives, merchandising its 
lines through the hardware and 
department store trade and mill 
supply firms in Texas, Oklahoma 
and sections of Louisiana and 
New Mexico. 


AMER. SUPPLY & MACH. 
MFRS. ASSN. MOVES 


The American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion has moved from its present 
location, 604 American Bank 
Bldg., Pittsburgh, Pa., to 1107 
Clark Bldg., that city. The move 
was necessitated by the increased 
use of the association quarters by 
members, and the new offices 
will provide ample facilities for 
secretarial or office service to 
members. Stenographic services, 
conference room, and other up- 
to-date office equipment will be 
available. 


CIRCULARS ON 
CROW REPELLENT 


Circulars have been prepared 
for Stanley’s Crow Repellent 
made by The Cedar Hill For- 
mulae Co., New Britain, Conn., 
which explain the nature of the 
product and give instructions for 
its use. Stanley’s Crow Repel- 
lent is a liquid which is mixed 
with the seed corn before plant- 
ing and which affords protection 
from corn pulling birds and 
animal pests. It is non-poison- 
ous and the maker states will 
not injure the seed of any kind 
of corn, nor will it kill birds or 
animals, but merely keep them 
away. It will not cause seed to 
rot in ground nor clog the 
planter. 

It is estimated that over $1,- 
000,000 is lost every year from 
damage to corn while it is 
germinating, sprouting, and root- 
ing. The use of this repellent is 
said to cost 10 or 12 cents per 
acre, depending upon the quan- 
tity of seed used in planting. It 
is put up in quart, pint and half 
pint cans to retail at $1.75, $1.00 
and 60c., respectively. 
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ADVANCES BECOMING EFFECTIVE 


Copper. Paint Brushes. 
Copper Wire. Tarred Felts. 
White Lead in Oil. 

Some Cross-Cut Saws. 
Picks, Mattocks, Etc. 

Iron & Tinners’ Rivets. 
Roofers’ Tar & Pitch. 

Soil Pipe & Fittings. 

Prep. Roofing & Shingles. 


DECLINES BECOMING EFFECTIVE 


Glass Fruit Jars & Caps. 
Certain American Fence Posts. 
Stove Bolts. Flint Paper. 


Copper prices reached the 
news headlines of last week, with 
all sellers establishing on April 13 
a uniform wholesale price of 914 
cents per pound. This action ended 
price differences that have existed 
since February 15, when two lead- 
ing producers lifted their quotation 
from 914 cents, while other pro- 
ducers refused to follow. The uni- 
form level was the best since March, 
1931, exceeding by one-half cent per 
pound the basis maintained under 
NRA. Domestic sales of copper had 
for some time been reflecting this 
expected rise, and are currently 
running at the best level since last 
February. Foreign copper also 
firmed on reports that international 
producers had formally agreed to 
continue regulation of output to 


July 1, 1938. 


* + * 


Effective April 14, the lead- 
ing companies announced a mark-up 
of one-quarter cent per pound on 
soft bare copper wire, and on 
weatherproof and magnet wire, ex- 
actly following the increase on 
ingot copper. 

* * * 

Operations of the steel indus- 
try last week reached 67.9 per cent 
of capacity, the highest rate since 
June, 1930, according to the Ameri- 
can Iron and Steel Institute. This 
was an increase of 5.3 per cent over 
the preceding week’s rate. A month 
ago operations were at 60 per cent 
of capacity, and a year ago at 44 
per cent. For the first quarter, the 
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average output was 54.70 per cent 
of the industry’s capacity, a gain of 
10 per cent over the similar 1935 


period. 
* # # 


Prepared roofing and shingles, 
with their allied lines, are again 
subject to one of the frequent ad- 
justments and changes which keep 
wholesale roofing distributors on 
the jump. Effective April 8, f.o.b. 
all Eastern and Central basing points 
(but not including Kansas City and 
Minneapolis), advances were made 
of which the following LCL quota- 
tions are typical: 


75 lb. Slated Roll Roofing, 

Ge FE ee i nctcctwire $1.78 per square 
90 Ib. Slated Roll Roofing, 

Wh 20 GE BOs. 60anctess 1.94 per square 
35 Ib. Competitive Tale 

Roofing, up 5 cents to.. .83 per square 
45 Ib. Competitive Tale 

Roofing, up 6 cents to.. 1.06 per square 
5 Ib. Competitive Talc 

Roofing, up 6 cents to.. 1.28 per square 
10 x 86 in. Square Strip 

Shingles, up 28 cents to 5.28 per square 
11% x 36 in. Hexagon Strip 

Shingles, up 22 cents to 4.00 per square 
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* * %* 


Manufacturers of white lead 
in oil announced on April 1 a gen- 
eral advance of one-half cent per 
pound. This was the first change in 
white lead prices in more than a 
year. The market on paint materials 
is steady at the present time, but any 
change that might occur, whole- 
salers feel sure would be upward. 


* + 


The situation on paint brushes 
is growing steadily more critical. 
Reserves of bristle in this country 
have almost vanished, and brush 


usiness ? 
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manufacturers are unable to obtain 
delivery of Chinese bristle bought 
months ago. There is a_ plentiful 
supply in China, but the machinery 
for getting it to market has col- 
lapsed. The four bristle firms in the 
United States, who supply most of 
the brush manufacturers, seem un- 
able to fill orders at present. The 
bristle situation in China is now in 
the hands of bankers, who hope to 
end the tie-up, so that raw bristle 
can again be exported. In the mean- 
time, the dwindling supply of mate- 
rial in the hands of brush manufac- 
turers here is causing frequent raises 
in price. 
* & # 

Ball’ Brothers Company an- 
nounced on March 28 an _ unex- 
pectedly radical decline on all glass 
fruit jars, and on jar caps, setting 
an all-time low price, schedule on 
these goods. Other makers have 
since followed. Season prices are 
usually announced about February 1, 
but were so much delayed this 
spring that some drop was looked 
for, but not to the punishing extent 
that the new figures show. The re- 
duction on regular Mason jars, based 
on quotations to wholesalers, ranged 
from 281% per cent on half pints to 
23% per cent on quarts and 16 per 
cent on half gallons. Jar caps were 
marked down about 22 per cent. 

* * * 

Buck Brothers, makers of 
chisels, gouges, putty knives, etc., 
have issued a new price sheet, dated 
March 1. Higher list prices have 
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been established, with discounts, 
f.o.b. factory, lengthened to provide 
net costs to retailers and wholesalers 
not greatly differing from the pre- 
ceding net quotations. 

* * ca 


Cross-cut saws of medium and 
competitive qualities were advanced 
about 10 per cent, effective April 14. 
This restores the price schedules 
which were placed in effect on 
January 14, but which had since 
been cut, in competition, by all or 
most of the manufacturers. Picks, 
mattocks and other heavy tools were 
marked up 5 per cent early this 
month. These, too, are now restored 
to the prices ruling before the Jan. 1 
decline. Jobbers, and many retailers, 
have foreseen this strengthening, and 
have specified freely at the lower 


costs. 
* & & 


Steel pipe sales have been 
greatly improved by the March de- 
cline, and by the steadying of the 
market at the new level, which is 
the lowest at which pipe has been 
sold since early 1933. Some makers 
of rigid steel electrical conduit have 
been endeavoring since last month 
to gain support for an advanced 
price card, about 20 per cent higher 
than the recent extremely low and 
competitive schedule. As yet the 
movement has not gained support, 
but both rigid and thin-wall tubing 
are moving out freely in recognition 
of the exceptional value offered. 

_ * * 


Improving demand for large 
incandescent lamps, of 150 and 200 
watt sizes, is said to have reached a 
volume justifying some reduction in 
these particular prices. Leading 
makers are passing along word 
of lower lists which may soon be 
effective. 

* ia * 


A constantly encouraging evi- 
dence of better public spending 
power is shown in the sales gains 
of the major electrical household 
utilities. Sales of household electric 
refrigerators in the United States, 
in February, were 173,196 units, as 
against 108,985 units in January and 
110,589 units in February, 1935. 
Sales for the first two months of 
1936 reached 282,181 units, as 
against 199,246 units in the same 
two months of 1935. 

* * . 


Prices on small iron rivets, 
and on tinners’ rivets, are firming 
up, in sympathy with the higher 
prices on bolts and screws. While 
regular quotations on steel rivets are 
only up 2% per cent, the actual 


improvement is greater, due to the 
general withdrawal of concessions. 
Copper rivets are also very firm, 
with “preferred” costs disappearing 
as’ the metal market strengthens. 
Tubular and split harness rivets have 
been dropped about 10 per cent, fol- 
lowing a period of “unofficial” price 
concessions. Brass cup hooks, which 
had been cut to the wholesalers as 
much as 10 and 10 per cent from 
“regular,” are also coming back to 
the announced schedules. 
* * * 


American Steel and Wire Co. 
reduced prices, effective March 21, 
on green painted punched angle line 
fence posts, and on lawn posts, one 
dollar per ton. The new prices to 
dealers, in lots of less than 500 
posts, f.o.b. Chicago, are $23.06 per 
100 on 6-foot line posts, and $12.47 
per 100 on 3-foot lawn posts—com- 
pared with $23.42 and $12.67 pre- 
viously ruling. 

* * * 


Tarred and asphalt felts were 
advanced April 18 in the Chicago 
area, about 20 to 25 cents per roll, 
with roofing pitch marked up, at 
the same time, one dollar per ton, 
and roofers’ tar 25 cents per barrel. 

* * * 


Makers of soil pipe and fit- 
tings advanced prices about 10 per 
cent on these goods, effective April 1, 
and on April 6 a 5 to 10 per cent 
rise in quotations occurred on brass 


valves. 
* *% * 


New general quotation sheets 
on chain and chain fittings have just 
reached the wholesale trade, from 
American Chain Company, and 
others. Regular “pound” chain items 
have been marked up about 30 cents 
per 100 pounds, effective April 20, 
with apparently no other important 
changes on the sheets of welded or 
weldless chain and fittings. However, 
the new quotations to wholesalers, 
where reaffirmed by the chain 
makers, do not carry any of the 
“extra” discounts recently prevalent, 
and there is an apparent effort to 
level and steady the whole chain 
market. 

* + 

The new season quotations on 
sisal binder twine have been issued 
as follows, f.o.b. Chicago and other 
standard basing points, in lots of 
less than 200 bales: 


500 feet to the 
ovccee $4.1214 per 50-Ib. bale, gross 


pnbaes 4.75 per 60-lb. bale, gross 


e 
rer 5.25 per 50-lb. bale, gross 


The discount for lots of 200 to 399 
pounds is 614 cents per bale, and 


in lots of 400 bales or over, it is 
12% cents per bale. 
* & & 


Stove bolt prices were reduced 
April 13 about 10 per cent, probably 
as a result of more or less irregu- 
larity in quotations existing since 
the similar advance in prices was 
made not long ago. Manufacturers 
state that the new quotations are 
unprofitable, and are likely to be 
of short duration, although there has 
been considerable recovery from the 
lowest levels reached some time 


back. 


* + 


New Quotation sheets on flint 
paper, emery cloth, etc., have just 
been issued, with a_ particularly 
sharp decline on flint paper in 9 x 11 
inch sheets. This particular change 
was undoubtedly influenced by quo- 
tations from certain independents, 
who have for a considerable time 
quoted 9x11 inch paper at nearly 
the market basis for 834 x 10% inch. 

Revised discounts to retailers on 
the new schedule are: 


Flint Paper— + ~ reams 





8% x 10% inch in boxes 

Flint Paper— in reams 

9 x 11 inch in boxes 

Emery Cloth—9 x 11 inch.in reams 
* * * 


Hardware sales during recent 
weeks have closely followed the 
“breaks” of the weather. Any bright 
and warm days have found the stores 
well filled, and clerks busy. Good 
week-ends of shopping, in particular, 
have taxed the resources for service 
in the downtown stores of the larger 
cities, and purchases have been sub- 
stantial. But cold, rainy and back- 
ward weather has held back much 
spring business. However, hardware 
stocks, whether in hardware estab- 
lishments or in department or chain 
stores, are competing handily, as to 
value offered, with the “bargains” in 
any other branch of retailing, and 
hardware is getting its full share of 
whatever business is being trans- 
acted. The dime, or the dollar, or 
the twenty-five dollars, seems today 
to purchase a better “worth” of ap- 
pearance and utility in hardware 
than ever before. That dealers’ 
‘stocks are kept conservatively low 
is shown by the prevalence of mail 
orders and fill-in buying, reported 
by all jobbers. 


* + 


Orders for fall delivery are 
not coming up to expectations, but 
are reasonably numerous in propor- 
tion as prices are considered settled. 
Where markets are steady, dealers 
do not object to entrusting their 
“futures” to their favored whole- 
saler, but there is considerable 
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“shopping around,” and more “wait- 
ing a while,” than a year ago. The 
psychology of an election year is 
having some retarding influence, but 
wholesalers feel that the chief excuse 
for slowness in future ordering is 
the lateness of this spring. In all 
quarters there is confidence that fall 
buying is only deferred, and must 
come with something of a rush later 
on. Current retail gains, despite dis- 
couraging weather, and the major 
calamities in some sections, are gen- 
erally estimated at a rate some 10 
to 15 per cent ahead of April, 1935. 


>  ¢ 


Notable in good sales records 
are builders’ hardware and plumbing 
supplies, where new building and 
repairs have brought some houses 
a volume nearly double that entered 
to this date a year ago. Prices in 
these lines are very firm. The same 
influence is stimulating paints, roof- 
ing, and electrical equipment. Eaves 
trough and conductor pipe are doing 
well, as a result of replacements 
caused by ice damage during the 
winter. Just lately the better weather 
has opened up the sales of seeds and 
plants, lawn and garden tools, and 
hose accessories. Clothes-lines and 
sash cord are enjoying the usual 
seasonal replacements. Early dealers 
are already interesting themselves in 
such needs for outdoor enthusiasts 
as camp and trailer stoves, lanterns, 
and insulated jugs. 

* & & 


The paint trade anticipates a 
sharp upswing in business this year 
due to the “pay out of income” plans 
which have been devised during the 
last few years. Speaking recently 
in Chicago, Ernest R. Trigg, presi- 
dent of the National Paint, Varnish 
and Lacquer Assn., said that the 
utilization of this plan would make 
a huge dent in the estimated five 
million dollar market for paint and 
paint materials, A large share of 
the great potential market for paint 
and related products, he said, is 
business which has been accumulat- 
ing in the United States during the 
depression years since 1929. He de- 
clared that plans for the deferred 
payment of painting expense were 
being increasingly used to expand 
the national volume of paint con- 
sumption. In the application of 
these plans, which vary in individual 
cases depending upon requirements 
of financial institutions, loans to fi- 
nance painting projects are insured 
under terms of the National Hous- 
ing Act. 

* + 

Several chain or ganizations 

reported decreased sales during 


APRIL 23, 1936 





March as compared with a year ago. 
F. W. Woolworth Company reported 
March sales of $19,676,695, a decline 
of 3.9 per cent from 1935. Sales in 
the first three months of 1936 totaled 
$55,675,571, off 0.3 per cent. Sales 
of S. S. Kresge Company stores in 
March amounted to $10,043,390, a 
decline of 2.7 per cent from March, 
1935. In the first quarter of this 
year sales were 1.5 per cent above 
the similar total a year ago. 


* ¢ @ 


New-passenger-car sales in the 
United States during March totaled 
300,000 units, estimated by R. L. 
Polk & Co. The new estimate is 
the highest total for any March ex- 
cept 1929. Truck and commercial 
cars for the same month reached an 
estimated total of 52,000 units. This 
figure has been topped only four 
times, for any month of the year, 
and far exceeds any previous March. 


* * 


Department store sales in- 
creased more than seasonally during 
March, according to a preliminary 
estimate made by the federal re- 
serve system. March sales rose, 
compared with February, from 80 
per cent of the 1923-25 “par,” to 88 
per cent. Total sales for the first 
quarter of 1936 were 9 per cent 
above the same period last year. 
Largest gains were recorded in the 
San Francisco reserve district, with 
Philadelphia, Boston and Chicago 
next in rates of increase. The survey 
included 508 stores in 243 cities. 
The report calls attention to the fact 
that the number of business days in 
March was the same this year as 
last, but there was one less Saturday 


than in 1935. 


* + 


Average weekly earnings, 
hours of work per week, employment 
and payrolls declined again, very 
slightly, during February, contrary 
to the usual seasonal tendencies, ac- 
cording to the regular monthly sur- 
vey of 25 manufacturing industries 
by the National Industrial Confer- 
ence Board. The index of employ- 
ment changed from 85.8 in January 
to 85.5 in February. The cost of 
living of wage earners declined 0.5 
per cent from January to February, 
the first drop in living costs since 
last July. This decrease was due to 
reductions in food and clothing 
prices, since rents, coal and sundries 
rose in February. Living costs in 
February were 2.4 per cent higher 
than in February, 1935, but were 
15.5 per cent lower than in Febru- 
ary, 1929. 





The American public in 1935 
had a spendable money income of 
just short of 63 billion dollars, or 
approximately 50 per cent more than 
in the low year, 1932, according to a 
recent survey by Sales Management. 
On a per capita basis, the average 
American had $513 to use for buy- 
ing, compared with the $335 three 
years ago. This spendable money, it 
was explained, represents funds ac- 
tually paid out during the calendar 
year for goods and services plus 
federal allowances, and moneys paid 
out of the savings and surpluses of 
business institutions. “One-half of 
the urban families had an income 
of more than $1,474 last year and 
one-half had less,” it was stated. 
Out of every 1,000 inhabitants of 
the United States, 32 filed an income 
tax return, 87 had a telephone, and 
179 had a registered passenger car. 

* * # 


Market prices against new 
wheat crop deliveries are advancing 
as a result of continued dry and 
hot weather in the Southwest. It is 
said deterioration has already started 
in central and southern Kansas and 
in the northern Oklahoma wheat 
fields. Northern Texas is also in- 
volved in the area suffering from 
lack of moisture, and that state, with 
Kansas and Oklahoma, accounts for 
50 per cent of the total of the 47,- 
500,000 acres of winter wheat seeded 
last fall for this year’s harvest. The 
Government’s April 1 report rated 
the crop condition at that time at 
68.5 per cent of normal, and sug- 
gested 21 per cent of the seeded 
area might be abandoned. A dete- 
rioration of nearly 10 per cent in 
the crop’s condition since the begin- 
ning of last December was shown 
by the Government’s figures. Com- 
pared with the 10-year period from 
1923-32 the condition on April 1 
averaged 78.9 per cent. 

* * * 


Montgomery Ward & Co, re- 
ported March sales of $24,844,596, 
an increase of 9 per cent over a 
year ago and the largest for the 
month in the company’s history. In 
the first two months of Ward’s cur- 
rent fiscal year, sales amounted to 
$42,699,205, 5 per cent over the 
corresponding period of last year. 

* + 


March building permits in 215 
cities were the largest since Sep- 
tember, 1931, and the total of first 
quarter awards was also the highest 
for any first quarter since 1931, ac- 
cording to Dun & Bradstreet, Inc. 
March permits of $78,120,344 were 
51.5 per cent above February and 
73.4 per cent over March, 1935. 
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LETTERS 


to the 


EDITOR 


The 10% Discount Plan for Curbing 
Price Cutters 


ALHAMBRA, CAL.—Some truthful 
information as to what caused the 
present depression is contained in 
Saunders Norvell’s article on page 
35 of your Dec. 5 issue. The in- 
cident related to him by William H. 
Ingersoll on the price cutting and 
the offering of Ingersoll watches as 
loss leaders, is especially interesting 
because it is being reenacted every 
day all over the country in almost 
every line of merchandise. Namely, 
one store selects a line to sell 
cheaply, while a second store selects 
another. The selection varies from 
day to day. The fact that Ingersoll 
watch sales fell from 66 2-3 per 
cent within 60 days, because one 
store cut the price to 59c., ought to 
show that price cutting will not in- 
crease business. 

For a long time I have been sug- 
gesting that legislation be enacted 
that will compel dealers to agree 
among themselves to sell to each 
other at a 10 per cent discount, from 
any price quoted to the consumer. 

With this plan as an established 
rule, no dealer would price any item 
at less than he could afford to sell it. 
Regardless of where or when the 
sale is made, the seller ought to get 
a profit, or attempt to get a profit. 
Even if he sells some items, which 
are being discontinued, at half the 
cost price, he could do no real dam- 
age as long as he also sold to his 
competitor at a 10 per cent discount 
from that price. 

There has been considerable talk 
about the control of prices by manu- 
facturers, but that will not be an 
effective way to promote business be- 
cause there will always be a means 
of getting around this. But agree- 
ment among dealers to sell to each 
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vther at a 10 per cent discount from 
any price they make, will almost as- 
sure a square deal to all. 

My observation has been that 
most dealers prefer to mark goods 
at a certain per cent profit and sell 
to all at the same price. It is when 
small merchants try to sell at any 
price they can command, that they 
soon loose the confidence of the 
trade. 

Stores like those of the A & P Co. 
can sell matches at three cents one 
day and at five cents another. This 
impresses people with their great 
purchasing power and also teaches 
them to watch for their specials. 
These specials are the factors that 





keep the chains before the public 
eye and enables them to sell many 
items very close to cost and some- 
times at less than cost. 

All the merchandise I sell is 
priced so that I can give any dealer 
a 10 per cent discount and I am 
glad to do so.- Almost any dealer 
can price his goods so that he can 
allow a discount to any competitor 
but the chains cannot exist under 
this arrangement. Their activities 
prevent three times as many items 
from being sold as are sold. I could 
cite you far more striking examples, 
where far greater damage has oc- 
curred than in the watch incident. 
Because there appeared to be over- 
production of some products was no 
sign that they could not have been 
sold—and at a profit, too. 

J. F. Asucrart, 

J. F. Ashcraft, Hardware. 





W.F. Kennedy Salutes Geo. T. Price, Hardware Age: 
Fifty Year Club Member 


The comments of W. F. Kennedy, 
Pres. Ott-Heiskell Co., Wheeling W. 
Va., on the Harpware Ace Fifty 
Year Club Membership of Geo. 
T. Price, Vice-Pres. American Fork 
& Hoe Co., Cleveland, Ohio, deserve 
reproduction. Here they are: 
Dear Prince George: 

Congratulations and all good 
wishes. A woman is just as old as 
she looks—a man never old until he 
stops looking. Using this yardstick 
feminine friends state there are no 
old men. However that be, when one 
looks into your youthful, beaming 
countenance and notes your sprightly 
step and is privileged to be in your 
company he must realize that Father 
Time has dealt gently with you. 

As was said of my old friend 


Moses, of whom you can read in: 
Holy Writ, “His eye was not dim,. 
nor his natural force abated” so can 
this be said of the dear friend to- 
whom this little note is addressed. 
Somewhere I have read that there 
is (or was) a place where “Eros 
caught the sunlight in his wings.” 
While I am not exactly familiar with: 
your genealogy, methinks you must 
be near of kin to that mythical char- 
acter of history — for wit, humor, 
happiness, good fellowship reigns. 
wherever you for the moment may 
“park,” not to mention what hap- 
pens when you come to a full stop. 
You have been granted God’s 
richest blessing—good health—and 
with that and true friends there is 
joy and happiness in life. As you 
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’ “’TECHNICOLOR-MOVIE” 


Electric Flasher Theatre 
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The SPONGE and CHAMOIS KIDS in 
“DIRT TAKES A HOLIDAY” 








Highly Colored Andy Sponge 
Display Basket 


Colored Chamois En- " Good Housckeeping 2 
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Get ““‘TECHNICOLOR”’ eye-catcher 
(Electric Flasher Theatre) and all the helps 
shown in the illustration FREE with any 
of the assortments listed in coupon. 


Never before has anything like 
this ever been presented by any 
specialist in Sponges and Cham- 
ois! Four-color ‘Funny - page’’ 
chamois package is a knockout! 
Anna & Andy Sponges wrapped in 
cellophane (with bright package 
booklet) feature the HANDY 
HANGER-TAPE. Real _ merchan- 
dise VALUES in outstanding pack- 
ages! 

Order from your jobber . .. or 
send us your order and his name 
and we will ship through him. Send 
coupon for leaflet-—'"4 WAYS To 
DRESS YOUR WINDOW.’ 








TO BE SURE OF QUICK ACTION** BE SURE TO GIVE NAME 
OF YOUR JOBBER! 





American Sponge & Chamois Co., Inc., 47 Ann Street, New York 


E DEAL No. 1 [] Sponge & Chamois Asst. $20.25 (Retail Value) 
DEAL No. 2 [) Sponge Asst. $15.35 (/etail Value) 
DEAL No. 3 [) Chamois Asst. $17.25 (Retail Value) 


& CHAMOIS CO., INC. svi cwars tear ee 


Paste this coupon on your letterhead or billhead—and mail! 
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have journeyed along you have 
spread sunshine, scattered flowers, 
brought light into darkened quarters, 
lifted burdens from weary shoulders 
and by your genial, kindly disposi- 
tion have taken much of the drab 
out of the work-day-life of those for- 
tunate enough to come within the 
circle of friendship or even acquaint- 
ance. 

It is axiomatic that one cannot 
give of his best and get the 
worst, any more than he can give 
of his worst and get the best of a 
proposition over any continuing 
period of time. Service brings its 
own reward. Said Elbert Hubbard 
—‘“It is one of the most beautiful 
compensations of life that no man 
can sincerely try to help another 
without helping himself.” There- 
fore, I would join Harpware ACE 
and your legion of friends scattered 
the length and breadth of this land 


in standing at attention and with 
eyes front salute you on this occa- 
sion when you have more than com- 
pleted fifty years of sincere, helpful 
service to the hardware fraternity. 

Chauncey Depew one time said 
the first hundred years one lives are 
the hardest. 

You have given without stint— 
have contributed your time, energy 
and talent to the development of a 
substantial, necessary industry, and 
in return may all that’s good come 
back a thousandfold. I would close 
with a little toast which comes from 
the heart of me to the heart of you. 
Here it is: 

“May you live as long as you want 
and never want as long as you live!” 

Believe me, 


Sincerely yours, 
W. F. Kennepy, 
“Always with a smile” 





Letters to Mr. Norvell 


The following letters of tribute to 
the late N. A. Gladding were re- 
ceived by Mr. Norvell and Harp- 
WARE ACE: 


InDIANAPOLIS, IND.—I am _ one 
among thousands who was fortunate 
enough to know Gus Gladding and 
enjoy his friendship. His death 
came as a great shock to all of us. 

I was hoping that you would write 
an article about him because I have 
long known of his admiration of you 
and of your intimate friendship over 
a long period of years. 

No pe could have painted a more 
beautfful picture or a truer one of 
Gus’s life than you have done in this 
article. Having known him for so 
many years, you well knew his kind- 
ness and his lovable disposition. 

I just felt that I should write you 
of my personal appreciation of your 
article and thank you. 

I hope that you are enjoying good 
health. With my kind regards and 
best wishes. 

C. B. Crets, Vice-President, 

Van Camp Hardware & Iron Co. 





Miamt1, Fra. — To acknowledge 
profound admiration for your own 
and Mr. Heale’s article: “The Pass- 
ing of N. A. Gladding,” is my con- 
tribution toward paying respect to a 
great man; and one who will long be 
remembered as a kindly gentleman, 
and an efficient sales manager. 


T. H. Patrerson. 
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Witmincton, Det.—Our paths do 
not cross these days but I keep in 
close touch with you through read- 
ing your Harpware AGE articles, all 
of them most interesting. 

My compliments to you on your 
splendid Gus Gladding obituary. He 
was a fine gentleman and deserved 
all you wrote. The passing on of 
Mr. Gladding is a great sorrow to 
the industry and to his many friends. 


T. E. Doremus, 
E. I. du Pont de Nemours & Co. 





Wueetinc, W. Va.—Your tribute 
in today’s HarpwareE AGE to Gus 
Gladding is wonderful. You doubt- 
less had known him much longer 
than many of us. In my case I met 
him first, as I recall, about thirty-five 
years ago. From that moment his 
friendship has been cherished as an 
unpurchasable, priceless treasure. 
Our meetings in recent years have 
been confined to conventions or 
gatherings of that sort, but happily 
for me between such meetings we 
had friendly exchange of correspond- 
ence always as characteristic of the 
man as personal meetings. 

His was an unusual personality. 
Nothing was ever forced. It was 
always spontaneous and whether it 
was his salute, his contagious smile, 
his cheery voice, friendly greeting 
or warm handclasp—it was Gus 
Gladding. 

You were fortunate to have known 
and frequently contacted him from 





young manhood. In his presence 
everybody felt at ease for that great, 
large heart of his beat in sympathy 
with humankind. His was an active 
life and into the threescore, ten and 
three years had been crowded a 
tremendous amount of helpful work. 

We can not think of such a spirit 
dying even though we call it death 
for such a life never dieth. 

“He lives with God — he is not 

dead!” 

His passing for us then is not de- 
feat but rather it is victory for we 
think of him as being translated and 
dwelling in a larger and fuller realm, 
released from the afflictions and the 
limitations of the flesh, and who 
among us then would ask for a re- 
turn to the best that earth can offer? 
He lives in the hearts of men for, 

“They are not gone who pass 

Beyond the clasp of hand, 

They are not dead who live 

In hearts they leave behind 


W. F. Kennepy, President, 
Ott-Heiskell Company. 
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Cuicaco, Itt.—I have just read 
Mr. Saunders Norvell’s article on 
Mr. Gladding’s passing, in the Harp- 
WARE AGE. 

There are many friends of Mr. 
Gladding who knew him but I dare- 
say there is none who knew him and 
could write such a wonderful article, 
as Mr. Norvell has written. 


S. M. Perrico, 
E. C. Atkins and Co. 


That Hardware Service 
Store 


The following letter from E. L. 
Raub of New London, Conn., to 
Saunders Norvell will interest many: 
My dear Mr. Norvell: 

Having read your editorial re- 
garding Service retail hardware 
stores and Mr. Lancaster’s criticism 
of it, we feel that we want to tell 
you that we thoroughly agree with 
you. Ours is a small store and the 
shop occupies but a small portion of 
the store, but over half the traffic 
comes from customers who want ser- 
vice. 

We have found that when a cus- 
tomer who has had us make keys 
wants a lock, he is quite likely to 
remember that we carry locks, and 
can install them, too, so he orders 
the lock. Same way with door 
closers. After repairing a closer for 
several times, if a new one is 
needed, we can get the order, be- 
cause the customer realizes that we 

(Continued on page 92) 
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e IT SEEMS EVERYBODY is buying a General Electric Refrigerator! 
More and more refrigerator shoppers are discovering that it costs 
less to own a General Electric. Its savings over a cheaper, less 
efficient refrigerator in operating costs alone, soon more than 
pay any difference in original price. 


RESEARCH KEEPS GENERAL ELECTRIC YEARS AHEAD! 


The economy and dependability of the “ageless” G-E sealed-in- 
steel mechanism have been proved by billions of hours of match- 
less service in every type of home. G-E cabinet appointments are 
chosen for their PRACTICAL convenience features. The General 
Electric retailer has no expensive, profit-eating service problems 
and complaints either with the refrigerator mechanism or with 
“gadgets.” General Electric Company, Appliance and Mer- 
chandise Department, Section HA4, Nela Park, Cleveland, Ohio. 
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WROUGHT STEEL 


PIPE 


DISTRIBUTED 
BY JOBBERS 
from COAST to COAST 


ELIABILITY and Confidence are impor- 


tant requisites in any business. 


Laclede Wrought Steel Pipe helps jobbers 
from the Atlantic to the Pacific satisfactorily 
meet the requirements of their customers 


whenever pipe is needed. 


ASK YOUR JOBBER FOR LACLEDE PIPE 
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ST. LOUIS, MO. 















The Hardest Job 


(Continued from page 40) 


nance Corporation, remarked: ‘It 
looks like we are in the utility busi- 
ness whether we want to be or not.” 
As the result of taking an overdue 
note secured by stock of the Utilities 
Securities Corporation, the Recon- 
struction Finance Corporation ac- 
quired authority to assume control 
of about two thousand public utility 
plants in the Middle West. At the 
same time, Mr. Jones announced 
that the Reconstruction Finance 
Corporation owns outright or con- 
trols three insurance companies, 
scores of national banks, four million 
bales of cotton, one railroad, and 
one real estate mortgage loan 
company. 

“The Reconstruction Finance Cor- 
poration is deep in the vaults of the 
banks, deep in agricultural credit, 
deep in the real estate business, in 
railroads, insurance companies. It 
has underwritten the bank accounts 
of upwards of 90 per cent of us who 
have bank deposits. It is so deep in 
the economic structure that one won- 
ders whether it can get out. 


“The Reconstruction Finance Cor- 
poration’s loans, advances and stock 
purchases put it in the position of a 
great bank which, in the event of 
default, may take over the operation 
of the defaulted properties. It has 
power to take an active interest in 
the management of concerns whose 
paper it holds; to appoint directors 
in some cases, to dominate the board 
if need be. Thus the adventure in 
government ownership of a financial 
institution may have a secondary ef- 
fect in more ownership, operation 
and control. 

“The Reconstruction Finance Cor-. 
poration is now socializing private 
losses rather than profits, but it is 
in a position to control the future 
profits of many enterprises. Taken 
together with the growing powers of 
the Treasury and the Federal Re- 
serve Board, the Reconstruction Fi- 
nance Corporation may eventually 
provide an alternative to private 
banking. Nine billion dollars is al- 
most a fifth of the present national 
income. 

“The direct bearing of all this 
upon unemployment and expanding 
government expenditures is empha- 
sized. Relief has reached astronom- 
ical proportions, for instance :— 

“The $4,880,000,000 appropriated 
by Congress in April, 1935, is the 
largest sum for any similar purpose 
ever voted by any government. It 
is equal to all the gold stocks in the 
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world in, 1913. It would buy ten 
million automobiles, or one for every 
third family. It means $75 every 
second, $4,500 every minute, until the 
date of expiration, June 30, 1937. 

“The total of Federal, state and 
local taxes throughout the United 
States increased from $23.49 per 
capita population in 1913 to $49.83 
in 1930, an increase of 112 per cent 
and from 2,259 million dollars in 
1913 to 10,277 million dollars in 
1935, an increase of 355 per cent. 

“In one of the best-known indus- 
trial corporations in America, taxes 
per annum per share of stock in- 
creased from 27.6 cents in 1932 to 
79.4 cents in 1934, and taxes per 
annum per employee increased from 
$109.73 in 1932 to $211.45 in 1935, 
notwithstanding a 60 per cent in- 
crease in number of employees. 

“Last year’s taxes of a number of 
prosperous American industrial 
companies equaled more than 100 
per cent of their dividends and more 
than 150 per cent of their net profits. 

“One of the best known industrial 
companies in America paid last year 
in taxes more than 300 per cent of 
its dividends and nearly 400 per cent 
of its net profits. 

“The estimated amount of one 
well-known industrial corporation’s 
direct and indirect taxes in 1935 is 
seven times its dividends, more than 
five times its net profits for the 


previous year, nearly half the total’ 


cost of operating the company in the 
year 1935, more than a thousand dol- 
lars per year for each of its 22,000 
employees, an increase of cost of 
about ten dollars on each hundred 
dollars’ worth of products bought by 
its customers, nearly twice the 
amount of the company’s total taxes 
in 1933, and nearly three times the 
amount of the company’s total taxes 
in 1931.” 

I could quote indefinitely from 
authoritative data I have on my 
desk. Alfred P. Sloan, president 
of General Motors Corporation, in 
a recent public address stated 
that out of twelve months’ earn- 
ings it took four months’ earn- 
ings just to pay Federal, state 
and local taxes. 

Just one final thought. The 
figures I have given you in the 
foregoing are just a‘ few figures 
over which business men may 
ponder. What is the effect of all 
this to be not only on taxes, but 
on the cost of living in this 
country ? 
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OVER 0% 


OF FARM POWER-WASHER 
PROSPECTS LIVE BEYOND 
THE POWER LINES . 


fet 
ae 


Don’t let the power lines narrow your sales for 
power-washers. The big farm market is be- 
in i the power lines . . . over 80% of the 6,812,049 


There's profit for you in sales work beyond the power 
y lines . . . farmers have money... . a big increase in 
¢  fcome for 1935 over 1934... and 1936 spendable farm 

incomé promises ‘to be even bigger. Get Your share of 
this “over 80% without électricity” market. 


- - But be sure of motoridependability and service-free operation. 
~ Gee that/the washers you sell are equipped with the famous 


Briggs & Stratton 4-Cycle Gasoline Motors... more than a half 
million in use today. And too, aggressive national and state 
farm paper advertising makes your job of selling easier. 
"Write your washer masiufacturer for the complete facts... You 
know "DEMONSTRATIONS MAKE SALES"— Profit by them! 


BRIGGS & STRATTON CORPORATION, Milwaukee, Wisconsin 


GASOLINE MOTORS 


EASY STARTING 
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Stove Display 





Consists of four pieces. Life-size 
cut-out of a woman, mounted on an 
easel, when placed beside the range 
demonstrates the convenient height of 
cooking top. Range is finished in 
cream-white porcelain enamel, with 
black trip. Display may be used in 
window or showroom. Perfection Stove 
Co., Inc., Cleveland, Ohio. 


Tucker Toys 





Rocking horse is 16% in. high over- 
all; seat 7% in. wide, 10% in. high; 
seat is 13% in. long and rockers are 
18% in. long. Packed six to a bundle. 
Ironing board is 24 in. long, 6 in. wide 





and stands 14% in. high. It is adjust- 
able for three heights. Packed six to a 
bundle. Tucker Duck & Rubber Co., 
Fort Smith, Ark. 


Kadette Radio 


Model 77—All-world, seven-tube, long 
and short wave, AC-DC Superhetero- 
dyne; 550 to 1600 kilocycles and 5.5 to 
15.5 megacycles (19 to 55 meters). Dial 
is an extra large type, convex crystal 
enclosed, and illuminated in two colors. 
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Powerful 5-in. electro-dynamic speaker. 
Cabinet is of sliced, straight-grain 
American walnut with wide band inlay 
of burl walnut. Knobs and base fin- 
ished in black ebony. List price, 
$26.95. International Radio Corp., Ann 
Arbor, Mich. 


Cushion Tank Ball 


UNIVERSAL N.B. CUSHION TANK BALL 


PAY PEND 





Universal N.B.—in pure gum rubber 
or pure black rubber—is reversible and 
fits any size valve from 2 to 3 in. Is 
said to close poorest worn out valve 
seat. Has round cushion rim and is 
guaranteed to keep worst rims of any 
old valve leak-proof; also new style 
lift wire. Suggested retail selling 
price, 75c. Enbee Mfg. Co., Inc., 45 
Murray St., New York City. 


Lawn Mower Sharpener 





Grinding wheel is adjustable for any 
cutting depth. Maker states it insures 
a perfect straight line edge and al- 
lows any amount of clearance bevel. 
Turret frame permits quick change 
from sharpening bottom-knives to posi- 
tion for sharpening reel-knives. Tool 
rest is provided to permit grinding on 
the inside. Suitable for power mowers 
and tractor. gang units up to 36 in. 
blades and all hand operated and put- 
ting green mowers. Stoneacres Horti- 
cultural Supplies, Princeton, N. J. 


Canape Tray 





Finished in non-tarnishing chrome 
and includes a package of 24 colored 
picks. Suggested retail price $1.00. 
The Everedy Co., Frederick, Md. 





Length, 7 in., width, 1 in. Made of same 
grade and weight of Canton flannel 
as other Hoppe patches. For most effi- 
cient use, the cleaning patch should first 
be moistened with Hoppe’s gun cleaning 
solvent No. 9. After one or two cleanings 
the bore should be finely cleaned with 
dry patches, then once more treated with 
a coating of No. 9, for rust prevention. 
Packed 50 in a round container. List 
price 25c a container. Frank A. Hoppe, 
Inc., 2314 North 8th St., Philadelphia. 


Tie Rack And Brush Set 





The Esquire tie rack and the Esquire 
brush set are decorated by the Ever- 
craft process of etching chromium. The 
design of the two sets is attractively 
modern. List price of the tie rack is 
$1.20; brush set, including two military 
brushes, $4.50. The Everedy Co., Fred- 
erick, Md. 
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TWO SMALL ADS— 
ONE INSERTION— 
Entire Stock “Cleaned Up’— 


Read the following letter from a well known 
company. It tells how two small ads in Hard- 
ware Age “cleaned up” their entire stock. 





That's concrete evidence of tangible advertising results, 
isn’t it? When you want quick, profitable results from 
your advertising, Mr. Hardware Manufacturer, try 
Hardware Age — the paper more than 20,000 Hardware 
men swear by. 


HARDWARE AGE 


A Chilton Publication 
239 West 39th Street ® New York City 
A.B.C.—Charter Member—A.B.P. Inc. . 
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Their Basement is Popular Now 


(Continued from page 32) 


inch-thick pegs which permit the 
display of 30 to 50 patterns of 
oil cloth in rolls without taking 
up much space. The clerk merely 
slips the roll over the peg, which 
is about eight inches high, and 
this prevents the roll from tip- 
ping. 

“People can inspect many pat- 
terns of oil cloth without spread- 
ing out the rolls,” declares Mr. 
Zollmann, who also states that 
this method of selling oil cloth 
has worked out very well. 

Small strips of additional rolls 
not displayed on the special stand 
are tacked on a board behind the 
stand. Prices, too, are listed be- 
low each sample, thus making it 
very easy for the browsing house- 
wife to make her own selection 
of oil cloth should she so desire. 

Another very interesting and 
profitable feature is a_ special 
four-step receding display stand 
used exclusively for the showing 
of 10-cent items in housewares 
and allied lines. A neatly printed 
sign states, “Any Article in This 
Section, 10c.” 

Many housewives hear vf this 
special section from other women 
and come into the store intend- 
ing to buy only the 10-cent items. 
But, gazing about the fine base- 
ment section, they often remain 
to buy other houseware objects 
which cost more. And that, of 
course, is really the primary pur- 
pose of the 10-cent display sec- 
tion. The items on this display 
stand make a very fine appear- 
ance, because precaution is taken 
to prevent the crowding of items. 
A special light directly above the 
display, too, makes it stand out 
very prominently in the basement 
section. 

As an indication of what can 
be done in increasing the sales 
volume by proper demonstration 
as well as display, Mr. Zollmann 
points to one item of which only 
a few were sold each year until 
demonstrations were made. Small 
moving picture cameras were fea- 
tured in a new way during the 
holidays. A small room, directly 
off the toy department, was set 
apart with a dark curtain at one 
end and white screen at the other. 
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In this way the small moving 
pictures could be thrown on the 
screen and many people were 
attracted to this showing. 

This type of presentation re- 
sulted in the sale of 150 of these 
cameras during the holiday sea- 
son, states Mr. Zollmann, because 
prospects were able to visualize 
the actual operation of such 
cameras in their own home. Sales 
of the cameras under non-demon- 
strable conditions would have 
been almost negligible, Mr. Zoll- 
mann believes. 

The holiday season is gone for 
the present, but Zollmann Bros. 
have converted this special dis- 
play room to a new and profit- 
able use. Neatly finished inch- 
thick boards have been placed 
between side wall studding to 
make a very attractive shelf dis- 
play arrangement for pottery and 
glassware. The studding, back- 
ground and shelves have been 


painted a nice cream color, with 
the result that the sight of the 
entire arrangement is very pleas- 
ing to the eye. Thus, the firm 
has utilized this space into a 
twelve-month sales producing 
unit. 

“Due to the fact that our base- 
ment section is now so popular,” 
says Mr. Zollmann, “we are also 
securing more regular customers 
for the items sold on the first 
floor. We try to arrange the first 
floor displays so that they will 
catch the eye of people coming 
up from the basement section. 
We have been able to trace many 
sales in this manner. 

“It did not cost us very much 
to put in this special basement 
department when one considers 
the additional business it has 
brought us on various lines. The 
pulling power of our entire store 
is greater because of it. We plan 
to experiment still more in dis- 
play, giving greater space to cer- 
tain lines which seem to warrant 
all year around volume.” 





Manufacturers Provided Full Share 
of New Employment Says N.M.A. 


Have carried during depression period an employment load in 
excess of their individual ability to market their products, says 
recent statement of National Manufacturers’ Association, re- 
porting that 80% of new employment placed by private busi- 
ness must be credited to manufacturing companies. Recom- 
mends Seven Point Recovery Program. 


EETING in New York City, 
M iieret 25, 1936, the board of 

directors of the National 
Manufacturers’ Association issued 
an interesting and informative state- 
ment on the part played by manufac- 
turers in creating new employment 
and holding up wage levels: 

“The President in his recent mes- 
sage to Congress proposed “That we 
ask private industry to extend its 
operations so as to absorb an in- 
creasing number of the unemployed.” 
The manufacturing industry in the 
two years between January, 1934, 
and 1936, has, in comparison with 
all other forms of private enterprise, 
provided 80 per cent of the total new 
employment. It has, and is, carry- 
ing more than its proportionate 
share, and on the whole has lifted 
average hourly rates to the level or 


beyond those of 1929. Less than 
two million additional workers will 
bring manufacturing employment 
up to the 1929 maximum and it is 
thus obvious that manufacturers 
cannot provide work for the nine 
million or more jobless. 

“Taken as a whole, manufacturers 
have throughout the depression car- 
ried employment in continuous ex- 
cess of ability to market their 
products and have privately incurred 
debts and deficits to do so. Cor- 
porate surpluses have been de- 
creased more than $7,000,000,000, 
much of which went into mainte- 
nance of employment. 

“Its hitherto unexemplified effici- 
ency has been the occasion for con- 
tinuous attacks by public officials 
on its technology. 

(Continued on page 80) 
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Spring Time 
IS COLSON TIME 


AKE your 
juvenile joy by stocking the new, intriguing 


store the headquarters for 


Colson Models. Fascinating new lines, generous 
equipment, bright colors and flashing chromium 
make these Colsons an irresistible temptation to 
youth and adults. 


Colson offers you an unrivaled assortment of bi- 
cycles for all ages—streamline models, tandems, 
racing models and models for pure utility, all 
priced for turnover and profit; all bearing the 
Colson stamp of quality. A new booklet describes 
the 1936 line. When writing, ask for literature on 
Colson Children’s Vehicles, too. Address 


THE COLSON CORPORATION 
ELYRIA, OHIO 


SEND 


YOURS 
TODAY 
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2. SURPRISED AS SHOPPERS LOOK AT NEW SWEEPER, 
SPEAK TO THE CLERK AND WALK AWAY 

















3. QUESTIONS CLERK- LEARNS MOST WOMEN KNOW BISSELL 
QUALITY AND JUST WON'T LISTEN TO"GADGET’ STORY 








4. DECIDES TO CASH IN ON THIS INTEREST IN BISSELL BY 
BETTER DISPLAY AND BETTER ASSORTMENT OF BISSELLS 








PULLING HOUSEWARES SALES TO A NEW HIGH! 














6. Bissell means best” to millions of women and 
best to countless merchants who know it is the 
only carpet sweeper with 100% housewife ac- 
ceptance, due to consistent national advertising 
and proved worth. Write for the Bissell story. 
It will pay you... as it has others! 

BISSELL CARPET SWEEPER Co. 


Grand Rapids, Mich. 
New York Office and Export Dept., 46 W. Broadway, New York 














New England Flood Damage 


As viewed by veteran traveling man 


York City, widely known manu- 

facturers’ representative for 
several leading hardware manufac- 
turers, has just returned from a 
several weeks’ trip through the re- 
cently flooded regions of the New 
England States, a territory he has 
traveled for 35 years. He writes: 

“We left New York on March 
16th, and on the 18th the rapidly 
rising waters were beginning to 
cause grave concern, and many roads 
were being closed to traffic. At Nor- 
wich, Conn., the Eaton-Chase Co. 
was far enough above the flood stage 
to avoid damage, but the Franklin 
Hardware Co. already had water in 
its cellar. From Norwich we went 
to Boston. Sunday was spent in 
Boston, and during the day word 
was received that travelers would 
not be permitted to use the roads 
in the flooded sections, as the few 
highways then passable were re- 
quired for transporting emergency 
supplies. 

“After waiting in Boston for a 
week for the waters to subside, and 
for the roads to be re-opened to the 
public, we resumed our trip and 
headed for Lynn, Salem, and Law- 
rence. At the last place we were 
glad to find that quick work had 
held water losses to a minimum at 
the Treat Hardware Co. The store 
next door had 18 inches of water in 
its basement, but Treat’s employees 
used snow pushers and push brooms 
to ‘sweep’ the water entering the 
basement into an elevator pit, where 
four electric pumps were utilized to 
force the water outside. By this 
means the water level was kept at a 
maximum depth of two inches. 

“From Lawrence we went to 
Haverhill, which was very hard hit. 
The Haverhill Hardware & Plumbing 
Co. had water up to the wainscoating 
of its store. When the danger be- 
came apparent as much of the stock 
as could be transported was moved 
to a higher vacant store building 
two blocks away where business 
was carried on. The store needed 
boxes for many items to replace 
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those ruined by the water and most 
manufacturers were generously fur- 
nishing new cartons, etc. 

“At Biddeford, Me., two bridges 
and many homes had been washed 
away. The local water supply was 
contaminated. Leaving for Portland 
we crossed the only bridge open to 
trafic which bore a sign reading 
‘Passable at your own risk’. in Port- 
land the water had not caused any 
trouble, and we proceeded to Bath, 
Me. We had heard that flood waters 
had done a great deal of damage 
there, but fortunately the local hard- 
ware stores were all found to be 
‘high and dry’. 

“Our next stops were at Auburn 
and Lewiston, Me., which cities were 
badly flooded over wide areas. Les- 
lie Jacobs of the Elms Hardware 
Co., in Auburn, told us of being 
called by the police in the middle 
of the night to be warned of the 
rapidly rising waters. By the time 
he reached the store, water was al- 
ready bubbling up through the main 
floor. Practically all of the basement 
stock was ruined, and at the time of 
our visit no estimate had been made 
of the actual loss. The Hall & 
Knight Co., and the Bauer Hard- 
ware Co., both located across the 
river in Lewiston, were on _ high 
ground above the flood level. 

“At Augusta, three hardware 
firms: Malcolm & Dyer, Brooks 
Hardware Co., and Fifield Bros., are 
all on the main street within 500 
feet of each other. The river bed 
is normally 37 feet below the level 
of this street, but the river rose that 
distance and more and carried with 
it the warehouses and a part of the 
store of Malcolm & Dyer, as well 
as the stocks the buildings contained. 
The Brooks Hardware Co. suffered 
some damage from water in the 
basement of its store, but Fifield 
Bros. suffered no ill effects. 

“At Hallowell, Me., we saw the 
Church Hardware Co. entirely closed 
and apparently put out of busi- 
ness. At Bangor, Me., Mr. Hanson 
of the Hanson-Dunham Co. informed 
us that the work of a government 


ice-breaker in Penobscot River had 
saved the city from serious flood 
damage. Mr. Libbey of N. H. Bragg 
& Co. reported that flood waters had 
damaged basement stocks consider- 
ably, and Mr. Crowell of the Rice 
& Miller Co., as well as Mr. Bailey 
of the Haynes & Chalmers Co., 
stated that their losses were not 
large. 

“At Waterville, Me., the Arnold 
Hardware Co., the Simpson-Hard- 
ing Co., and Kimball & Co. were 
fortunate to be located far 
enough distant from the river to 
escape the high water. Along the 
banks of the river from Augusta to 
Gardiner the ravages of the flood 
were still very evident—bridges and 
railroads were washed out, highways 
were covered with silt, and great 
blocks of ice, from eight to ten feet 
thick, were still to be seen. 

“At Dover and Concord, N. H.. 
the hardware firms were again for- 
tunate in being located outside of 
the flooded districts. Mr. Thompson 
of the Thompson & Hoague Co., 
Concord, said many of the firm’s 
customers in the regions above Con- 
cord were hard hit, particularly in 
connection with their paint stocks. 
The water removed the labels, and 
merchants could not tell what was 
in the cans. 

“At Fitchburg, Mass., the Fitch- 
burg Hardware Co. had very little 
damage. The Central Hardware Co. 
there did not have any water in its 
retail store, but lost one of its ware- 
houses in the raging waters. Kegs 
of nails were said to have actually 
floated away. 

“After witnessing the ravages of 
the floods we cannot help but be 
impressed by the courage and re- 
sourcefulness of the stricken people; 
marvel at the restoration work that 
has already been done, and admire 
the lack of complaint and the spirit 
of determination to start ‘all over’. 

“Again it may be truthfully said 
that the hardware man had fulfilled 
his mission, and had been of ines- 
timable service to his community.” 
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SS RIVETS, ) 






The same high quality | 
standard of TR & S. 


Rivets we have mains What do you know 
about the HISTORY 
and POLICY of your 
MANUFACTURERS? 


The worth or value of any product is the result of 
the reliability of the company that makes them. 

. ar | For 110 years Collins Edged Tools have been 
equipment these factors guarantee the | priced to sell easily yet to show retailers and whole- 
; | salers good profits. A Collins tool is a sound invest- 
continuous, unfailing service of our prod-| ment for the User, the Retailer and the Wholesaler. 
We believe in sound business practices! Our dis- 
tribution is through recognized wholesalers and re- 
ucts. Every T R & S Rivet is guaranteed tailers. In return for this we only ask the same full 
| measure of support from our trade friends as our 

4 ‘ , competition enjoys. 
perfect, Is accurately drilled—drives, A manufacturer with 110 years’ business experi- 
| ence does not like to make radical changes in policy. 
P . A | Threats and reprisals are not desirable parts of sound 
easily, clinches smoothly and is not policy. We feel confident that our Hardware friends 
recognize fair dealings and we simply ask the kind of 

E support for the Collins line that we have always been 
brittle. Remember when you sell T R & S glad to extend to our trades in maintgining their posi- 
tion in the distribution set-up. 

If you have not been listing and stocking the 
Collins line of Axes, Hatchets, 
Bush Hooks, Hoes, Picks and | Mr, Jobber 
TUBULAR RIVET & STUD COMPANY Mattocks, please write us for our Isn't This ‘ 


latest illustrated catalog and price 





tained thru the years holds just as true. 


today as always. Careful craftsmanship, | 


long engineering experience, modern 


Rivets you're selling the best! 














BOSTON, MASS. list. Worth 
We shall be glad to add you Your 
The largest factory in the to our long list of loyal friends While? 
watts dacetad % Ge et u S | in the Hardware Trade. 
ufacture of Tubular and 
Clinch Rivets. O 





tHE COLLINS co. 


COLLINSVILLE, CONN. 


AXES @ HATCHETS @ BUSH HOOKS 
HOES @ PICKS @ MATTOCKS 
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DUST ano DIRT 





BECAUSE 
THEY ARE 


AN IMPORTANT 
FEATURE OF 


Not only does the enclosing sleeve 
keep dust and dirt out of Greenlee 
Spiral Screw Drivers, but it keeps oil 
in and makes for more efficient lubri- 
cation. In addition, it provides a full 
grip for the hand and makes it im- 
possible to pinch the fingers between 
the bit chuck and the body of the driver. 


By referring to the illustrations above, 
another important feature will be seen 
—the position of the shifter button 
with reference to the handle, which 
permits making changes without mov- 
ing the hand. Locking for the final 
drive of the screw is done with the 
guiding hand without moving it from 
its regular position. 


Now these features are of greatest im- 
portance for the user, of course, but 
they mean much for the jobber and 
retailer, because they make Greenlee 
Spiral Screw Drivers easy to sell and 
help keep them sold. 


Write Today for Complete Informa- 
tion, Giving Name of Your Jobber 


GREENLEE TOOL co. 


Rockford, IIlinots 





1715 Columbia Ave 
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The Bonus 


(Continued from page 37) 


However, there is some use of 
a special agreement. One such 
is in the form of an application 
for credit. It calls for the usual 
credit information, but adds the 
statement that the buyer will meet 
the promissory note out of pro- 
ceeds of his bonus bonds. The 
customer signs it. Would this 
“stand up in court?” In any event, 
it carries heavy moral weight. 

1. “No money down — Pay 
when you get your bonus.” This 
appeal is already being advertised. 
It contains far too much risk for 
most hardware dealers to use, in 
any general way; but any dealer 
operating at all extensively has old 
customers to whom with at least 
average safety he can make such 
terms. 


One of the country’s largest in- 
stalment stores began a letter to 
veterans like this— 

“No doubt everyone you meet 
says: ‘What are you going to do 
with your bonus money?’ 

“There will be plenty of folks 
asking you that question, and 
many who will try to tell you 
what to do with it. We would not 
attempt to tell anyone how to in- 
vest or spend the bonus money— 
it was too hard-earned—but if you 
and your family are thinking of 
new electrical appliances, here is 
an interesting suggestion for you: 


Come in, choose whatever you want. 
Pay nothing down . .. just agree to 
pay for your selections when you 
cash your bonus bonds in June. 
Your purchases will be delivered at 
once.” 


There was more, concerned with 
a special sale in progress, and then 
the final urge, “Just bring this 
letter with you when you come 
. it identifies you as a veteran 
entitled to this special offer.” 
When a plan of this sort is 
operated profitably, there are 
two principles responsible. First, 
management limits the very low 
terms to high-type applicants. In- 
vestigation is extremely thorough. 
Second, many customers agree 
to make payments. One store 
offering these terms reported at 
least half the buyers were glad to 
undertake small monthly pay- 


| 
| 
| 
| 





THE PROFITABLE 
WAY TO DISPLAY 
AND SELL 


CASTERS 





The Bassick Display Block 


A sales producing display 

(8“x12") with samples 

mounted on removable 
wooden plugs. 


Read what one hardware dealer 
in Manistee, Mich., says about this 
practical, profitable sales help: 


“This display block has 
sold more than 50% more 
casters than we could have 
sold without it’’. 


The Bassick display block is avail- 
able to all dealers who purchase 
the “Quality Group”. 


Write for complete information. 









** Diamond - Dart’’ 
No. 7258x42 — 15" 
No. 5258x42 — 1%" 


With rubber or solid tread 
composition wheels for 
beds, tables and miscella- 
neous furniture. 


THE BASSICK COMPANY 


Bridgeport Connecticut 
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DUST on the First-aid 
Cabinet when you use this 
IMPROVED Stillson 


O calls for mercurochrome and bandages 
when pipes are handled with the IM- 
PROVED Stillson. 


The old flat — that would slash the user’s 
me hand if they broke have been 
done away with. Cone-coil, 

safety springs, hidden away 

in the sturdy housing 

replace them. They 

can’t come out 

and if one does 

break, it won’t 
hurt anyone. 


The IMPROVED 
Stillson is a much 
stronger wrench. 
The handle is not 
pierced for a pin 
tohold the springs, 
so it is not weak- 
ened. 























Steel handles, 
6” to 48” 
ae oy a. 


Both jaws and 
handle are of 
specially heat- 
treated tool steel and 
the frame is of a new 
heat-treated metal alloy. 
On the hook jaw there is 
a handy pipe gauge. 


It is an IMPROVED wrench 
but still a Stillson and all parts 
are interchangeable with any Still- 
son design. 


There is a lot of new wrench business for 
dealers who stock the IMPROVED Stillson. 
Ask your Jobber. 





THE RIDGE TOOL COMPANY 
ELYRIA, OHIO, U. S. A. 
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STONE WIRE SMOOTH WIRE 
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ASSORTMENTS 





DUALIZED 


SPECIALTIES . 
FIELO AND POULTRY FENCE POULTRY NETTING - HAROWARE CLOTH 


@ Capitalize on the tremendously active wire 
products market with the Sterling Line. Year after 
year improved features and additional quality have 
been built into this line until today it represents the 
best dollar-for-dollar value your customer can buy. 


It is to your benefit to get full details of the 
Sterling sales setup. Write today to Department 10. 


NORTHWESTERN BARB WIRE CO 


PACIF COAST DIVISION, OFFICE AND WAREHOUSE 
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CLEMSON 


in Your Community: 


You will be — if you 
handle the Clark line, 
for Clark quality, accu- 
racy, and uniformity 
win and hold customers. 


BEMISS ST., MILLDALE, CONN. 


Since 1854 


_ CLARK Potts 
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sees = . we have always found you cooperative in 
every way... your sales activities are such that 
aw oo the distributor knows exactly where he stands..." 

yal Sa ° “ ” 
aus Quett Under the Clemson Policy, Star “Moly” hack 
al saw blades are sold only through established 


distributors assuring adequate protection of 
markets and profits. 








BROS.,INC., MIDDLETOWN, N.Y. 










Bolts, Nuts 
and Screws 


CLARK Brosfott (p 


Send 
for 
Catalog 





STAINLESS STEEL WARE 


TO RETAIL AT PRICES 
oO ae ee oe ee 
ALUMINUM and ENAMELWARE 


Women prefer stainless Your Jobber 
It harmo 2 
ry kitchen has a 50 
Margin deal 
for you 





STAINLESS STEEL PRODUCTS COMPANY 
LaGrange, Il. 





_ & 69434, 








ments, beginning at once. No 
particular pressure was necessary. 


“No payment down” advertisers 
declare that veterans applying for 
credit average high, and that num- 
ber of rejections, so far, is small. 
However, there are sure to be 
many “reliefers” and other bo- 
nuseers who will attempt to trade 
to the limit on compensation 
which will be coming to them. 
There will be much overspending. 
A large volume of instalment mer- 


| chandise bought with little or 


nothing down will have to be re- 
possessed, and heavy losses taken. 
Any dealer offering no down pay- 
ment should have eyes open wide 
to high risks. 

5. One store has a “Bonus 
Thrift Club.” It has developed 
numerous hot prospects by fur- 
nishing veterans with free service 
—helping them to prepare their 
bonus applications, notarizing the 
latter, and other things. 

Later, a letter goes out, express- 
ing the credit man’s pleasure at 
performing the service, and call- 
ing attention to the Bonus Thrift 
Club, and the opportunity afforded 
to get needed things at once. The 
veteran is invited to call, to dis- 
cuss the matter. The letter does 
not specifically offer low terms. 
With the individual facts before 
him, the credit man decides what 
he can safely do. 

6. Accurate, complete lists of 
veterans are very valuable things. 
No government lists are obtain- 
able, and veterans’ organizations, 
fearing that gyp stock schemes will 
be exploited among their mem- 
bers, will not—usually—sell lists. 
All over the country more or less 
reputable lists are being peddled. 
All this emphasizes the fact that 
dealers must exercise care in buy- 


| ing lists, or they will be victimized. 


With a good list, mail adver- 
tising will be very profitable. The 
best procedure is to work the list 
in instalments, so many letters a 
day. 

7. How about the delinquent 
customer who drops in, phones, 
or writes, to say, “I can’t pay you 
this month, but you can afford to 
trust me for I’m in on the bonus”? 
All over the country customers 
are asking for extensions in this 
way. 

The dealer who naively grants 
these requests will have headaches 


HARDWARE AGE 
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No. 1 10 Socket Firmer Chisels 


All high grade tool steel. Blade and socket in 
one-piece. 
Plain Edge—No. 110 plain hickory handle. 
No. 120 same, leather tipped. 
Bevel mige—Ho. 115 plain hickory handle. 


0. 125 same, leather tipped. 
Sizes %, \%, x. %, , %, %, 1,1%. 1%, 1%. 
2 in. Blades 6% in. Also Socket Cabinet Chisels 
same sizes with 4% in. blades. 





No. 1110 Socket Firmer Gouges 


Outside bevel—No. 1110 plain hickory handle. 
No. 1120 same, leather tipped. 


Inside bevel—No. 1112 plain hickory handle. 
No. 1122 same, leather tipped. 
Sizes 4% 4%, %. %, %. %, BH 1,1%.1%.1% 
2 in. Blades 6 in. "All packed one-half dozen in 
wood box. Also Chisel Sets of 6 to 12 chisels. 
Gouge Sets 8 to 12 gouges. Packed in boxes. 

















Set No. 20CX contains 6 chiseis, 1 each, %, %, ™% 
1, 1% and 2 inch. In varnished hinge cover box. Also 
other sets. 


None Better At The Price— 


Union Hardware Chisels get right down to busi- 
ness soon as put to work. They cut the way car- 
penters and cabinet makers like — quickly — 
keenly—smoothly. Hold their cutting edge. Also 
popular sellers to home owners. 


Union Hardware Chisels are made of finest tool 
steel—rust-resisting—tempered by experts. Han- 
dles are shaped to afford a firm, comfortable grip. 
Made of seasoned white hickory to insure lasting 
service. Patterns and sizes for practically every 
need—plain or bevel edge—also plain handles or 
leather tipped. Union Hardware Chisels are sold 
singly or in handy sets, in convenient hinge cover 
boxes. Also Hickory or Maple Chisel Handles. 
There’s a ready sale and good profit in the Union 
Tool Line. 


Ask (REWER. EY | Send 
Your for 
Jobber to aw EVEGw EY Latest 
RII RYT Re 100! Catalog 
Supply You TORRINGTON, C¢ DDAE Ne 12 
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| apenas independent paint 
merchants who have studied 
ALABASTINE’S OPPORTUNITY of 
the YEAR say it’s the greatest paint profit 
proposition developed in years. It gives 
them the help they need to boost their 
sales far beyond the point to which they 
could bring them IN ANY OTHER 
WAY. It gives them a LOCALIZED 
advertising and merchandising program 
that reaches EVERY PAINT PROSPECT 
IN THEIR OWN COMMUNITIES, and 
BRINGS THEM INTO THEIR 
STORES. It enables them to do MORE 
BUSINESS AND MORE PROFIT- 
ABLE BUSINESS, with LOWER IN- 
VESTMENT and INVENTORY than 
ever before. Make ALABASTINE’S 
OPPORTUNITY of the YEAR YOUR 
OPPORTUNITY. Write for full par- 








ticulars. Address: 852 Chicago Drive. 
ALABASTINE GRAND RAPIDS 
COMPANY MICHIGAN 









A COMPLETE LINE OF 


Wz PAINTS, ENAMELS 
WATER PAINTS AND VARNISH 
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* “Through the old craftsman 
methods of individual manufac- 
turing and individual heat treat- 


To the final steps of rigid in- 
spection and testing, each pair of 
pliers that carries the Klein trade- 
mark represents the maximum in 
plier quality. 

Klein methods viewed in’ the 
light of modern mass production 
are necessarily more costly. 

On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 


Mathias Hig & Sons 
cece MILF BN cess 


3200 BELMONT AVENUE, CHICAGO, ILL, © 


later. Some such extensions may 
be warranted—some may be un- 
avoidable—but always the delin- 
quent’s bonus claim should be 
verified, as well as his statement 
of other obligations. 

Usually, the request should be 
politely, but unequivocally, re- 
fused. If the delinquent “acts 
up,” the threat to repossess will 
bring him to time. 

8. When payment promises 
based on the bonus are taken, the 
dealer should maintain contact 
with the debtor until the bonus is 
received. Simple way is to re- 
quest the delinquent to call at the 
store at two-week, or other fixed, 
intervals, to report how things are 
going with him. If he doesn’t call, 
the dealer should telephone. There 
are going to be a lot of disappoint- 
ed creditors after veterans have 
received, and spent, their checks. 
Those stores who keep in touch 
with their debtors, in a business- 
like way, will be the fortunate 
ones. 


9. Credit bureaus throughout 
the country will assist local in- 
stalment sellers in keeping the 
bonus credit situation in hand. 
Cooperative exchange of informa- 
tion is needed. Stores should use 
the bureau very freely; should re- 
port transactions, experience. Only 
thus will such disastrous “pyra- 
miding” be prevented. 

For the opportunity which pre- 
sents itself, haphazard business 
management won't do. Every 
hardware dealer should study the 
facts, then map out 4 careful, high- 
powered campaign, for indubita- 
bly in the soldiers’ bonus repose 
possibilities of the best profits in 
years. 

(All Rights Reserved.) 


Screen Door Braces 


Rudd’s De Luxe Model for squaring 
up sagging screen doors and making 
screen frame rigid. Two lengths, 42 in. 
and 20 in. overall. Has steel point on 
end of rods and brass adjustable bolts 
to hold brace securely to door. Take-up 
buckle is of hexagon brass rod; steel 
rods, 3/16 in. in diameter, it is stated, 
will brace any screen or storm door and 
also light inner doors. Packed 12 to 
box; one gross to carton. Car Products 


Co., 1213 W. Third St., Cleveland. 
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YOU WOULDN'T 
KEEP A CLERK 
WHO DIDN'T SELL 


—why tolerate a catalog 
that’s just as useless, when 
you could have a real 


-money-maker? .... 








Tell your wholesaler that 
you want a modern, efficient 
loose-leaf catalo go» » » 


A catalog can sell only when it is up- 
to-date months and years after it is 
issued. When your wholesaler provides 
you with a Heinn loose-leaf catalog ser- 
vice, you file the new catalog sheet where 
it belongs, the day it comes. Then 
cash in on dozens of items you ae 
wise might not sell. ® Tell your whole- 
saler’s salesman that you are tired of 
pasting up corrections or writing for 
information, and you want a loose-leaf 
catalog instead of the unreliable, tight- 
bound kind. Write to the wholesale house 
the same day. ® Wholesalers: Write on 
_ your business letterhead to The Heinn 
" Company, Dept. 426, 326 W. Florida 
Street, Milwaukee, Wisconsin, for new 
book, “The Catalog Question,” show- 
ing how you can make more money by 
serving your dealers better. 





Originators of the Loose-Leaf System of Catqgloging 
Branch offices in principal cities 
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Seasonable thaws—sudden 
showers—heavy rains—Spring 
brings flooded basements and 
cellars—the dread of property 
owners who frequently suffer 
inconvenience and severe loss 
during this period. 


This then is the time to sell 
and install Myers Centrifugal 
Sump Pumps. Expertly de- 
signed, compact and durable, 
simple and easy to install, they 
automatically pump flood or 
seepage water from basement 
or cellar without care or atten- 
tion. Just the service many of 
your customers will welcome 
as dry basement insurance 
through the Spring season and 
all other seasons of the year. 


If you are not already stock- 
ing the new Myers Centrifugal 
Sump Pumps, or if you are not 
familiar with their many im- 
provements, write or wire us 
for new Bulletin and complete 
information. 





THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 











GRIFFIN 


HINGES 















Quality Products 
Manufactured Since 1899 



























Door Butts 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware and Door Handles 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Corner Irons and Corner Braces 
Heavy Pressed Steel Door Handles 
Barrel Bolts 
CARDED HARDWARE 


ALL Are Available Through Progressive Jobbers and 
are Fully Described in our Catalog No. 19 Which We 
Will Send on Request. 


« » 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 











AGENTS 


BOSTON: 113 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 
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The Three Payment Plan 


(Continued from page 41) 


lot of small-salaried men _ to 
whom we could sell tools if we 
had a satisfactory credit arrange- 
ment. Many of them wanted to 
start small shops as a means of 
making some extra money. They 
haven’t the cash to pay the full 
amount, but they can pay one- 
third down and the balance in 
60 days. If their past record is 
good and we know they are go- 
ing to use the tools as a source 
of revenue, we can pretty well 
depend on getting our money. 

“The plan has also had some 
effect on the size of the average 
sale. The small customer who 
would otherwise have to pay cash 
would only buy one tool at a 
time—not enough to do him much 
good from the standpoint of earn- 
ing power. This way, he can buy 
enough equipment at one time to 
really start a shop. 

“While we have never yet re- 
corded one of the three-payment 
contracts, it is a good idea to 
use them. The main thing is that 
a contract impresses the customer 
with the validity of the debt. 
And, of course, the form does 
definitely state that the merchan- 
dise belongs to us until paid for 
in full, so if we have to use it, 
we are fully protected. The main 
benefit of the plan has been to 
develop extra tool volume and re- 
duce the payment period on busi- 
ness which we would have any- 


way. 
“In the heating equipment line. 


the arrangement has undoubtedly 
reduced our credit losses. We 
found that if a payment period 
is allowed to extend beyond the 
heating season, the customer is 
inclined to consider the merchan- 
dise as a ‘dead horse’ and not 
want to pay for it. Of course. 
we usually get our money any- 
way in such cases, but the present 
plan helps avoid misunderstand- 
ings and saves us the cost of col- 
lection follow-up time. 

“Here, as with the tools, the 
small owner is the one appealed 
to. We have featured the three- 
payment plan as an advertising 
point on both items, Since the 
name and idea are new in the 
hardware business, they have ad- 
vertising value from that stand- 
point alone—something different 
to catch the eye and _ stimulate 
interest. 

“While we don’t advertise this 
phase of the plan and don’t use 
it very often, we sometimes apply 
the three-payment plan to pur- 
chases of assorted miscellaneous 
small merchandise. Sometimes, a 
low-salaried person whom we 
know to be honest and reliable 
will want to buy ariywhere from 
$5 to $20 worth of small mer- 
chandise at one time and not have 
the cash for it. We will accom- 
modate him by offering the three- 
payment plan. We are better off 
under this arrangement than on 
either instalment or open account 
plans for we are protected and 








A San Diego Hardware window display 
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we get our money in a short time. 

“We make just enough of a 
carrying charge to cover the ex- 
pense of handling. The rate is 50 
cents below $10 and $1.00 above 
$10.” 


Seating Facilities Help Sell 


Another thing that has helped 
sell heating equipment and other 
major items at their proper sea- 
sons during the year is a novel dis- 
play arrangement in which seat- 
ing accommodations are provided 
for customers. In the center of the 
store is kept a large open space 
where major seasonable items are 
displayed in a center square. On 
one side of this is a row of chairs. 
The customer is invited to sit 
down while the features of the 
appliance are explained. It was 
found that a woman is more eas- 
ily pleased when she’s made com- 
fortable. Also, that she doesn’t 
become nervous and want to hurry 
away before the sale is completed. 
During other seasons of the year 
this space is used for such items 
as lawn mowers and wheel goods. 


Body of the Three-Payment 
Contract 


It is agreed that the title to said herein- 
before personal property shall remain in 
the Seller, until the full purchase price 
herein has been paid, but that upon the 
payment of said purchase price and com- 
pliance with all the other forms of this 
agreement title at said time and not before 
shall pass to the Buyer. 

This agreement is made upon the further 
conditions, to wit: 

I. That the Buyer shall use the greatest 
eare to keep all of said property in good 
condition, and that he will not remove the 
same from the premises described as fol- 
BU; WE Wei nddcdkidscecdactsemedaesau 
(removal from danger of fire excepted) 
without the written consent of the Seller. 
That the buyer will at all times when re- 
quested produce or exhibit said goods to 
the Seller or its agents. 

II. In case of loss by fire or otherwise 
the Buyer agrees to pay the full unpaid 
purchase price for the value of the goods 
so lost and if it is deemed necessary by 
the Seller to carry proper fire insurance 
upon said goods, loss payable to the Seller, 
as its interest at said time of loss may ap- 
pear. 

III. In case of legal proceedings to en- 
force any of the provisions of this agree- 
ment the Buyer agrees to pay all costs as 
incurred and also such reasonable attorney's 
fee as may be fixed by the Court. 

IV. The Buyer shall have no right to 
transfer his interest in this contract with- 
out the written consent of the Seller, nor 
in any wise to hypothecate said personal 
property. 

V. In the event that the Buyer fails to 
pay any installment of principal or inter- 
est as hereinbefore provided immediately 
when due or fails to comply with any of 
the terms of this contract, then the Seller 
may at his option either declare the whole 
purchase price herein agreed to be paid, 
due and payable or he may elect to repos- 
sess himself of said personal property with- 
out legal procedure, by force or otherwise, 
and in the event that the said Seller does 
elect to repossess himself of said personal 
property then the Buyer shall forfeit any 
and all interest that he may have in the 
same by virtue of this contract or otherwise, 
and also to all moneys theretofore paid 
thereon. 
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SURE-FIRE SALESMAKERS 


Everedy 


“SPEEDY-CLEAN” 


Chrome Plated Cooking Utensils 
neta AT POPULAR PRICES 


SIZES: 
Diameters 

8", 9%", 
104%",1134" 


Prices on “SPEEDY- 
CLEAN” Skillets 
are DOWN be- 
cause the vol- 
ume is on the 
UP and UP! 
We're selling 
thousands of 
these work- 
saving fry 
pans that 
NEVER NEED 
SCOURING. 
“SPEEDY- 


CLEAN” Skillets are made of heavy steel, chromium 
plated for protection in cooking. The large, com- 
fortable handles can’t twist, turn or become too hot to 
handle. . . The finest fry pans you’ve ever seen .. . and 


they Sell On Sight! 


The New een CHICKEN FRYER 


A fast moving 
addition to the 
“SPEEDY- 
CLEAN” Line. 
Made in the { 
heart of Old 
Maryland, 
where chicken 
frying is an art! 


“nl 


Heavy steel. Chromium plated. ‘Self - basting cover. 
An all-purpose fry pan that every housewife needs. 
You'll sell a lot of these handsome fryers! 


THIS DISPLAY SELLS 
“SPEEDY-CLEANS’ FOR YOU! 


é 
\ YOU NEEL ee 
THIS NEW 


work SAVER 


This attractive 
counter and win- 
dow display in five 
colors makes skil- 
let sales for you. It 
promises women 
freedom from skil- 
let scouring, the 
world’s meanest 
household task. 

If you are stock- 
ing ‘““SPEEDY- 
CLEAN” Skillets 
and haven’t got 
one of these dis- 
plays, write to us 
today. We will 
send one to you 
absolutely free of 

charge. 








Note to Jobbersand Dealers: TakeadvantageofEveredy’ s 
“Sample-On- Approval, Post-Paid” Plan. Simply write us 
on your firm letterhead requesting any Everedy item which 
interests you. Please give jobber’s name. SEND NO MONEY. 








THE EVEREDY COMPANY 
FREDERICK, MARYLAND 


APRIL 23, 1936 











‘THE MURALO COMPANY, INC. « founded 1894 


QUICK LOW-COST 
DECORATION 














































-|muraltone 


Voney Soving Pair in the Orang 
sults EVERY POCKET 00K 


You know that there are hundreds of homes in your community in 
need of re-decoration. Their owners have not re-painted rooms which 
are in crying need of paint simply because of cost. 

MURAL-TONE gives you the appeal that will encourage these 
people to buy. ‘Enough paint for a room for the price of a few 
movie tickets.” 

It is something everyone can understand. Will it work, you ask? 
Our answer is that it has worked for scores of dealers from coast- 
to-coast. 

Your explanation of MURAL-TONE’S low cost is so logical—the 
concentrated casein-lithopone wall paint in thick paste form. A 
gallon, thinned with water, yields a gallon and two-thirds of paint. 
Dries in forty minutes to a beautiful, flat finish. A dramatic story 
full of selling points. 

We are telling the story to volume buyers as well as home-owners 
every week and every month. Send the coupon today. You can make 
money with MURAL-TONE. 


Reasons why MURAL-TONE is selling—and repeating: 
1. Dries in forty minutes. 4. Will not lime-burn. 
2. One coat covers—and 5. 90%lightreflective. 
hides. 6.1 gallon yields 1% 
3. Adheres to unseasoned gallons of paint. 
plaster and cement. 7. Cuts costs 25%. 


566 Richmond Terrace, Staten Island, N. Y. 
BOSTON ° CHICAGO ° ATLANTA ° SAN FRANCISCO 








| The Muralo Co., Inc., 566 Richmond Terrace, Staten Island, N. Y. I 
| Gentlemen: Send me full information about MURAL-TONE and | 
| tell me how it can make money for me. 
| Name... | 
| Address i 
| RD ics ducispsiicaacnissiadietiteirigaieibaeiaanasésthorpadaninien State | 
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MAKE 
MONEY 


from Japs 











“Greenfield” Tap Kit No. 100 
knocks out the enemy of the re- 
tail tap business—Dead Stock. It 
consists of good sellers only— 
commonly used sizes of hand, ma- 
chine screw and pipe taps, with 
handy tap wrenches—all are fast 


movers. 


The kit itself, of polished hard- 
wood, is supplied with plainly 
tabbed compartments for each 
size of tap carried, and costs you 
nothing, as you pay the regular 
price of the tools alone. 


This Tap Kit has put the pick-up 
tap business on a profit making 
basis for thousands of retailers. 
It is available in three different 
assortments. Select the one suited 
to your volume. Ask your jobber. 


Jobbers: Your retail custom- 
ers will be interested in this 
kit. Write us for full par- 
ticulars, prices, profit mar- 
gin, ete. 


GREENFIELD TAP & DIE CORP. 
Greenfield, Massachusetts 


New York: 15 Warren St. Chicago: 611 W. 
Washington Blvd. Detroit: 228 Congress St. W. 


In Canada: Greenfield Tap & Die Corporation 
of Canada, Ltd., Galt, Ont. 


GREENFIELD 


80 











Provide Full Share 
of Employment 


(Continued from page 68) 


“It has been excoriated and 
libeled, singled out for overwhelm- 
ing and discriminating taxation, 
made the constant subject of re- 
strictive, costly and injurious legis- 
lative experiments, and berated be- 
cause its native speed has lessened 
as its pathway was crowded with 
political obstructions. 

“American industry desires reem- 
ployment and has constantly urged 
that recovery be placed ahead of 
social reforms not specifically aimed 
at this objective and which have 
thwarted the objective. 

“There are billions of dollars 
estimated at from $50,000,000.000 to 
$80.000.000.000 — of stored-up ex- 
pansion in this country today if the 
forces of recovery are unleashed. 
These forces will be encouraged by 
recognition of the following prin- 
ciples: 

“1. That an accurate knowledge 
of the extent and character of unem- 
ployment is essential as a basis to 
practical discussion, and the manu- 
facturing industry would gladly co- 
operate in obtaining such an authori- 
tative census. 

“2. That the chief pools of unem- 
ployment lie in the durable goods 
and particularly the construction in- 
dustries, and the service industries 
depend upon them. and that the 
financing of efforts herein requires 
long-term investment based upon 
confidence in the future. 

“3. That prosperous industry is 
the cause of expanding employment 
and the source of reliable and en- 
larged public revenue. 

“4. That neither an individual nor 
a business can employ at continuing 
loss nor unduly increase operating 
cost without jeopardizing through 
bankruptcy the employment of those 
now employed. 

“5. That expanding government 
competition with private industry is 
not only a deterrent to expansion of 
private employment, but is accom- 
panied by methods of competition 
which government itself prohibits as 
between private competitors. 

“6. That expansion of private en- 
terprise would be encouraged by 
the curtailment of governmental ex- 
travagance, which clouds the future 
with burdensome taxes. 

“7. That the importation of for- 
eign goods and rejected ideas affect 
injuriously American employment 
and adulterate American concepts of 
social and political life.” 









THE SIGN OF GOOD SEED 


PLUS 
ATTRACTIVE 
ADVERTISING MEDIUMS 
MEAN 
MORE PROFITS 
TO 
yOu 







iz ~ 
cod ure R 
Milford 











F. H. WOODRUFF & SONS 


MILFORD, CONNECTICUT 


TOLEDO, OHIO ~- BELLEROSE, L 1 


SACRAMENTO, CAL 


-- ATLANTA 








Porcelier 
VITREOUS 








PRICED TO , 
RETAIL IN 
VOLUME 


CHINA TEA POT 
Special for 






ORDER 
DIRECT from 


YOUR JOBBER 


ICE TEA SEASON 


for brewing and serv- 
ing tea in style. Avail- 
able in 3 cup and 

cup sizes. Also 6 and 
8 cup Drip Coffee 
Maker with sugar and 
creamer to match in 
same design. Makes 
wonderful ensemble. 


PORCELIER MFG. CO. 


GREENSBURG, PA 


HARDWARE AGE 
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BEWAUHALSNGG 
BASES 


“ACME” Ball Bearing Casters roll silently, easily, smoothly in any 
direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


‘““ACMES” are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “acmeEs” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 



























THE ScHATz MANUFACTURING Co. 


DD POUGHKEEPSIE, N. Y. 


waa lel BALL BEARING 
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“PHOENIX MEANS QUALITY” 


a 
_ 


SPORT * RUBBER 
SHOES | _. +40 SHOES 
\ 


¥ 


Our products are manufactured in the 
United States of America by Union Labor. 


Sold on an established policy through 
regular trade channels. 

PHOENIX MANUFACTURING CO. 
Chicago, Ill. Catasauqua, Pa. 


Successors to Phoenix Horse Shoe Co. 


LARGEST MANUFACTURERS OF 
HORSE AND MULE SHOES AND CALKS 
IN THE WORLD 


“THE SHOE WITH THE REPUTATION” 


[N [N 
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yowr sales 


“Here you are, Sir. See 
that DATE-LINE? That 
proves they’re fresh.” 





“That's a smart out- 
fit, good people and 
good merchandise.” 





DO THIS — It takes only 
one second to point out 
that “EVEREADY” BATTERY 
Date-Line. 





For SPRING 
WORK 





ae 

| wo-Biade Scrapers—No. 5-illustrated—2)/2” 
blades — Retails 50c—for Painters and Wood 
Workers. No. 4-same style with 142” blades— 
for small work and household use—retails 25c. 
No. 8—Reversible Pistol Grip handle—for 
heavy work —retails 75c. This group 
available on No. 170 Display for 
hardware and paint trade. Blades 
for Nos. 5 & 8, retail 25c¢ pr.- 
No. 4, 12¥c or 13¢ pr. 


WOOD SCRAPERS 


In Season 
EVERY 
Season 


Make 


sure your cus- 
tomer gets a 
superior glass 
cutter. Red Devil 024 
is best for amateurs 
and preferred by ex- 
perts. 


LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U. S. A. 
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Coming 
Events 


Eastern Hardware Golf Association’s 
Second Annual Tournament, Cavalier 
Hotel, Virginia Beach, Va., May 14 to 
16 inclusive, 1936. H. L. Gilliam, sec- 
retary-treasurer, 50 Church St., New 
York City. 


French Lick Hardware Golf Tourna- 
ment and Skeet Shoot, French Lick 
Hotel, French Lick, Ind., May 8 to 10 
inclusive, 1936. J. G. McFarland, sec- 
retary, 5689 Winthrop Ave., Indian- 
apolis, Ind. 


Louisiana Retail Hardware and Im- 
plement Association, Annual Conven- 
tion and Exhibition at New Orleans, La., 
June 15, 16 and 17, 1936. A. H. Aucoin, 
executive secretary, 336 South Rampart 
St., New Orleans. 


National Retail Hardware Associa- 
tion Thirty-seventh Annual Congress, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J., July 20 to 23 inclusive, 
1936. H. P. Sheets, managing director, 
130 East Washington Bldg., Indianap- 
olis, Ind. 


Southern Hardware Jobbers’ Associa- 
tion Forty-sixth Annual Convention, 
jointly held with the American Hard- 
ware Manufacturers’ Association Sev- 
enty-second Semi-Annual Convention, 
Memphis, Tenn., April 20 to 23 inclu- 
sive, 1936. Secretary Manufacturers’ 
Association: Chas. F. Rockwell, 342 
Madison Ave., New York City. Secre- 
tary Jobbers’ Association: T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga. 


Southeastern Retail Hardware and 
Implement Association 22nd Annual 
Convention and Exposition, City Audi- 
torium, Atlanta, Ga., May 19 to 21 in- 
clusive, 1936. H. M. Simmons, secre- 
tary, 317 Ten Forsyth Street Bldg., 
Atlanta, Ga. 


Triple Convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., Hotel Ambassador, 
Atlantic City, N. J., May 11 to 13 in- 
clusive, 1936. Secretary, National As- 
sociation: H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa. Secretary, Amer- 
ican Association: R. Kennedy Hanson, 
916 Clark St., Pittsburgh, Pa. Secre- 
tary, Southern Association: Alvin M. 
Smith, c/o Smith-Courtney Co., Rich- 
mond, Va. 


The Hardware Association of the 
Carolinas Annual Convention, Charles- 
ton, S. C., June 9 to 11 inclusive, 1936. 
Headquarters and sessions: Francis 
Marion Hotel. Arthur R. Craig, secre- 
tary, 803 Commercial Bank Bldg., Char- 
lotte, N. C. 


The Retail Hardware Association of 
Alabama, Inc., Annual Convention and 
Exhibit, Mobile, Ala., May 5 to 7 in- 
clusive, 1936. Headquarters, sessions. 
and exhibits: Battle House. J. H. 
Crowe, secretary, 410 N. Twenty-first 
St., Birmingham, Ala. 
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Bronze Outlasts 
All Other 
Screen 
Material— 


Window, porch and 
door screens made of 
Cortland Bronze Wire 
Cloth from our Special 
Alloy of 90% copper 
and 10% zine have 
exceptional strength 
and resist rust perma- 
nently. 


CORTLAND 
BRONZE 
Wire Cloth 


is guaranteed abso- 
lutely rustless. The 
way it lasts makes it a 
front line seller. All 
standard sizes. 





Ask your Jobber 
for Prices 


STEEL PRODUCTS 


“Natural gas now used 
in our furnaces produces 
very low sulphur steel 
whieh, together with a 
copper alloy, reduces cor- 
rosion.”’ 





& ‘ * 
CORTLAND, N. Y 








@ Expressing Philadelphia's 
ultimate in modern appoint- 
ments and guest comfort. 


1200 OUTSIDE ROOMS 
1200 MODERN BATHS ante 
RATES BEGIN AT $3.50 





NKLIN 
OTEL 8 2nictseriey, Mor 
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STRIKE OUT 


FOR MORE BUSINESS 


NOW! 


USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 


1353 


11404 


6471 


15934 


33809 


8144 


the following lists :— 


Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 Complete 


Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 


Hardware Retailers (Complete List). 
For $5.00 per M. 


Builders’ Supplies Dealers. 
For $6.00 per M. 


Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, 
the price is $7.00 per M names. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 
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Is your floor bare of certain 
styles and heights of fence? 
Are you running short on 
barb wire, steel posts, gates? 


Keystone worked all winter 
at full blast to supply deal- 
ers with initial Spring stocks 
...and... is continuing to 
work at top speed to take 
care of dealers’ last minute 
fill-in orders. 


This Spring, like every other 
Spring, finds many _ stocks 
badly depleted. Complete 
stocks mean more sales. 
Check up. Keystone wel- 
comes your rush orders. 


KEYSTONE STEEL & WIRE CO. 


Dept. P PEORIA, ILL. 


RED BRAND Fence and fencing 
products, profitable for you to 
sell—outstanding values for your 


customers to buy. 








What's N ew 


for Retail 


Hardware Stores 


Anna Sponge Display Box 


ae? (Lund Spunge 





This new, highly colored Anna 
sponge display box is one of the display 
and selling aids now being offered with 
Anna and Andy sponge and chamois 
assortments. Each sponge has _ the 
handy hanger tape, with which it can 
be hung up to dry. Both sponges and 
chamois have been awarded the Good 
Housekeeping Institute’s seal of ap- 
proval. American Sponge & Chamois 
Co., Inc., 47 Ann St., New York City. 


Carlton Double Boilers 





Nos. 3314, 332 and 333 made in ca- 
pacities of 14%, 2 and 3 quarts. Model 
331% (shown) is six inches in diameter 
and 7% in. in height. Suggested retail 
selling price of this model is $5.00 each. 
It is made of Carlton stainless steel 
ware. The Carrollton Metal Products 
Co... Carrollton, Ohio. 


Counter Displays 


For Filzit plastic filler and Lazy 
Bones paint brush cleaner. Use ap- 
proximately 14 sq. ft. of space and are 
made to form part of the shipping con- 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 


—New Colors—New Deals— 
EE. & ah 0:5 eka ee 























tainer. Both are free with 12 Filzit or 
with 24 packages of Lazy Bones. Lux- 
Visel, Inc., Elkhart, Ind. 


Schwinn Auto-Cycle 


Fully streamlined. ‘“Full-floating” 
saddle has padding of new process 
sponge rubber, which is said to keep 
seat cooler and more resilent; full 
grain, horsehide, and waterproof leather. 
Maker states spring units are synchron- 
ized to work in unison and permit 
saddle flex under all conditions. Speed- 
ometer, mounted on instrument panel 
handle bar brace, is removable. Dial 
is illuminated by button similar to horn 
button—both form an integral part of 
assembly frame. Wiring is concealed. 


Irwin Catalog Pages 


For the No. FX 22 Auger Bits to re- 
tail at 12c. for sizes from ™% in. to % 
in.; and at l5ec. for the % in. and %4 
in. size. Assortment includes: four 4/16 
in. and 5/16 in.; five *4 in.; two 7/16 
in.; five % in.; two % in. and % in. 
Dealer’s cost, $2.25. Also pages on Ir- 


win screw drivers in open stock; and 
screw driver counter display offer—an 
assortment of 24, made up of 6 different 
color combinations in 4 popular size 
blades. List price, $7.80; dealer’s cost, 
$5.20. The Irwin Auger Bit Co., Wil- 
mington, Ohio. 


Other features: Stimsonlite reflectors; 
tank with ample room for tools, etc.; 
safety fender ornament, in front of 
which is a reflecting button, which gives 
head-on protection in case lights fail 
and curb parking protection at night; 
dual headlights; chromium plated lug- 
gage carrier; non-rattling sprag stand; 
wide and deep mud guards—decorated 
and stripped; chrome plated Schwinn 
chain guard; balloon tires and Schwinn 
drop center rim. Cycelock supplied at 
usual additional cost. Arnold, Schwinn 
& Co., Inc., 1718-1752 N. Kildaire Ave.. 
Chicago, Ill. 





HARDWARE AGE 
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Stops Mildew and Rot; 
Lengthens the Life of Sails, 
Awnings, Tarpaulins, Canvas 


For all canvas or rope products, particularly where 
subject to water, dampness or mildew, Cuprinol 
will give long protection—proven by 20 years’ ex- 
perience in Europe. Cuprinol is a new profitable 
item for the American hardware 
trade. 


CUPRINOL 


REG. U. S. PAT. OFF. 


“Cuprinol for Canvas" is applied by 
brush or spray to one side of canvas 
only. It penetrates effectively to give 
the protection wanted. Rope, lines and 





nets should be dipped and wrung out. 

It is colorless, non-volatile, and insoluble in water. 

In pint cans at 75 cts., 12 in display cartons, $9.00 less 

33.1/3%; in quart cans at $1.15, 6 to a carton, $6.90 less 
33 1/3%. Also “Cuprinol for Wood," green 
or clear, same quantities and prices. 


Through Your Wholesaler 





Cuprinov 


REG. US. PAT. OFF. 


CUPRINOL, 
1190 Adams St. 


Inc. 
Boston, Mass. 



































’ HOLTITE 

' WOOD SCREWS \ 

/ Stock the complete Holtite line 

/ NUTS + SCREWS: RODS 

| BOLTS - WASHERS »* RIVETS 
,"THREAD-FORMING" SCREWS 

, for fastening sheet metal = 


\ Sold through 
Hardware Jobbers . 


CONTINENTAL SCREW CO. 
ir neon 


Massachusetts 

























SOUTHERN BRANCH 
1421 Fort Street 
Chattanooga Tenn. 


WESTERN BRANCH 
6529 Russell Street 
Detroit, Michigan 









COLORFUL 


wchigan Uvenue 











WITH PRIVATE 
BATH FROM 
$ a? The charm of a Michigan 
Avenue address - the lux- 
ptt $4 ury of Hote! Auditorium 
BATH FROM i service - the convenience 
§ 50 i of its "just off the Loop” 
‘ ||| !ocation -the delights of 
| its world famous dining 
i room -all these are now 
|| yours at a very 
| economical cost. 
GEO. H hi HOTEL 
Minece |j|/ AUDITORIUM 
MANAGER 
| 
== MICHIGAN AVE. aT CONGRESS ST == 
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A Sure Trick ... for Greater Profits 





rbd acc the new chrome green NO-MAR finish 
Hand Garden Tools will clinch your customer's 
selection because of its obvious strength and 
durability. A sure trick for more Spring sales 















and greater profit. ... Order TRUMP Hand 
Garden Tools today. Either individually or in the 
three-piece set illustrated. 


NO-MAR 
FINISH 





ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. NIAGARA FALLS, ONT. 
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Profit BY 


PREFERENCE 


Parents know Columbia 





bicycle quality. Boys are 
being told about the 
brilliant new models in | 
National Advertising. 
You stock Columbias 


and profit by their pref- 
erence. Write today for 
information about the | 
new Columbia franchise. 


Spoerl Went After 
Awning Business 


(Continued from page 27) 


10 days being required for the 
order to go through. The fac- 
tory makes up everything com- 
plete for hanging, including the 
ironwork, from measurements and 
specifications sent in with the 


| order. 


The store man working outside 
calls at homes and solicits busi- 
ness. During the fall of the 


_ year he drives around over the 


city and notes the condition of 
the awnings on various homes. 
He checks the house number, 
learns the name of the owner of 
the home, and then canvasses him 
for next year’s awning work. 
Awning installations run from 
$25 up to several hundred dol- 
lars. Repairs and storage are 


| other features that are being de- 


BICYCLES 


THE WESTFIELD MFG. CO. 


Westfield, Mass. 

















The BEST 


TAPE 


MADEC¥ 








Sas 
ADHESIVE 


= 
SUPERIOR 
QuALITY 


U/L LLL 

Nin aie 
an Ve = 
Spy a 


SLIPKNOT 
FRICTION 
TAPE 


PLYMOUTH RUBBER COMPANY. Inc 


CANTON. MASS 


Your Jobber Has It 


also 
SLIPKNOT CEMENT-ON 


RUBBER SOLES | 











veloped at present, from which 
additional revenue is obtainable. 

“We had no idea of the amount 
of business in this field until we 
started promoting it,” said Mr. 


| Spoerl. “My next door neighbor 


spent $250 for awnings last year, 
and I knew nothing about it. A 


| cousin of mine invested $100 in 


awnings—a job we missed. Al- 
though we overlooked some last 
year, we are going to get them 
this year, for our promotion will 


| be outstanding enough that every- 
| body in the city will know sup- 


plying awnings is part of our 
service.” 

Mr. Spoerl’s outside man is 
paid a commission of 10 per cent 
on leads turned over to him by 
the store, and 15 per cent on 
business he works up himself. 





Silex Automatic Control 





This device is built into the cover 
and makes it possible to shut off the 
current. It is available as an accessory 
for sale with any model Silex glass 
coffee maker. When purchased with a 
model the list price of the control is 
$2.50. When offered as a _ separate 
control, list price is $2.95. The Silex 
Co., Hartford, Conn. 























PREFERRED 


because of 
durability 
and accuracy 


SHIELD BRAND 
TOOLS 


sell on merit 
alone 


Ft A) 
THE STANDARD TOOL (0. 





CLEVELAND OHIO 
BRANCHES: 
NEW YORK — DETROIT — CHICAGO 











Small Avenues fo Big Profits 
HINDLEY WIRE GOODS 


BRIGHT WIRE GOODS 
WIRE SPECIALTIES 
COTTER PINS EYE BOLTS 


HINDLEY 





MFG. CO. 
VALLEY FALLS, R. I. 








oo 
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Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 














CM NA/L 
CLIPPERS 


The “Gem Junior” 


An eye-pleasing streamline 
clipper with keen, hardened 
cutting jaws and efficient file 
and cleaner. Colorful coun- 
ter card displays one, stores 
eleven. Retail, 25c. At job- 
bers’. Send for catalog price 
sheet. 


The H. C. Cook Co. 


Ansonia, Conn. 


COOKS 


NA CLIPPE 






HARDWARE AGE 
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FOR HARD-TO-REACH PLACES 


EAGLE 
Flexible Spout 


Oiler 


Retails for 25c 


9964904849400 e045 888 





Another Eagle Oiler which is proving popular in 
hardware stores all over the country. The one-piece 
seamless drawn steel body is copper plated. The 
spout is asbestos lined rustless flexible steel tubing 
with a sleeve-type metal tip. The spout is flexible and 
yet rigid enough to hold any position. The one piece 
body and double seamed bottom make this’ sturdy 
oiler absolutely leak-proof. For hard-to-reach places. 
An extremely useful oiler for service station or garage. 
Ask your jobber about the new Eagle Flexible Spout 
Oiler that can be sold at a competitive price. 


EAGLE MANUFACTURING CO. 


WELLSBURG W. VA. 
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A NEW 


WY Rea tetciete FIREPLACE 


pamren Lp sularby 


New Series S Majestic 

Fireplace Damper is 

scientifically designed 

for perfect control of 

draft and to help prevent 

THE smoky fireplaces. Embodies 
MAJESTIC built-on lintel, a Majestic 
oF feature of proven worth. 
HUNTINGTON Easily installed in new or old 
INDIANA fireplaces. Absolutely tight, 


* hence especially adapted to 


Ett atetoh ate bhated at-1c am atebaatst-F 








EVERY PAGE SHOWS 
SPEED(Z)LITE PROFITS C7 


Right now is the time for you to cash ; 
in on Sanding Machine Rentals. Every ¥e 
page in your rental book will show sub- we 
stantial profits, also extra profits on the 
sale of various materials needed by home 
owners for refinishing their hardwood 
floors. 










Most dealers report average earnings of 
about $63.00 per month from a 
single SPEED-O-LITE machine. One 
store reported a gross revenue of 
$433.54 in 47 days. 10 
to 20 rentals per month 
are frequent. Our Sander 
requires no experience to 
operate. It puts a ball- 
room finish on hardwood 


Sold 
Gonpiote 


floors at low cost to home and 
owners. Guaranteed com- Guaranteed 
pletely including Motor 

for one year. Our FREE Fer wad ane 
Sales Helps assure rentals. Including 
Send for full particulars. Motor 


LINCOLN-SCHLUETER FLOOR MACH CO. 


212 W. GRAND AVE. 


CHICAGO,ILL. 


ABRASIVE PRODUCTS, inc. 


SOUTH BRAINTREE MASS. 


GENUINE JEWEL ABRASIVES 
EMERY — FLINT — JEWELOX 





Packed in the TIME-AND-WASTE-SAVING 
JEWEL DISPENSING BOX 


“2! 
Rewwaer BRILLIANT 


‘a 
5 PERFORMANCE 


P RODD 
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THIS MARK 
GUARANTEES 














Abrasive Products, Inc. 
South Braintree, Mass. 


Send me a copy of your NEW catalog (H.A. 5) 
I Sard 5,5 Sta 'ncb 0 aoa is 
EEE Ree ee Ee Tee ye re eee 











Fisherman’s Float 


“Fish-N-Float” — holds a 6.00x 16 
inner tube, and has a zipper all the 
way round to facilitate removal of tube. 
Canvas cover is of heavy olive drab. 
Will fioat a man of normal size. Weighs 
four pounds and has straps for carry- 
ing on shoulders. As extra equipment, 


paddles have been made to be at- 


tached to the feet. Said to move 


noiselessly and accurately. Sold com- 
plete with tube and cover, with or 
without zipper, and also cover with 
zipper opening so that inner tube from 
car may be utilized. Tucker Duck & 
Rubber Co., Fort Smith, Ark. 





Iron Cement 


This iron cement is said to be a fine- 
ly pulverized iron compound which posi- 
tively stops leaks of water, gas, oil, 
steam in pipes, tanks, boilers, radiators, 
etc. May be used on all metals. It’s 
mixed with water and applied. Avail- 
able in 3-0z. can, %-lb. can and 1-lb. 
can. Sheffield Bronze Powder & Sten- 
cil Co., Inc., Cleveland, Ohio. 


Crack Filler 


Margon non-inflammable powder. 
When mixed with water, forms a plas- 
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tic compound suitable for repairing 
cracked or broken wood or plaster. In 
natural wood color with oak (yellow), 
mahogany (red) and gray tints packed 
in each can. One pound sample can 
available on receipt of 10c to cover 
postage and packing. United Gilsonite 
Laboratories, Scranton, Pa. 


Gasoline Engine Washer 





Model 271—has Leverless Wringer 
with all wringer actions automatically 
controlled from the top; 14x23 in. 
double action tub; giant Hi-Vane agi- 
tator; 4cycle Briggs Stratton engine; 
quiet action clutch with outside finger- 
tip control. Attractive cream tub and 
cream shade of finish on base, legs, and 
wringer side. One Minute Washer Co., 
Newton. Towa. 








Just Among Ourselves 


(Continued from page 26) 


States Laws— 

The combination of state fair 
trade laws (as in California) and 
the Patman Bill (or equivalent) 
would provide the necessary 
legalizing machinery for control- 
ling price-cutting on both intra- 
state and interstate, selling. With 
such a combination in force every 
manufacturer, honestly intending 
to do so, could prevent destruc- 
tive price-cutting on the distribu- 
tion of his products. The fight on 
the federal anti-price discrimina- 
tion measures is sufficiently diffi- 
cult and complex to warrant im- 
mediate and concentrated atten- 
tion. If the Patman Bill becomes 
a law, state-wide campaigns 
should be resumed for state fair 
trade laws. If this proposed na- 
tional law is defeated this year, 
the fight for it or a similar law 
must be resumed when the next 
Congress meets. 


Conclusion— 


Independent retailers and 
wholesalers have long and loudly 


complained of the unfair price ad- 
vantages enjoyed by chains and 
mail-order houses—and justly so. 
They have every right to a more 
equitable basis and should have 
it. They have expressed individu- 
ally and collectively their great 
need for legislative relief. Such 
relief is proposed by Representa- 
tive Patman and the others men- 
tioned. But they can’t do it all 
alone. They must have support— 
vigorous, articulate, fighting sup- 
port. Other members of Congress 
and the daily press must know 
how independents feel—and how 
they intend to vote when candi- 
dates again stand for election. 
Voice your demands as citizens 
and business men—and do it now. 
If you don’t move quickly and 
decisively toward this goal—it 
may be too late and a golden op- 
portunity wasted. And be sure 
that your support is given only to 
legislation that truly protects 
your best interests. 


HARDWARE AGE 
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LOOK FOR THE “GsB” LABEL-- YOUR PROTECTION A 


Galvanized 
theo 14-16518-20 ‘ Steel Wire 
24 © 90 Mesd-sieo jot 

Ex Hey 14 Meth Only in all grades 


PREFERENCE: Continued preference with experienced buyers everywhere, and the increasing number 


14-16 Mesh 


of new customers, testify to the soundness of our adherence to the standards of QUALITY 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factory-Manufacturers 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
ity, Mo. 


New York City Georgetown, Conn Blue Island, Ill. Kansas C: San Francisco 


ASBESTOS 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS DIVISION 
of Raybestos-Manhattan, Inc. 
Bridgeport, Conn. 


FOR ALL 
TYPES OF 

_ WICKLESS 
__ STOVES 


5 | 
A 


FIVE Aa 
DIFFERENT | 
SIZES 





APRIL 23, 1936 








‘ v ~ aay 


. ~ Twin-Cylinder 
Outfit with Ma- 
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SAYLOR-BEALL 
Portable Spraying Outfits 


Paint-up time is here! Make sure you 
get your share of the profits by han- 
dling a complete spray equipment 
line. Write today for our new catalog 
of single and twin-cylinder compres- 
sors, spray guns, atomizing nozzles, 
insecticide and germicide sprays, filt- 
ers, regulators, hose, fittings. 


SAYLOR-BEALL 
MANUFACTURING COMPANY 


1509 East Philadelphia Ave., Detroit, Michigan 


terial Tank and 
un. 








Profitable 
... Easy to 


tool is a great 


tising in nation- 
al publications 
with 5,000,000 
monthly circu- 
lation directs 
buyers to you. 












SEND FOR # 
Sree BOOKLET 


HAN DEE: 


A demonstration fascinates 
every one who sees it and 
makes sales. This marvelous 


store attraction. 


TOOL OF 


100! 
USES! 

















Sell 


window and Plug In Any 
Our adver- Light Socket 


Does away with slow hand work. 110 
volt A.C. or D.C. 13,000 r.p.m. For use 
at home, in shop or take to job. Uses 
200 different accessories—grinds, pol- 
ishes, routs, drills, cuts, carves, sands. 
Saws, sharpens, engraves Retail price 
$10.75 and up. 3 Accessories FREE 


MeLine MODEL! 


25,000 r.p.m. For constant service, nothing 
else like this easy-to-handle tool for saving 
time end labor. he tastest, smoothest, most 
owerful tool for its “ype and weight, 12 oz. 
Leoath, 6”; diam. 14%”. Retail price $18.50 
6 Accessories FREE 


Write for discounts and our special offer to 
place in your hands a Demonstrator Outfit. 


CHICAGO WHEEL & MFG. CO. 


1102 W. Monroe Street 
CHICAGO, ILL. 
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"A 


em 


aboutthat“Date-line” on “Eveready” 
Batteries and they’ll appreciate it. 
It just takes a second to point it out 
—but it shows the customer that he 
is getting full value for his money 
— shows him that the batteries you 
sell will last longer. So point out the 
“Eveready” “Date-line,” because 








} 


*‘PUSH-OVER” 
DOOR 
HARDWARE 


Here's just the 
door hardware set 
ou need to land that 
bis volume of business 
that demands quality and buys on price. 
ALLITH ‘''50-50°'—''Push-Over''—is easy to in- 
stall, even on old doors when in good condition 

- - nothing to get out of order—no springs, no 
trouble, no maintenance . . . perfect action . . . 
ALLITH quality in every detail . . . and the 
lowest price on record. 


Write or WIRE for details and prices TODAY. 
ALLITH-PROUTY MFG. CO., Danville, 1M. 
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Favor Patman Bill 
(Continued from page 34) 


tailers to be higher than those 
accorded wholesalers or vice 
versa.” 

The section allowing differen- 
tials based upon cost, is declared 
to be of great importance because 
it provides free use of the more 
economic processes of manufac- 
ture, methods of sale and modes 
of delivery. The bill neither re- 
quires nor compels the granting 
of discriminations or differentials 
of any sort, it was pointed out, 
and permits any who wish to do 
so entirely free to sell to all at 
the same price, regardless of dif- 
ference in cost, or to grant anv 
differentials not in excess of such 
differences. It permits differences 
in overhead, where they can actu- 
ally be shown as between the cus- 
tomers or classes of customers, 
but it precludes differentials 
based on the imputation of over- 
head to particular customers, or 
the exemption of others from it, 
where such overhead represents 
facilities or activities inseparable 
from the seller’s business as a 
whole ‘and not attributable to the 
business of particular customers 
or of the particular customers 
concerned in the discrimination. 

The bill permits the Federal 
Trade Commission to fix, as to 
particular commodities, quantity 
limits beyond which quantity 
price differentials shall not be 
permitted, even when supported 
by cost differences of the char- 
acter authorized. ‘ 

“This proviso rests upon the 
principle that where even an ad- 
mitted economy is of a character 
that is possible only to a very 
few units of overshadowing size 
in a particular trade or industry. 
it may become in their hands an 
instrument that lessens competi- 
tion and that tends to create a 
monopoly; and that in forbidding 
its use and foregoing its benefits 
the public is merely insuring its 
freedom from monopoly con- 
trol,” the report stated. 

The provision relating to bro- 
kerage permits the payment of 
compensation by a seller to his 
broker or agent for services ac- 
tually rendered in his behalf. It 
also permits a buyer to pay his 








For Your Customers 


FREE IVY BALL 


with every one ounce bottle of 

EEN GARDEN 
EVER GR SPRAY 
Ever Green Garden Spray has always been a 
fast selling profitable item. Sells even faster 
with this beautiful Ivy Ball.Find out about this 
astonishing deal. Order from your whole- 
saler or direct, giving name of wholesaler 


McLaughlin Gormley King Company, Minneapolis, Minnesota 








STANLEY’S 
CROW 
REPELLENT 


fhe Standard for Over Twenty Years 


Protects Seed Corn From All 
Birds and Animal Pests 
Write for Complete Information 
Manufactured Only by 


The Cedar Hill Formulae Co. 


Box 1129 P, New Britain, Conn. 














Horse & Mule —for 
Shoes over 

100 

Hand puddied Fae 


bar iron and 
iron rivets 


BURDEN IRON COMPANY 


TROY, N. Y. 



















(T’S EASY TO SELL 
Gardiner Repair-All Sol- 
der (Acid-Core) in handy 
full size household pack- 


competition and _ allows 
full margin of profit. 
its uniform high quality 


ers. 
5 tins—10 tins to a counter 
}.77,, display carton. 
. Your jobber can supply 
you. 


ee omerZ 7» 
+b © lardiner = 
METAL CO.4 at 


A 







4821 So. Campbell Ave. Chicago, Il. 











The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
596 Atlantic Ave., Boston, Mass. 











Good 
Management 


© is merely the transmission of 
* the intentions and purposes 
* of the management through 
* the staff to the customers 
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STOVE a 
pots 


Bolts—Tire, Sink. 

Screws—Wood, Drive, Coach, 
Machine, Cap, Set, Thumb, 
Lock Cap, Knob. 

Nuts — Semi-finished, Machine ff 
Screw, Acorn Cap. ' 

Chain — Sash, Jack, Safety 
Ladder, Furnace, Register. ff 

Escutcheon Pins 


THE CORBIN SCREW 
CORPORATION 


THB AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


New Britain, Conn. 


Warehouses: 
New York Chicago 
Philadel phia 


PREMAX G» SPRINKLERS 


GUARANTEED A LIFETIME! 
EXCLUSIVE SALES FEATURES 


Make Volume Business—Profits—and 
Customer Satisfaction 


Friction, in competitive models, produces uneven 

revolution and consequent unequal distribution 

of water over successive sections of the circle, 

especially at low speeds. PREMAX distrib- 

utes the water evenly because of the friction- 
less “floating head” operation. 


PREMAX gives a written guarantee that 
this is one sprinkler that just won’t wear 
out. It meets all needs—and that means 
ready sales everywhere. 


Get Bulletin HS-36 and prices. 


Your Jobber can supply you. 


FLOATING 
HEAD 


eo 


PREMAX SALES DIVISION, Chisholm-Ryder Co. Inc, Niagara Falls, N.Y. 
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WARNING... 


It’s Time for Dealers 


to Check Their Stocks 
of "BLACK LEAF 40” 


Tue most active selling-season on “Black Leaf 
40” is rapidly approaching. Almost every family 
is a prospect for “Black Leaf 40” during the 
Spring and Summer season. 


“Black Leaf 40” kills. aphis, leaf hopper, thrips, 
red bugs, etc., in the garden. It aids in the con- 
trol of damaging insects on fruit—is economical 
and effective for poultry delousing, killing lice 
on live-stock, etc. A little sprayed on shrubs 
and evergreens keeps dogs away—they dislike 
its odor. 

SELLS THE YEAR ’ROUND—because it has so 
many uses “Black Leaf 40” never becomes dead 
stock. A newspaper campaign breaking soon in 
nearly 4,000 communities will bring customers to 
your store. Ask your jobber or write for our at- 
tractive new display material. 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORP., Incorporated 
Kentucky 














Louisville 











HARDWARE MERCHANTS PROFIT! 


New KADETTE Completely Portable 
BATTERY RADIO—Model 400 





For the First Time a Battery Radio for 
Farm Homes, Schools, Camps, Cottages, 
Boats, Trailers, etc., that Gives Wired- 
Home Reception from a Battery Radio 


Only 25% of all the farm battery radio sets will 
work. Hundreds of thousands of farms are without 
radios. Farmers need radios for weather reports, 
market reports, education and entertainment. Elec 
tions are cOming, too! Add to this the thousands of 
cottage owners, boat owners, motorists owning trailers 
and you'll see the tremendous possibilities 
of this new portable battery radio. 

You have never seen or heard a radio like 
the Kadette 400. It saves 50% on original 
battery costs. No expensive A batteries 
needed. It saves 25% on battery drain with 
Kadette battery saver. It saves 100% speak 
er battery drain because of revolu 
tionary Perm-O-Flux permanent 
magnetic speaker.300 hours pleasure 
before 3 ordinary ignition dry cells 
need be replaced. Beautiful walnut 
cabinet, excellent reception,standard 
broadcast and short wave. Aerial 
and ground attached. Complete 


25 lbs. with batteries— 
completely portable. $ 2 9. a 5 
Write for full information on dis- 


counts, dealer helps, etc. Here is 
abattery radioyou can easily sell 

















International Radio Corporation, Ann Arbor, Michigan 


———_— ee ee 


MONEY MAKING COUPON 


International Radio Corporation 
507 Fourth Street 
Ann Arbor, Michigan 
Send me full information on Kadette Battery Radio 
Model 400 with dealer discounts and selling helps 


ene 


Street Address 
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Independent Merchants Favor Patman Bill 


broker or agent for services in 
connection with the purchase of 
goods actually rendered in his 
behalf. But it prohibits the di- 
rect or indirect payment of bro- 
kerage except for such services 
rendered. It prohibits its allow- 
ance by the buyer direct to the 
seller, or by the seller direct 
to the buyer. Likewise it pro- 
hibits its payment by either to an 
agent or intermediary acting in 
fact, for, on, in behalf, or sub- 
ject to the direct or indirect con- 
trol of the other. 

The report says that still an- 
other favored medium for the 
granting of oppressive discrimi- 
nations is found in the practice 
of large buyer customers to de- 
mand, and of their sellers to 
grant, special allowances in pur- 
ported payment of advertising 
and other sales-promotional ser- 
vices, which the customer agrees 
to render with reference to the 
seller's products, or sometimes 
with reference to his business 
generally. The bill prohibits the 
granting of such _ allowances, 
either in the form or services 
or facilities themselves furnished 
by the seller to the buyer, or in 
the form of payment for such ser- 
vices or facilities when under- 
taken by the buyer, except when 
accorded or made available to 
all competing customers on “pro- 
portionally equal terms,” a 
phrase designed to prevent the 
limitation of such allowances to 
single customers on the ground 
that they alone can furnish the 
services or facilities or other con- 
sideration in the quantities speci- 
fied. Where a competitor can 
furnish them in less quantity, the 
report explained, but of the same 
relative value, he seems entitled 
and the clause is designed to ac- 
cord him, the right to a similar 
allowance commensurate with 
those facilities. The clause affects 
in no way the use of exhibit 
space, advertising space, etc. 

In a minority report, Represen- 
tative Celler, of New York, rank- 
ing Democratic member of the 
committee, strongly attacked the 
Patman bill. He declared that it 
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(Continued from page 90) 


strikes directly at the primary in- 
terest of the public by denying 
consumers the assurance of ob- 
taining the benefits of the lowest 
prices the most efficient methods 
and equipment can bring about 
under free, but fair competition. 

“It will, therefore, if enacted, 
result in reduced consumption, in- 
creased unemployment, and, final- 
ly, in harm to those who most 


ardently believe it will increase’ 


their profits,” said the minority 
report. “It endeavors to assure 
1,700,000 wholesalers and _ re- 
tailers greater profit opportunities 
at the expense of 127,000,000 con- 
sumers. In practice, it will, as a 
result of increasing prices in 
order to give the 1,700,000 whole- 
salers and retailers the added dol- 
lars they seek, reduce the number 
of units the 127,000,000 can buy 
—every distributor and _ retailer 
will then have less units to make 
and market, and unemployment 
will result, causing additional re- 
ductions in the consumption of 
units, until the final effect both 
becomes harmful and_ brings 
about some new method for giv- 
ing the consumer lower prices. 
“This legislation attempts to 
prevent a manufacturer from pass- 
ing on to the consumer savings in 
quantity manufacturing.” Mr. 
Celler said he had no brief for the 
chain stores. They doubtless have 
many besetting sins, he declared. 
The efficient chain store, he 
pointed out, can undersell the in- 


efficient independent small dealer, 
particularly those small dealers 
“who have stubbornly refused to 
adopt the more modern methods 
of merchandising, or to join with 
other small dealers in buying 
jointly. Any efficient independent 
with up-to-date methods need 
never fear the chain.” 

Mr. Celler said that whatever 
new restrictions it may be felt 
wise to lay upon the chains, any 
unfair or predatory trade prac- 
tices which it may be desired to 
curb, can easily be provided for 
by simply adding specifications to 
Section 5 of the Federal Trade 
Commission act or _ enforcing 
rigorously the present provisions 
of the Clayton act and the Federal 
Trade Commission act. 

Mr. Celler also struck at the 
so-called anti-basing point pro- 
vision in the bill. He said it 
would be “most ill-advised and 
dangerous” and would have “the 
most serious and _ deleterious 
effects upon industry.’ The pro- 
vision, which would require f.o.b. 
pricing at plants, he said, will 
localize all industry and manu- 
facturing. He also protested that 
the basing point system of pric- 
ing is before another committee 
which has conducted exhaustive 
hearings and that it should de- 
termine the merits of the subject 
which was given no hearings be- 
fore the House Committee in con- 
nection with the Patman bill. 





Letters to the Editor 


(Continued from page 62) 


understand closers, and can depend 
on the one we sell. 

Gun repair work is also very pro- 
ductive of sales. Any man who has 
talked over the features of his pet 
gun with a gunsmith likes to visit 
again and relate his hunting stories, 
usually departing with a box of 
shells and leaving a deposit in the 
cash register. 

We think that service work is 
good advertising, too, for people are 
more apt to mention good work in 
repairing something than the fact 
that they make a purchase. In the 


case of key making, where the natne 
and address is stamped on it, one 
can get free advertising for a long 
time from one key and it extends 
long distances, too. 

As you can see from this letter- 
head, this store has been in busi- 
ness for 70 years, and my grand- 
father and father both found that 
service did combine with selling in 
the retail hardware business. Keep 
on with your articles, Mr. Norvell, 
there’s a lot of good things in them. 

Epwarp L. Raus 


HARDWARE AGE 

















SUPER APEX 


has a zine coating almost twice as heavy as some other widely and 
more ox less carelessly advertised lines. 


On top of this zinc coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 


in “Salt Air,” moisture or gaseous laden climates is almost double 
the life of cloth made by the old process. 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOYS 
ANTIQUE BRONZE — ALUMINUM 


HANOVER WIRE CLOTH Co. 


HANOVER, PENNSYLVANIA 











For Fast Work In An Emergency 
Motorists and mechanics have to work fast in an 
emergency. That’s why they like the B. & C. 
Adjustable “S” Nut Wrench. It ad- 
justs quickly to different sizes of nuts. 
Can be used in places where ordi- 
nary wrenches cannot reach—and it 
grips and holds securely. Steady, 
profitable seller. 5 sizes: 6 
to 14 ins. incl. 14 doz. in 








Repairs Unsightly Chipped Porcelain 


When home owners hit and chip 
porcelain or enamel fixtures— 
Tilette Liquid Porcelain Glaze ~ 


will quickly repair them like = , 
new. Ideal for Porcelain and y 

Enamel Sinks, Bath Tubs, , 
Lavatories, Refrigerators, etc. 

Ready for use, waterproof, 


dries quickly with a perma- 
nent porcelain gloss. In 1 oz. 
jars, packed 12 to attractive 
counter display. Quick 25 
cent seller. Liberal profit. Ask 

your jobber to supply you. 

If he cannot, write to us. 


















Liquid Porcelain Glaze 





box. 
Ask your Jobber. 


BEMIS & CALL CO. 


SPRINGFIELD MASS. 


TILETTE 
CEMENT CO., INC. 
401 Lafayette St., 

nu. ¥. 6. 

1115 Temple St., 
Los Angeles, Calif. 


























Perfection-The Original 
Roller Flange Grass Catcher 


You can honestly tell your customers that the Perfection not only catches 
grass, but holds it. 

The unique roller flange holds catcher right up to mower roller where 
it catches all the cut grass and lets it slide back to a lower level. Wire 
re-inforcement all around 
strengthens base, prevents 
canvas from pulling away. 
All this means much longer 
life. Adjustable steel hooks 
fit any mower. 

Extra heavy white or 
striped duck. Ask your 
jobber; or write for special 
booklet. 





STAR HEEL PLATES 


Outstanding quality for leather shoes, 
They sell like sixty—that’s profit news; 
Give STAR’S a trial—watch sales climb 
They ring the cash register every time. 





Nine sizes for any size shoes. 14 gross pairs 
in box. Also assorted 3 pairs on cards. Sold 
by Leading Jobbers. Send for Samples and 





OOOOOOOOOOOOGOO6 


OOOOOOOOOOOGO006 


T H P F T Pr ices. 
2701 N. Leffingwell Ave. = i AR HEEL I LATE co. 























PAIN'T 


oe SPRAYERS 


Fast, efficient “professional type” DEALERS 
electric spray outfits for all general Write for com- 
painting, etc. List at only $5.00, a 
$14.00, $20.00. Auto power sprayers $2.60 ericos end 
and up. Splash feed oil system, new type discounts. Sell 
diaphragm compressor, steady pressure, no : peed Es 
cylinders, pistons or rings to wear out. prayers right 
Quality at low cost. pol 


off your coun- 
W.R. BROWN CO. 2014N. Major Ave. CHICAGO 












NO. 860 
LIST PRICE 


192 


COMPLETE 


4&SS MOTOR 































93 


APRIL 23, 1936 








94 





_ Hand thema . 


“Master 


and you offer 
the Finest 


Master Jock (o. 


MILWAUKEE,WIS 





Letters from Flood Areas 


(Continued from page 45) 


a lot of catalogs, etc., but would cer- 
tainly appreciate receiving another 
copy of the Harpware AcE “Who 
Makes It?” Directory so that we can 
write for catalogs and prices we de- 
sire. 

Tuos E. Gitcurist, 

Secretary-treasurer, 

The Wilson Hardware Co. 





LocKHAVEN, Pa.—During the re- 
cent flood our office was covered 
with water and all of our files, in- 
cluding catalogs, etc., were destroy- 
ed. We would appreciate latest 
literature, catalogs, price lists, etc., 
pertaining to our line. 

Morris L. CLAstTeR 





Jounstown, Pa.—Please send us 
a copy of the Harpware AcE “Who 
Makes It?” Directory, as ours was 
lost in the flood. Also interested in 


fixtures. 
The Paint Store 


A Woman Runs 


Jounstown, Pa.—Will you please 
mail us a copy of the “Who Makes 
It?” Directory. The copy we had 
went down the river along with our 
catalogs, etc. 

Frank C. OveRDORFF, 
Overdorff Bros. Hardware Co. 





Sunsury, Pa.—Kindly do _ not 
overlook sending us a copy of “Who 
Makes It?” to replace copy in our 
office ruined by the flood. 

Geo. W. Hackett & Sons. 





SPRINGFIELD, Mass.—We have no- 
ticed since we have returned to our 
store that our new Modern Mer- 
chandising Book was lost in the flood. 
Do you suppose we could possibly 
get another one, we certainly miss 
it. Our store had 5 feet of water in 
it and we are trying very hard to 
rehabilitate. 

Brightwood Hardware Co. 


a Hardware Store 


(Continued from page 47) 


to the putting in of quite a stock 
of these flowers. 

Merchandise that has an attrac- 
tive appearance as well as a utili- 
tarian value includes decorative 
tinware for the kitchen, such as 
pantry sets, bread and sugar boxes, 
salt and pepper boxes. In addi- 
tion there is a good stock of 
enamel and other kitchenware. 

A recent change in the store was 
the removal of the paint depart- 
ment from the rear to a point half 
way towards the front. The shelved 
stock includes a full line of high 
grade paints and varnishes and a 
lower priced line. In addition to 
staple lines of paints and brushes 
this department has artists’ brushes 
and colors in oil and also a wide 
assortment of transfers for decor- 
ating chairs and other articles of 
furniture. There is a ready sale 
of these transfers to women who 
do their own repainting of furni- 
ture. 

The method of displaying fish- 
ing tackle in the store is both effi- 
cient and unusual. This was 
developed by Miss McKenzie’s 
brother, who assists in the store. 


The tackle is hung on wire hooks 
in an open front case 8 ft. wide. 
These hooks, about 250 in number. 
extend out three or four inches, 
providing room for several pieces 
of tackle on each hook. Fish 
hooks, bobbers, lures and _ bait, 
spinners and other fishing equip- 
ment are hung on these hooks. 
Each hook has a price tag. With 
this’ arrangement the entire stock 
is brought within the close vision 
of the prospective purchaser; it 
permits him to serve himself and 
there is no handling in and out of 
boxes that would cause the tackle 
to become shop worn. Also the 
management can see at a glance 
the condition of the stock and 
what are the best selling items. 
On a shelf beneath the display of 
tackle are glass covered bins in 
which sinkers are carried. Reels 
are strung on a nickel plated rod 
at one side. Fly and casting fish- 
ing rods are carried upright in a 
case at the side of the fishing 
tackle case which has room for the 
display of 35 rods. 

Incidentally, purchase of fish- 
ing tackle are made by women. 


HARDWARE AGE 
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SURE-GRIP 


Stock up with dependable, non- 
corroding "Sure-Grips." This is 
the one complete line that en- 
ables you to serve every cus- 
tomer. For air, beer, garden, 


hose—use "Sure-Grips." Spe- 
cial clamps made to your order. 


Ask your jobber—or write 
us direct for price list. 


Syracuse N. Y. 


Aladdin 


SANT-SEALD 


Vacuum Bottles 


Pints = Quarts 
The first and only Vacuum Bot- 
tle to which the word durability 
could be justly applied. Quality 
throughout. Sold only through 
legitimate independent dealers 
under a new dealer profit-protect- 
ing policy. 

Write at once for illustrated circular, prices, 
discounts and details of profit-protecting policy. 


] ALADDIN INDUSTRIES, Inc. 


609 W. Lake St., Chicago, Ill. 
721 E. Yamhill, Portland, Ore. 

















Quick Sales 
. Quick Profits 


@ The size is known by the color 

@ Shock and vent proof top 

@ Cadmium Plated Metal Parts— 
prevent corrosion 
make better contact 

@ Packed in neat 5-unit carton— 
10 cartons in attractive display 
box 
Each fuse. bears Underwriters’ 
Label 

@ A million in a million show 
when they blow 
If your Jobber cannot supply 
you write us. 


TRICO FUSE MFG. CO. 


MILWAUKEE Dept. H WISCONSIN 


SHOCKPROOF 











ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 


Useful for 


PERSONAL SALES CONTACTS 
CREDIT DEPARTMENT 
DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST., NEW YORK, N. Y. 





Price $10.00 a Copy 
Cheek with Order 
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suction, automobile or steam | 


J. R. CLANCY, Inc. | 





More Sales in YOUR Store! Here’s How! 
“EASY-AID” ies 


TRADE MARK 


Lima Bean and Pea Sheller 


Right or left-hand feed. Easily cleaned, 
light, strong, handy, sanitary. Baked 


enamel finish. Packed 1 to a Co 
box, shipped 1 doz. and up. Retail 


You'll attract more customers with the colorful | 
displays and unique dealer helps furnished under 
the complete EASY-AID Sales Plan that is show- 
ing stores everywhere the way to good profits and 
rapid turnover. There is a whole ‘'family'' of 
EASY-AID Quality Kitchen Tools of tested service- 
ability, attractive design and right price. If 
your jobber can't supply you, write for details to 


G. N. COUGHLAN CO., ORANGE, N. J. 











(Yew 19036 VModet ORT TIE 7 


Write for details on this 9 in. x 3 ft. 
Workshop Precision, back-geared, screw- 
cutting Lathe. Made in 8 different drives, 
and 4 bed lengths from 3 feet up to4% feet. 


Easy Payment Terms arranged wines 
over extended period of time. eeieame. irene i 


Full details on request. 


Frce / ver 


@ CATALOG 
‘ 1S « 





SURE GRIP ROPE CLAMP 


Easily Tightened .... Easily Loosened 


23 IFEX 











FFI 
SSE STE? 


= === PATENTED MAY 1934 N , 





The only one of its kind! A pull on the rope tightens 
the line . . . a pull on the handle loosens it. Sturdy, 
efficient, unique. Takes 4 izes of rope, from \” to %”. 
In Malleable Iron Cadmium Plated or Solid Brass. 
Write for sample and low price. 


SURE GRIP ROPE CLAMP CO. 


98 MAGAZINE ST. NEWARK, N. J. 














"HAMILTON BEACH 


cebess FREEZER 
IT'S NEW 


-just what your customers 
want. Makes smooth, old- 
fashioned ice cream in electric 
refrigerators. The motor-driven 
paddles stir the mixture as it 
freezes. Fits into the freezing 
compartment of most electric 
refrigerators. 


NATIONALLY ADVERTISED 


More than 19,000,000 messages in The 
Saturday Evening Post, Woman’s Home 
Companion, Better Homes and Gardens 
and American Home will tell your cus- 
tomers about the new Iceless Freezer. 
Special tie-up material—displays, fold- 
ers, newspaper ads furnished dealers 

free on request. Order from your Jobber. 


HAMILTON BEACH CO., RACINE, WIS. 
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Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 


Set Selid, Maximum of 50 words..... $3.00 
Each additional word.........+-+ 06 

All Capitals, Maximum of 50 words.. 4.00 
Each additional word.........+.+- 


.06 
Allow Seven Words fer Keyed Address 
Boxed Display Rates 





Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


HARDWARE AGE is published every other 








Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


— @ — 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 























ct eee rere ere rrr TT Terre Te 5.00 Thursday. Classified f. 1 13 d 
Each. additional inch............++ S00 bee saanieans date a peltition. te 239 West 39th St., New York City 
HELP WANTED SALES REPRESENTATIVES WANTED BUSINESS OPPORTUNITIES 
WANTED YOUNG OR MIDDLE- AGED |! SALESMEN TO HANDLE EXCLUSIVE 


MAN to manage hardware and paint department 
of retail lumber yard in central Ohio. Must have 
business and selling ability. Retail lumber experi- 
ence also desirable. Address Box C-64, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


SALES REPRESENTATIVES WANTED 








WANTED: SALESMEN WHO UNDER- 
STAND POCKET cutlery, who are known to the 
trade in the Middle West and throughout the 
South Address Box C-76, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 

‘SALESMEN. NOW SELLING PAINT and 
hardware dealers to handle established line of 
paint brushes. Leads furnished. Liberal com- 
mission, protected territory. Address Box C-70, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 

SALESMEN DE STRING PERMANENT 
CONNECTION WITH reliable corporation man- 
a finest fastest sellers, call on furniture, 
hardware, department stores, also jobbers, either 
whole or part time. Address—Dustmaster Corp., 
Dept. H-3, 600 First Avenue North, Minneapolis, 
Minnesota. 





COMMISSION SALESMEN. TO SELL TO 
implement and hardware dealers new style oil 
heaters and tanks for farm use. Must have es- 
tablished trede and experience suitable for selling 
this type of merchandise. In writing advise fully 
regarding territory, lines handled and give refer- 


FREEPORT, IL- 





ences. Address Box 519, 
LINOIS. 
WANTED _ EXPERIENCED SALESMEN 


CALLING ON hardware and lumber trade to 
carry fast-selling hardware specialty as side line. 
Eastern and Southern States now open. Nation- 
ally advertised item. Carry in car, deliver and 
collect. Protected territory assigned. Address 
Box C-56, care of Harpware Ace, 239 W. 39th 
st., N. Y¥. City. 

WELL .- KNOWN MANU JFACTU RE R OF 
DOOR hangers and track has Ohio and West 
Virginia as open territory. Want representative 
(menufacturers’ agent preferred) now successfully 
selling in hardware and lumber channels. Com- 
mission basis. In replying please state lines now 
carried and how long you have traveled the terri- 
tory. Address Box C-75, care of Harpware AGE, 
239 W. 39th St., N. Y. City. 








CUTLERY SALESMEN WANTED 


Cutlery experience desirable, not impera- 
tive. Territory Ohio and Michigan. Want 
live wire new calling on all wholesale out- 
lets. Commission basis popular-priced qual- 
ity line. Established 1910. 


UTICA CUTLERY COMPANY 
UTICA, N. Y. 











TERRITORIES for line of modernistic chrome- 
alloy mouldings to hardware and paint supply 
stores for resale. Constantly growing demand. 
We offer merchandiser assortment that puts these 
stores in moulding business requiring but small 
investment. Commission hasis; credit for repeats. 
Address—Spiro Mfg. Company, Dobbs Ferry, 
wa 





WANTED — MANUFACTURERS’ _ AGENT 
WHO DESIRES TO REPRESENT CAST 
IRON SASH PULLEY OF NATIONAL REPU- 
TATION. GIVE OUTLINE OF YOUR 
PRESENT ACTIVITIES AS TO TYPE OF 
PRODUCTS AND TERRITORIES SERVED. 


| CORRESPONDENCE STRICTLY CONFIDEN- 


| TIAL. 


ADDRESS BOX C-61, CARE OF 
HARDWARE AGERE, 239 WEST 39TH STREET, 
NEW YORK CITY. 





SALESMEN NOW CALLING ON_ HARD.- 


| WARE stores to seti on liberal commission basis, 


| as a side line, 





a line of screw anchors and a 
boiler plug. Easy to sell. Takes only a few 
minutes to demonsirate. About nine or ten men 
are needed now. They must come well recom- 
mended and must be employed at present. Ter- 
ritories open:—New Jersey, Long Island, Man- 
hattan, Bronx and Brooklyn. Address Box C-59, 
care of HArpware AcE, 239 W. 39th St., N. Y. 
City. 





ESTABLISHED SASH PULLEY  MANU- 
FACTURFR WANTS REPRESENTATION IN 
THE EAST, MID-WEST, AND WEST. ONE 


WHO HAS EXCEPTIONAL. CONTACTS 
WITH ARCHITECTS, NUFACTURERS 
OF WINDOW FRAMES. CITY AND STATE 


HOUSING DEPARTMENTS PREFERRED. 
GIVE FULT. PARTICULARS AS TO PAST 
AND _PRFSENT_ ACTIVITIES. CORRE. 
SPONDENCE STRICTLY CONFIDENTIAL 
ADDRESS BOX C-60, CARE OF HARDWARE 
AGE, 239 WEST 39TH STREET, NEW YORK 
CITY 





CHICAGO MANUFACTURER PLANNING 
NATIONAL SALES ORGANIZATION. Accept- 
ing applications, live wires only. Selling to indi- 
vidual electrical dealers, department stores, radio 
shops, coffee distributors, restaurant supply houses. 
Protected territory allowed. Drawing account 
against commissions granted. Our representatives 
earning approximately one hundred dollars weekly. 
Greatest opportunity ever offered. Write quali- 


fications. Must have automobile. Address Rox 
C-73, care of Harpware Ace, 239 W. 39th St., 
me. Se City. 





WE WOULD LIKE TO COMMUNICATE 
with en experienced salesman to sell a very 
staple line of builders’ and shelf bardware, through 
jobbers and large retailers, in a number of key 
cities in the States of New York, Ohio, Michigan, 
and Illinois. We especially desire someone who 
has sold builders’ hardware before, and is ac- 
quainted with the staffs of various builders’ hard- 
ware departments in this particular territory. To 
such a man we could offer a good income, on a 
commission and drawing account basis. Please 
give us your former experience, together with 
references, in the first letter. This is not a 
side line. Address Box C-67, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 








FOR SALE 
WHOLESALE AND RETAIL 
Hardware Business 
Long and successful operation. Good central 
territory. Clean complete stock. Reason for 
fering: death of executive. Worth investi 

gation, Inventory $55.000. Address 
MAC HARDWARE COMPANY, Ine. 
Fort Plain. N. Y. 











FOR SALE — OLD-ESTABLISHED HARD- 
WARE BUSINESS in Hudson Valley; stock, 
fixtures, three-story brick building. Good trad- 
ing area. Price $8,800. Address Box C-78, care 











of HARDWARE AGE, 239 W. 39th | S., M. ¥. City. 
STORE — LOFTS — BASEMENT — OF- 
FICE. Verv desirable well-kept building. Heat 


and elevator service. Three doors north of Ful- 
ton Street. Extremely reasonable rental. Ad- 
dress—M. Winter, 273 Pearl St., N. Y. City. 
Phone Beekman 3-6825. 


FOR SALE—RETAIL PAINT STORE with 
small manufacturing paint plant on Long Island 
at very reasonable figure to immediate buyer. Ex- 
cellent opportunity for development, ceniral loca- 
tion with field for additional hardware line if 
desired. Address Box C-66, care of HARDWARE 
AGE, 239 W. 39th St., N. Y. City. 


FOR SALE: RETAIL HARDWARE AND 
paint store in Long Island. Inventory stock 
$12,000, all clean merchandise, and modern fix- 
tures. Must be sold at once for cash only at 
$9,000; leaving country. No others or brokers 
need apply. Address Box , care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 


BANKRUFT STOCKS OF MERCHANDISE, 
TRUSTEESHIPS, damaged railrozd goods, etc. 
Where to secure; prices usually paid; how and 
when sold, etc., also transcripts of sales. Com- 
plete authentic information $1.00. Money back 
if not satisfied. Write F. E. Brown, 362 No. 
Cleveland Ave., St. Paul, Minn. 


FOR SALE HARDWARE 














ONLY RETAIL 
store in a town of 600 population in farming 
section. Three good factories in town. Reason 
for selling—want to dissolve partnership. Inven- 
tory $11,000. Store 40 x 60. Inspection invited. 
Address Box C-74, care of Harpware AGg, 239 
W. 39th St., N. Y. City. 


BUCK TAILS FOR FLYTIEING—three kinds 
frorn six to seventeen inches. Hackles. Squirrel 
tails. Polar bear hair. Jungle cock necks. Hooks, 
tinsel, vise, chenille, rooster necks, gut, floss. Fly- 
tieing outfit. Unclaimed deer heads, animals, rugs, 
fish, etc. Glass eres. Scalps, head forms, shields. 
Address—Hofman’s Flytiers’ Taxidermist Studio, 
991 A Gates Avenue, Brooklyn, N. Y. 


SALES ACCOUNTS WANTED 


LINES WANTED — MANUFACTURER’S 
REPRESENTATIVE SELLING to wholesale and 
retail hardware and department stores in Virginia 
and North Carolina desires additional staple items 
on commission basis. Can furnish best of ref- 
erences. Address Box C-65, care of Harpware 
AcE, 239 W. 39th St., N. Y. City. 











HARDWARE AGE 
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POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





_YOUNG MAN, 23, SINGLE, THOROUGHLY 
EXPERIENCED hardware clerk — competent 
salesman, knowledge locksmithing and _ general 
repairs. Will travel. Address Isidore Poionsky, 
364° South First St., Brooklyn, N. Y. 

SALESMAN, WELL ACQUAINTED WITH 
WHOLESALE hardware trade in 
States, seeking connection with manutacturer. 
Twelve years in this territory. Single. Drawing 
account. Address Box No. 7586-A, HARDWARE 
Ace, 10 S. LaSalle St., Chicago, III. 

HARDWARE MAN, 
THE FOLLOWING LINES: Mill, factory, con- 
tractors’, builders’ hardware and cabinet makers’ 
supplies; transmission, paints, oils, varnishes, 
brushes, sporting govds, mechanics’ tools, etc. 
Address Box C-26, care of Harpware AGE, 239 
W. 39th St., N. Y. city. 

SALESMAN 10 YEARS’ EXPERIENCE 
SELLING factory equipment to industrial plants 
in Buflalo aud western New York for nationally 
known tool manufacturer. Branch manager 5 
years. Past two years sold hardware jobbers 
in New York, Pennsylvania, West Virginia, Ohio, 
Michigan, and Indiana. Single. Excellent record 
and references. Address Box C-11, care of Harp- 
WaRE AGE, 239 W. 39th St., N. Y. City. 


_HARDWARE MAN, FORTY-THREE YEARS 
of age, thoroughly experienced in retail and 
wholesale hardware, paints, sporting goods and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable of 
buying, bookkeeping and store management. Sal- 
ary secondary. Free to go anywhere. Middle 
West or South preferred. Address Box C-30, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 

SALESMAN, AGE 40, WITH 15 YEARS’ 
TRAVELLING experience selling hardware job- 
bers, department stores, retail hardware stores and 
industrial trade. Experienced in tools, builders’ 
hardware and_= specialties. Territory Central 
States. Would like to make connection with 
reputable established manufacturer. Salary or 
commission basis. Address Box C-45, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


SALESMAN: WITH NEW YORK FOLLOW. 
ING among hardware and housefurnishing job- 
bers and dealers, chains, department stores, ete., 
desires position with manufacturer on full or part 
time basis. Ten years’ experience merchandising 
hardware, housefurnishing and building  special- 
ties with profitable results. Young, aggressive 
and reliable. Address Box C-49, care of HaArp- 
WARE AGE, 239 W. 39th St., N. Y. City. 


BOOKKEEPER, ACCOUNTANT, OFFICE 
AND CREDIT manager; systematizer, corre- 
spondent; 10 years’ experience in hardware, 
plumbing, and real estate supplies; accustomed 
and capable to handle any volume of business; 
highest credentials; residence conveniently situ- 
ated to reach any locality in New York City, or 
suburbs. Address Box C-57. care of HARDWARE 
Ace. 239 W. 39th St., N. Y. City. 

















Southern | 


EXPERIENCED _IN | 





EXPERIENCED IN HARDWARE, HOUSE- 
FURNISHINGS, ELECTRICAL, plumbing, mill 
and factory supplies; store departmentizing and 
display work, also considerable experience in win- 
doW trimming doing my own show card and sign 
work. Desire to locate for a permanent position 
where hard work and good sales work will be 
appreciated. Address Box C-50, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 


TRAVELLING POSITION WANTED BY A 
capable experienced salesman of hardware, mill 
supplies and specialty items. Have many years 
experience calling on jobbers and large retail out- 
lets in Carolinas, Virginia, West Virginia, and 
other Southern States. Can furnish best of refer 
ences as to ability and honesty. Address Box 
C-55, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 








EXPERIENCED SALESMAN, AGE 40, 


WITH 400 ESTABLISHED accounts with job- | 


bing and retail hardware trade, department stores 
and large auto chain stores, desires to represent 
reputable manufacturer in Philadelphia, Eastern 
Pennsylvania and New Jersey. Can arrange to 
warehouse stock. Married. 
highest reference. Address Box C-53, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 





SALESMAN, 37 YEARS’ EXPERIENCE 
WITH PROMINENT builders’ hardware manu- 
facturer, in New York Office and at factory. Had 
sales territory, Metropolitan New York. Experi- 
ence also in tools and general hardware. Will 
accept most any position offered at reasonable 
wage. Health and physical condition good. Ad- 
dress Box C-68, care of Harpware AGe, 239 W. 
39th St.. N. ¥. City. 





YOUNG MARRIED MAN DESIRES CON- 
NECTION with reputable manufacturer. Ten 
years’ contact with wholesale hardware and sport- 
ing goods jobbers in the following territories— 
New York, Ohio, Indiana, Kentucky, Missouri, 
Iowa, Illinois, Michigan, and Wisconsin. Age 36, 
excellent references. Present headquarters in 
New York City. Can be changed if desired. 
Address Box C-12, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


Excellent record and | 


HARDWARE CLERK—YOUNG AND AG- 
GRESSIVE, thoroughly experienced retail hard- 
ware and housefurnishings, also tools, paints, 
plumbing, electrical and garden supplies, desires 
to locate permanent position where hard work 


and production will be appreciated. Compensa- 
tion secondary to advancement. Best references 
for honesty, reliability and production. Address 


Box C-72, cere of Harpware AGE, 239 W. 39th 
St... M.. ¥.. Coty. 


HARDWARE SALESMAN, BUYER, MAN. 
AGING or assistant, 41, 20 years’ experience in 
general hardware, tools, paints, housefurnishings, 
plumbers’, electrical supplies, capable of full 
charge or part, all-round mechanically inclined. 
Very handy on locks, keys, and door checks. 
Wishes permanent position with reliable retail 
establishment. Compensation secondary considera- 
tion. Excellent references. eady any time. Ad- 
dress Box C-71, care of Harpware Ace, 239 W. 
39th St.. N. ¥. City. 


HIGH-GRADE SALESMAN, WELL AC- 
OQUAINTED with hardware and related outlets 
in the New York Metropolitan area, seeks con- 
nection offering a good future for a producer with 
a reputable manufacturer or wholesaler. Is young, 
personable, and has had five years’ experience as 
sales representative of a nationally known manu- 
facturer of products widely sold by hardware 
stores. Not interested in straight commission of- 
fers, or in handling side-lines. Address Box C-69, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 





HARDWARE EXECUTIVE, AVAILABLE 
IMMEDIATELY. HAVE had thirty years’ ex- 
perience in the retail and wholesale hardware 
business, have operated a successful chain of 
retail stores, and am familiar with the buying, 
selling, management and merchandising of all shelf 
hardware lines and specialties. Seeking execu- 
tive position with wholesaler or retailer. Would 
prefer eastern location, but will go anywhere for 
proper opportunity. Can furnish satisfactory ref- 
erence. Address Box C-47, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 








RESPONSIBLE AND CAPABLE SALES- 
MAN, a hard worker, with good personality, and 
with fifteen years experience calling on whole- 
sale and retail hardware trade, department stores 
and large industries in Pennsylvania, Ohio, West 
Virginia, Maryland, Kentucky, Indiana and IIli- 
nois, desires position with reliable and reputable 
concern, Free to travel. Locate anywhere. Ref- 
erences furnished. Address Box C-54, care of 
Harvware Ace, 239 W. 39th St., N. Y. City. 





Hardware Personnel 


Our files contain applications of several hundred ex- 
perienced and well-trained employees in the hard- 
ware industries. 
HARGE TO EMPLOYERS FOR THIS 
— SERVICE 


If be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 














Readers 


manufacturers 


logs. 





AGE 


damage. 


NEW YORK CITY 


FLOOD VICTIMS—Attention!! 


of HARDWARE 
whose places of business have 
been damaged by the recent flood 
are invited to make full and free 
use of our news pages to acquaint 
and_ wholesalers 
with their needs for the replace- 
ment of merchandise and cata- 
This will facilitate the 
resumption of normal business, 


saving our readers both time and 
expense in getting out notices. 


As long as our available supply 
lasts, copies of the annual HARD- 
WARE AGE “WHO MAKES IT?” 
Directory will also be furnished, 
without charge, 
from readers who suffered flood 


HARDWARE AGE 


239 West 39th Street 


upon request 
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LOQK FOR THE DISTINCTIVE 
CROSS PACKAGE 


red-white-black 
YOUR CUSTOMERS DO! 


all 
O. K. 














Greatest Value of All 
6%” genuine SeaWool 
reenforced . .... soe 


Sponges retail at 35¢ ea. 
Box of 10 costs you $2.10. 


Order from your wholesaler. If he 
cannot supply you write us at near- 


est office. 

SCHROEDER & TREMAYNE, INC. 
New York St. Louis 
San Francisco Montreal 








RED EDGE SCREEN CLOTH | 
Simplifies 
Selling 


The accurate, self-measured Red Edge 
roll will save you real dollars. No waste 








in cutting—no time lost in measuring 
while other customers walk out. The 
perpetual inventory tag also saves time 
and sales. Write for sales helps. 


Sun- Red Edge AluminA 
(electro-plated with 
zine) 

Sun-Red Edge Black 
(painted) 

Sun-Red Edge Bronze 


REYNOLDS WIRE CO., DIXON, ILL. 





Silver Lake Sash Cord 


TEED FOR 2 


ame SILVER LAKE 











N M19 Famous line of new Catalin 
VAUGHAN’S = ae Ni Me 

handle utility items is selling 

All metal parts are heavily nickel plated. 

Each item guaranteed. Red and Green Catalin Handles. 


Send for Prices and Details on this Complete Line. 


VAUGHAN NOVELTY MFG. CO., INC. 


fast now. 


CHICAGO, ILL., U.S.A. 








3211-25 CARROLL AVE. 


YEARS AHEAD in easy srreapinc: 
og Ma Romig gr eg — 


tant features with the amazing 
NEW IMPROVED 


WOODFIX 


nor in its remarkable 
freedom from the pro- 
nounced shrinkage so 
common with ordinary 
woodpaste. Contains 
no nitrocellulose. Abso- 
lutely waterproof. 
Sands, planes — takes 
all finishes. 10¢ to 










75e and larger. Steady 
repeats — order from 
your jobber NOW. 


SHEFFIELD BRONZE POWDER & STENCIL CO., Inc. 
Sas 3000 Woodhill Road, Cleveland, Ohio z= 





Jobbers—write or 


wire for discounts ¥ iy 

















store you are looking for. 





Looking for a Hardware Store? 


Tue place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 


HARDWARE AGE 239 west 39th St., New York City 





Classified Opportunities Dept. 
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HYGRADE STEEL POST DRYERS 


Attractive — all wood- 

en parts waterproofed. 

Removable top. Long 

arms painted yellow— 

support arms red. All 

metal parts galvanized. 

Easily removed from 

box (which is includ- 

ed), when not in use. No. 3 Dryer 

has 4 lines, 110 ft. of cotton or 

manila rope. No. 4 Dryer has 5 ar Poot 
lines, 150 ft. of cotton or manila - “7 


rope. Both good sellers. 14 Foot 


THE MOULTON LADDER MFG. CO. 


Somerville Mass. 





New York Distributor: H. Kornahrens, Inc. 
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OIL GAS ol RANGE 
RANGES RANGES HEATERS BURNERS 


FLORENCE [Bawed 


ee Ook) 6 SE 2 your cooking MMW, a @ Mal 2 oe 


ENTHUSIASTIC 
REPORTS 


From all parts of the coun- 
try come enthusiastic 
reports from users of the 
New Nicholson, Black Dia- 
mond and McCaffrey Files. 
Have you a complete line 
on hand? Your wholesaler 
can supply you. Nicholson 


PATENTS File Company, Providence, 
PENDING R.1., U.S. A. 


A FILE FOR EVERY PURPOSE 





coe Fa 
Sle \e\e|e eee) 


THIS NEW ALL-METAL 
REVOLVING DISPLAY 
CABINET 


A display of Moore Push- 
Pins, glass and aluminum 
| heads, and pushless hangers, 
will ring up many an extra dime 
on your cash register. 
A new revolving display cabinet is 
given free with an order for 72 
assorted window front packets. 
Start today to increase your pro- 
fits ... order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 


— 





y 








LT 


To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 











mean more profit from your brush counter. 


5401 Hamilton Avenue Cleveland, Ohio 


BRUSHES 


Ask your jobber. 
ThE OS80RN MANUFACTURING COMPANY 














Genuir°NOQMES &¥ SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
406 SET- 10% SET- 106 SETH SAVE FURNITURE 

S ad eal & FLOORS-CREATE QUIET 

D Look for words DOMES SILENCE” 


| “ INSULATED- NOISELESS FOR TILE 
Lo aCEMENT OR MARBLE FLOORS IN 
ANY BATH ROOMS. RESTAURANTS, ETC. 
| e~—| LARGE SIZE FOR METAL & WOOD BEDS 
Nee — J) LARGE CHAIRS & ALL FURNITURE.. 
Ask your Jobber— 
If he is not supplied, write to 


DOMES of SILENCE, Inc., 35 Pearl St., N. Y. C. 
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Sales Offices: New York-Detroit-Chicago-San Francisco ss 
e 


The BOSTON LINE of Garden Hos 





and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 


EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 





Cambridge, Mass. 
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SALES ARE 
\ | 4 0 FREE COOK BOOK 





Orders! Orders! We started 

something when we an- 

nounced a 252-page cook 

- book free with any piece 

1 fe jai we] of Matched VIKO at prices 
= “gh that speak for themselves. 


Sure, we expected a lot 
of orders...the plan is a 
tried and proven business- 
getter. But we never an- 
ticipated so much action 
.--in so short a time. 


If you are the dealer who 
didn’t send in an order— 
send it in to your jobber 


é , ) while there’s still time. 
= \e No. 1240 FREE VIKO COOK BOOK PACKAGE 
‘ includes twelve items, as follows 


Quan- Special 
tity Size Utensil Retail, ea. 


13-Qt. Double Boiler 

2-Qt. Double Boiler . 

6-Cup Drip Coffee Maker .. 1.79 
1-Qt. Covered Sauce Pan..  .99 
1}-Qt. Percolator.................... 1.39 
2-Qt. Percolator.... 1.49 
6-Qt. Covered Kettle 

8-Qt. Covered Kettle 

5-Qt. Tea Kettle.................... 2.19 
6}-Qt. Tea Kettle p 

1, 13, 2-Qt. Self-Meas. 


B U Y F R 0 M Sauce Pan Set ..... e. 
F R Shipping Wt., 34 lbs. Open stock also available 
YOUR JOBB 


PAWL ARLY B10! ON OU) PIV 1 CG BORO PID ES: MANITOWOC, WISCONSIN 
eo MAKERS 0 THE POPULAR ALUMINUM 
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1843~ SuppleiGi'SMETY~ THREE YEARS OF HONORABLE SERVICE~1936 


ANNIVERSARY Mont 


.  @ BEST THAT 
SE Mi movern science 


AND 


PROVEN §& | 
@ EQUIPMENT 
QUALITY MA can propuce 


“DIAMOND EDGE IS A_ QUALITY PLEDGE 
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